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For Greater Profits, Put in the Hands of Your Salesmen 


THE CARBON PAPER 
THAT ALMOST TALKS 


Every year since it was introduced three years ago, Webster 


dealers have reported a steady increase in the sales of 
Webster’s Micrometric Carbon Papers. And why not? This 
unique carbon paper has five extra sales features. It’s pat- 
ented the only carbon paper on the market that can offer 
all five. Once sold, a customer remains sold on this unusual 
product, and you can rely on steady repeat business. Here’s 
why 

1. Micrometric m ikes neater typing easy, thanks to the 


vertical scale. 


F.S.WEBSTER COMPANY 


“| AM THE ONLY CARBON 
PAPER WITH THESE FIVE 
EXTRA SALES FEATURES AND 
PATENTED PROTECTION."’ 





». Micrometrie assures uniform margins at top and bot- 


tom of letters and reports. 


‘3. Micrometrie can be removed more quickly by the 


vertical scale. 


{. Micrometriec helps keep the stenographer’s hands 


clean when removing carbon. 
=. Miecrometrie saves money. It’s a quality product that 
wears longer. 

and 


Sell Webster’s Micrometric Carbon papers enjoy a 


steady, ever-increasing profit. 


13 AMHERST STREET 
CAMBRIDGE, MASS. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 


its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 


for honest differences 


customers. They do, however, 
A 
Acco Products, Inc 189 
Ace Fastener Corp i41 
Acme Bulletin & Directy 
Board Corp 154 
Acme Card System Co 157 
Acme Staple Co ... 159 
A. D. K. Corp 27 
Adams, Henry T., Mfg. Co 158 
Allen & Co 155 
Allen-Wales Adding Mach 
Corp 115 
All-Steel-Equip. Co 101 
Alma Desk Co 129 
Amer. Number. Machine Co 159 
Amer. Writing Machine Co 105 
Ames Supply Company 81 
Artility Metal Products, In 6 
Art Metal Construction Co 05 
Art Steel Co., In 153 
Automatic Pencil Sharpnr. Co...106 
Autopoint Company 87 
B 
Bankers Box Co 136 
Barkley, C. L., & Co i44 
Bassick Company 108 
Bentson Mfg. Co 134 
Borg, George W Corp 157 
Bridges, F. W Ltd 161 
Bright Chair Co 152 
Bristow Stanley R 157 
Browne-Morse Co 158 
Bushnell, Alvah, Co 148 
c 
Cameron, Cal 142 
Cel-U-Dex Corp 150 
Clarotype Co The 140 
Cloyes Gear Works 156 
Codo Mfg Corp 160 
Collier-Keyworth Co 158 
Columbia Rib. & Carbon Mfg 
Co 112 
Columbia Steel Equipment Co...129 
Continental Ink. Co 141 
Cook, H. C., Co 151 
Corona Typewriter 79 
Corry-Jamestown Mfg. Corp 10" 
Crown Ribbon & Carbon Co 150 
Dd 
Darnell Corp 141 
Dawn Mfg. Corp., The 145 
Dick, A. B., Co 77 
Doppelt, Charles, & Co i150 
Downey, C. L., 152 
Dunham-Watson Co 156 
E 
Eagle-Ottawa Leather ¢ 
Katon Paper Corp ISI 
Elliott Address. Mach, “0, 102 
Elliott-Fisher Back Cover 
Katerbrook Steel Pen ¢ - 
Evansville Desk ( 14s 
F 
Faber, A. W Im 133 


Faultess Caster Corp 122 
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Because of the ground 


of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
offer their services in resolving any disagreements which result from relations established 
through the journal. 
F. B. Mfg. Co roe ne 159 L Phillips Process Co............... 145 
Fox, George E.. & Co 138 BS I ...146 
Fulton Specialty Co 150 Little, A. P., Ine cae acne an 149 Pronto File Corp.......... nadeeg: Ue 
Loose Leaf Metals Co........... 153 Preité Co. .....: 135 
G 
Lynn Paper Products Mfg. Co...135 
Gaylo Mfg. Co : ; 148 Lyon Metal Products, In 146 Q 
pes. eg aaa my M Quality Park Envelope Co....... S4 
General Fireproofing Co..... 82 Majestic Lounge Co 139 R 
Globe-Wernicke Co P 85 Manifold Sapplies Co. .........- rs 
Graff, Geo. B., Co 157 ORT 158 Ravenswood Office Spec. Co.....158 
Guide System & Supply Co.....104  serruwell Mfg. Co.........csc00s 128 Reliable Tw. & A. M. Corp...... 154 
H Meilink Steel Safe Co , .100 Rivet-O Mfg. Co.. ee eee 159 
Metal Office Furniture Co....... 11! toberts, Weldon, Rubber Co nd 
H. A. Ink Eradicator Co........157 PED CIM, nc cccccconasscnnus 154 Kockwell-Barnes Co, ............ 97 
CO Oe .. 145 Methodes ceGedéeuéatescanaly 160 TE ee 159 
Hanson Scale Co ‘ Ser Meyer & Wenthe 154 Rotospeed Co., The......ccccoses 142 
Harriman-Welts Products Co....159 Mimeograph, The 77 Royal Typewriter Co............. 162 
Harter Corporation, The...... 118 Mitchell Binder Co 147 
Heyer Corporation saeencee Mittag & Volger, Inc 130 s 
Higgins, Chas. M., & Co 147 Moore Push-Pin Co 160 
High Point Bd. & Chair Co 144 Morse Typewriter Co., Inc... 128 Sanymetal Products Co..........145 
Hotchkiss Sales Co — Munson Supply Co 149 Scat, Dr., Chemical Co.......... 13 
Howell Co ‘ 146 Murphy Chair Co 154 Sheaffer, W. A., Pen Co.........117 
Sheppard, C. E., Co TTT Te. 124 
! N Sherman-Mansorn Mfg. Co........ 94 
Imperial Desk Co.... 190 ' 7 Shipman-Ward Mfg. Co.......... Ys 
Imperial Mfg. Co 141, 142 Nagel-Chase Mfg. Co........... 155 Smith, Bradner & Co............ 149 
: Nat'l Brief Case Mfg. Co....... 27 Smith, L. C., & Corona 
Imperial Methods Co.. 116 F . . oe = 
nition teh Gn peer Nat'l Business Show Co..... 126 TUES BI. ccccececsesses 79 
: Nat'l Office Cushion Co 140 Speed Key Mfg. Co............45. 156 
Internat’! Typewriter Co.. — S : a ss 
cg n Neva-Clog Products, Ine.......... 123 Speed-O-Print Corp. ............ 99 
Internat'| Typewriter Exchange. 83 . . er > . 8 
ES te AT FOE New Indiana Chair Co.. 137 Spencerian Pen Co............++:. 156 
x Niagara Duplicator Co 125 Stencilgraph Co. ..........0e000- 160 
J St. Johns Table Co.........00. 132 
0 Storms, H. M., Co.. ere 133 
Jasper Chair Co . <6 Sturgis Posture Chair Co........ 91 
Jasper Desk Co 134 Oxford Filing Supply Co 154 Sundstrand Back Cover 
Jasper Office Furniture Co .. 145 Superior Type Co ooo 156 
Jasper Seating Co eee P Swan Pencil Co., Inc............. 153 
nt Pacific Cb. & Ribbon. Mfg. Co..119 T 
Peerless Key-Imperial Mfg 
Kamket Corp 1038 Co aeons aa o coceelMl, 14 Technygraph, The — 
Kilian Mfg. Corp 153 Peerless Steel Equip. Co 138 Toledo Metal Furniture Co 110 
Koh-l Noor Pencil Co., Ine... 120 Perfect Rub. Seat Cushion Co...149 Triner Scale & Mfg. Co seetesnen 
Troy Sunshade Co coccce 
Trussell Mfg. Co neosvens 136 
Tubular Specialty Mfg. Co.......157 
. 
THE SERVICE BUREAU . 
of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution Underwood Elliott Fisher 
of its various commissions this bureau calls upon prac- Co Back Cover 
tically every member of the staff. It answers by per- U. S. Tw. Ribbon Mfg. Co.......156 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of v 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- Vail Manufacturing Co onl 
pares advertising copy, furnishes list of desirable Victor Safe & Equipment Co...107 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many w 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, Warshaw Mfg Co ++. 150 
good use of this bureau; manufacturers in every sec- Webster Electric Co . 159 
tion of the field have evidence of its proved value. Webster, F. 8., Co seen 2 
Subscribers’ requests for catalogues to bring their files Weeks, Frank A., Mfg. Co.......156 
up to date, or to replace the file in case of fire or Wiggins, John B., Co +++ 158 
other form of destruction, are broadcasted in a bulle- W onder-Lock const 
tin which is mailed frequently to leading manufac- Worcester Wire Novelty Co.....151 
turers, 
& Y 
Yawman & Erbe Mfg. Co....... 98 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


are represented. 


communicate with the 


Adding Machine Parts 
Ames Supply Co coe & 
Cloyes Gear Works sane 
Shipman-Ward Mfg. Co....... Ys 
Adding Machine Rolis & Paper 


Lynn Paper Products, Inc....135 

tockwell-Barnes Co ee 

Smith, Bradner & Co......... 149 
Adding Machines 

Allen-Wales Add. Mach. Corp..115 

Sundstrand ........ .Back Cover 
Adding Machines (Stylus) 

Reliable Typewr. & A. M. Cp..154 


Adding Machines, Rebuilt & Used 
Morse Typewriter Co.......... 128 
Pruitt Co. “~ 
Reliable Typewr. & A. M. Cp..154 

Adding Typewriters 


Underwood Elliott Fisher 
a Ge asecesesconsend .Back Cover 
Addressing Machines 

Elliott Address. Mach. Co..80, 102 
Adhesives 

(See Inks, Adhesives, etc.) 


Arch and Clip Boards 
Globe-Wernicke Co. ........... 85 
Rockwell-Barnes C« 

Ash Trays, Office 


EE. GO. acnidesecencececoess 146 

Nagel-Chase Mfg. Co.......... 155 
Banker's Note Cases 

Bf 153 

General Fireproofing . 82 

Globe-Wernicke Co. .......... 85 

Victor Safe & Equipt. Co.....107 
Billing Machines 

Underwood Elliott Fisher 

GA. wasecieesee ua sack Cover 

Binders, Catalog and Periodical 

Acco Products, Inc............ 139 

Mitchell Binder Co............ 147 
Binders, Permanent Storage 

Bankers Box Co ... 136 
Binders, String 

Bankers Bok Co......ccccccceckl® 
Blank Books 

tockwell-Barnes Co. .......... 97 
Blotting Paper 

Smith, Bradner, & Co.........149 
Bond Boxes 

Art Steel Co. .. eT 

General Fireproofing Co....... 82 

Globe-Wernicke Co -. 85 
Book Cases 

All-Steel-Equip Co. . ina 101 

Alma Desk Co..... F ‘ .129 

Art Metal Construction Co.... 95 

Browne-Morse Co . —— 

Corry-Jamestown Mfg. Corp...109 

General Fireproofing Co 82 

Globe-Wernicke Co -- 85 

Yawman and Erbe Mfg. Co.... 93 
Book Rings 

Adams, Henry T., Mfg. Co 158 
Box Letter Files 

Art Steel Co..... aeecesnee 

Globe-Wernicke Co. ........... 85 

Rockwell-Barnes Co . 
Brief and Zipper Cases 

Doppelt, Charles, & Co 150 


National Brief Case Mfg. Co...127 


Bulletin Boards 
Acme Bulletin & Drety. Bd. Cp.154 
Business Shows 
National Business Show Co....126 
Calculating Devices 
Reliable Tw. & A. M 
Calculating Machines 
Allen-Wales Add. & 
Sundstrand : 
Calculating Machines, 


Corp...154 


Mech. Cp..115 
Back Cover 


Used 
Pruitt, Ime. ...... — er 135 
teliable Tw. & A. M. Corp...154 


Carbon Papers 


(See Ribbons and Carbons) 


service bureau, 


through 


without obligation. 


Card tndex Boxes and Trays 


All-Steel-Equip. Co. pornne .101 
Art Metal Construction Co..... % 
RBS MOUS GHA. cncesccnvcsetess 153 
Bentson Mfg. Co.............. Is 
See. GE cecksecscceaceves 142 
Columbia Steel Equip. Co.....129 
Corry-Jamestown Mfg. Corp....109 
General Electric Co........... 00 
Globe-Wernicke Co. ........... 85 
Guide System & Supply Co....104 
Imperial Methods Co........... 116 
Invincible Metal Furn. Co...... 121 
Metal Office Furn. Co.......... lil 
Warshaw Mfg. Co.............. 150 
Yawman and Erbe Mfg. Co.... 93 
Cash Boxes 
BES BOOT Geis cccccesncsicesees 153 
General Fireproofing Co....... 82 
Casters, Caster Bearings, Slides 
Bassick Company ............. 108 
Darnell Gams 02 osicececctavess 141 
Faultless Caster Corp......... 22 
Kilian Mfg. Ss ccuvetescons 153 
Celluloid Envelopes 
SD WEL. aninbéccosansinnaue 158 
Chair trons 
MEE Gh. setntiunsnsnsssscode 108 
Collier-Keyworth Co, ......... 158 
Chair Mats 
Fox, George E., & Co......... 138 
Globe-Wernicke Co. ........... 85 
PUR TE. Gi dc asassavesteons 146 
Shipman-Ward Mfg. Co........ Qs 
Chairs 
Artility Metal Products, Inc... 95 
COMMITEE, Ge Ksctncvesoscnecé 142 
Gaylo es Gncdcddensennsbsn 148 
General Fireproofing Co....... 82 
a errr eye 118 
High Point Bd. & Chair Co....144 
aera eer 146 
Samer GREP OOiss6ssccessiscs 86 
Jasper Seating Co............. 132 
Lyon Metal Products, Inc.....146 
Majestic Lounge Co........... 139 
Murphy Chair Co.........ssee- 154 
New Indiana Chair Co......... 137 
Sturgis Posture Chair Co..... 91 
Toledo Metal Furn. Co......... 110 
Troy Sunshade Co., The...... sv 
Chairs, Folding 
Gee Ti Gasivccndctsaccka 148 
Lyon Metal Products, Inc....146 
Chairs (Posture) 
Artility Metal Products, Inc... 96 
Gaylo a ee ee ee 148 
General Fireproofing Co....... 82 
Berar GO. cccccccensevctvas 118 
High Point Bd. & Chair Co...144 
Jasper Chair Co........... . 86 
Jasper Seating Co.............. 132 
Murphy Chale O0.....ccccccess 154 
Sturgis Posture Chair Co...... 91 
Toledo Metal Furniture Co....110 
Check Protectors and Writers 
epee wreneer GRA ccancccessoses 145 
Check Protectors & Writers, Used 
PUI, BOE. woccccdvcsasacchess 135 
teliable Tw. & A. M. Corp....154 
Checks, Stamped Metal 
Meyer & WED sececevaviass 154 
Coin Bags, Trays and Wrappers 
ASS BOOOe Geko cccdccccsessssees 153 
Downey, C. L., CO..ccccccesess 152 
Copyholders 
Acco Products, Inc............ 139 
Dawn Mfg. Corp., The........ 145 
Costumers 
Sanymetal Products Co........ 145 
Crayon 
Markwell Mfg. Co......ccccees 128 
Cushions and Pads, Chair 
Fox, George E., & Co......... 138 
Nat'l Office Cushion Co........ 140 


Perfect Rubber Seat Cushion 

OO ccrcvdsoucssneocteenssiunt 149 

Petar Bee. GOreccceccccecccesce 146 

Shipman-Ward Mfg. Co........ gs 
Cuspidor Mats 

Pelee” Bee. Ceisisoscecnctences 146 

Shipman-Ward Mfg. Co........ 98 
Cuspidors 

ReO GRE Giicscncceacentesesss 153 
Dating Stamps 

Amer. Number. Mach. Co...... 159 

Fulton Specialty Co........... 150 

Meyer & Wenthe.............. 154 

Rivet-O-Mfg. Co. ......ceeeeees 159 

Superior Type Co.............- 156 
Desk Bumpers 

Fox, George E., & Co......... 138 

Peter We. Gi ccnkccccctcccces 146 
Desk Calendar Pads 

Fox, George E., & Co......... 138 

Weeks, Frank A., Mfg. Co....156 


Desk Name Plates 
Acme Bulletin & Drety. Bd. 


Th. sass ccucksuns+ aktuell 154 
Desk Pads 

Fox, George E., & Co......... 138 

Polar Bie. Giicccccccccccncccs 146 


Ravenswood Office Spec. Co... .158 
Desk Pending-Letters Holders 


Acco Products, Ine............. 139 
Desk Trays 
Art Metal Construction Co.... 95 
Ast Goewd Ge, Bein ccacenvcces 153 
Corry-Jamestown Mfg. Corp...109 
Fox, George E., & Co......... 138 
General Fireproofing Co........ a? 
Globe-Wernicke Co. ........... 85 
Imperial Methods Co........... 116 
Worcester Wire Novelty Co....151 
Yawman and Erbe Mfg. Co.... 98 
Desk Work Distributors 
Ave Geass Giiccccccccscsesccses 153 
Bristow, Stanley R...........-. 157 
Fox, George E., & Co......... 138 
Globe-Wernicke Co. ........... 85 
Lyon Metal Products, Inc...... 146 
Pekar BER. Obie cccccccccecesese 146 


Ravenswood Office Spec. Co... .158 
Victor Safe & Equipt. Co.....107 


Desks 
Aten Beds Circ cccecccccssecss 129 
Art Metal Construction Co.... 95 
Denteet. Ht. Glicsnccecsccces 134 
Browne-Morse Co...........++++ 158 
Comerem, GM.  «cvsesecosecsses 142 


Columbia Steel Equip. Co......129 
Corry-Jamestown Mfg. Corp...109 


Evansville Desk Co............ 148 
General Fireproofing Co....... a2 
Globe-Wernicke Co, ........... 85 
. 2: er 146 
Imperial Desk Co.............. 130 
SnGinee WEG Deis oncceccescees 137 
Invincible Metal Furn. Co...... 121 
Jasper Desk Co........cscecees 134 
Jasper Office Furn. Co........ 145 
Metal Office Furn. Co.......... 111 
Troy Sunshade Co., The....... a9 
Victor Safe & Equipt. Co...... 107 
Yawman and Erbe Mfg. Co.... 98 


Directories (Off., Loft, Apt. House) 
Acme Bull. & Drety. Bd. Corp.154 
Duplicating Machines 


Bie, A. The. Gicccccsvunscsnte 77 
Elliott Address Machine Co, 80, 102 
General Duplicator Corp....... 14 
Heyer Corporation, The....... 163 
Mimeograph, The ............. 77 
Niagara Duplicator Co........ 125 
Rivet-O-Mfg. Co. ..cccccesess 159 
totospeed Co., The........... 142 
Shipman-Ward Mfg. Co........ Qs 
Smith, L. C., & Corona Type. 79 
Speed-O-Print Corp. ........... 99 
Duplicating Machines, Used 
Prwlts CO. ccccccsicccvcccseses 135 


Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
which the information will be promptly and cheerfully furnished by letter, 


Duplicating Machine Supplies 


Columbia Rib. & Carb. Co....112 
Continental Ink Co............. 141 
et as BD Mis svcnccscscan 77 
Dunham-Watson Co. .......... 156 
General Duplicator Corp....... ll4 
ee TN, “Webinceassicasctas 163 
Manifold Supplies Co.......... 78 
Mimeograph, The ............. 77 
Mittag & Volger, Inc.......... 130 
Niagara Duplicator Co......... 125 
ee UV aa 159 
Rotospeed Co., The............ 142 
Shipman-Ward Mfg. Co........ Ys 
Smith, L. C., & Corona Tws.. 79 
Speed-O-Print Corp. ........... 99 
Stencligraph Co, .....ccccccces 160 
Technygraph, The ............ 154 
Victor Safe & Equipt. Co...... 107 
Engraving, Copper Plate 
Wiggins, The John B., Co..... 158 
Envelopes 
Bushnell, Alvah. Co........... 143 
Globe-Wernicke Co. ........... 85 
Quality Park Envelope Co..... a4 
Envelopes, Celluloid 
RE GU? ‘wandantcenacnaseute 158 
Eradicators, Ink 
H. A. Ink Eradicator Co...... 157 
Heyer Corp., The......ccsccece 163 


Erasers, Rubber 
Automatic Pencil Sharp. Co...106 
ek Se 133 
Koh-I-Noor Pencil Co......... 120 
Roberts, Weldon, Rubber Co... 92 
Exhibitions 


National Business Show Co...126 
Eyelets & Eyelet Fasteners 
Markwell Mfg. Co..........0s. 128 
OOOO, GR. oo ck. caccesessa 159 
Fans, Electric 
General Electric Co............. 90 
File Boxes, Collapsibie Corrugated 
BOGMOGS BOR Diinskccccadscsent 136 
waren, Gs Te. Be. scne<ese 144 
Globe-Wernicke Co. ........... 85 
Guide System & Supply Co....104 
Oxford Filing Supply Co....... 154 
SUGRE® Tee Svan ccrncesen 88 


File Boxes, Metal 
Art Metal Construction Co.... 95 


Oe kee ee 153 
Corry-Jamestown Mfg. Corp... 109 
~~ 2. . eee SS 
Rockwell-Barnes Co. .......... 97 
Victor Safe & Equipt. Co...... 107 
Filing Cab. Ball & Roller Bearings 
Rie Bee. Cetisadeiwssccceds 153 
Filing Cabinets, Insulated 
Victor Safe & Equipt. Co..... 107 
Filing Cabinets, Metal 
All-Steep-Equip. Co. .......... 101 
Art Metal Construction Co...... 95 
Art GOmR Otic ceosseccvcccseces 153 
Benteon Mig. Co....ccccccccces 134 
Browne-Morse Co. ..........+.. 158 
Cameron, ORb. cvvsiepoccevccccen 142 
Columbia Steel Equip. Co...... 129 
Corry-Jamestown Mfg. Corp...109 
General Fireproofing Co....... &2 
Globe-Wernicke Co. ........... 85 
Invincible Metal Furn. Co....121 
Metal Office Furn. Co.......... lil 
Peerless Steel Equip. Co....... 138 
Pronto File Corp............+.. 8S 
Victor Safe & Equipt. Co...... 107 


Yawman and Erbe Mig. Co.... 93 
Filing Cabinets, Wood 


Globe-Wernicke Co. ........... R5 

Imperial Methods Co........... 116 

Yawman and Erbe Mfg. Co.... 98 
Filing Supplies 

Acco Products, Inc............. 139 

Art Metal Construction Co.... 95 

Barkley, C. L., & Co.......... 144 





Corry-Jamestown 
General Fireproofing C 


Guide System & 
Oxford Filing Supply 
Pronto File Corp 


Rockwell- Barnes 


Gummed Cloth Rings 


index Card Signals 


Inks, Adhesives, Etc. 


Intercommunicating Systems 


Leads for Mechanical Pencils 


Doppelt, Charles 


Leather Uphoistered Furniture 


Letter Trays (Se« 


Wiggins, The John 
Library Equipment 


Metal Construction 


Corry-Jamestown 


Lockers and Storage Cabinets 


Corry-Jamestown 


Desk, Showcase, Etc. 


Loose Leaf Books & Systems 


Loose Leaf Envelopcs, Celluloid 


Loose Leaf Metals and Devices 





Mail Distributors 


Map Tacks 
Graff, George B., Co. 
Moore Push-Pin Co 
Matched Office Suites 
Art Metal Consfruction Co 
General Fireproofing Co 
Globe-Wernicke Co 
Troy Sunshade Co., The 
Memorandum Books 
Kamket Corp 
Rockwell-Barnes Co 
russell Mfg. Co 
Memorandum Devices 
Acme Card System Co 
Bristow, Stanley R 
Mending Tape 
Warshaw Mfg. Co 
Moisteners 
Rivet-O-Mfg. Co 
Motors, Electric 
General Electric Co 
Numbering Machines 
American Numbering Mach 
Co 
Office Partitions and Railings 
Globe-Wernicke Co 
Pads, Figuring 
Rockwell-Barnes C« 
Paper 
Eaton Paper Corp 
Rtockwell-Barres Co 
Smith, Bradner, & Co 
Paper Clamps 
Acco Products, Inc 
Automatic Pencil Sharp. Co 


Esterbrook Steel Pen Mfg. Co.137 


Paper Clips 
Acco Products, Ine 
Cook, H. C., Co 
Fulton Specialty Co 
Graff, George B., Co 
Vail Manufacturing Co 
Paper Fastening Machines 
Ace Fastener Corp 
Acme Staple Co 
\-D-K Corp 


Automatic Pencil Sharp. Co.. 106 


Cameron, Cal 

Hotchkiss Sales Co 

Markwell Mfg. Co 

Neva-Clog Products, Inc 

Victor Safe & Equipt. Co 
Paste (See Inks, Adhesives, 
Pencil Sharpeners 


Automatic Pencil Sharp. C« 


Graff, George B., Co 
Koh-I-Noor Pencil Co 
Pencils, Wood Cased Lead 
Faber, A. W., Ine..... 
Koh-I-Noor Pencil Co 
Swan Pencil Co., Ine 

Pencils, Mechanical 
Autopoint Company 
Esterbrook Steel Pen Co 
Sheaffer, W A.. Pen Co 

Pens 
Esterbrook Steel Pen Co 
Spencerian Pen Co 

Photo Albums 
Kamket Corp 

Picture Hooks 
Moore Push-Pin Co 

Pins and Pin Containers 
Vail Manufacturing Co 

Platens, Typewriter 
American Writing Mach. Co 
Ames Supply Co 
Shipman-Ward Mfg. Co 

Postal Scales 
torg, George W., Corp 
Hanson Seale Co 
Shipman-Ward Mfg. Co 
Triner Scale & Mfg. Co 

Price and Sign Markers 
Superior Type Co 

Publishers 
Bridges, F. W., Ltd 
Methodes 

Punches 
Aceo Products Im 
Globe-Wernicke Co 
Mitchell Binder Co 

Push Pins 
Moore Push-Pin Co 

Ribbons and Carbons 
Allen & Co 
Ames Supply Co 
Codo Mfg Corp 
Columbia R. & C. Mfg. Co 


Crown Ribbon & Carbon Co. 


Imperial Mfg. Co 141, 


Little, A. P., Ine 

Manifold Supplies Co 
Mittag & Volger, In 

Pacific Carbon & Ribbon Co 
Phillips Process Co 

Royal Typewriter Co., Inc 
Shipman-Ward Mfg. Co 
Smith, L. C., & Corona Tws 
Spencerian Pen Co 

Storms, H. M., Co 
Underwood Elliott Fisher 


ae os Back Cover 
U. 8S. Typewriter Ribbon Mfg 


Co - as 
Webster, F. 8., Co 
Rubber Bands 
Faber, A. W., In as 
Shipman-Ward Mfg. Co 
Rubber Stamps 
Meyer & Wenthe 
Rubber Type Outfits 
Fulton Specialty Co......... 
Sates 
Art Metal Construction C« 
General Fireproofing Co.. 
Globe-Wernicke Co 
Meilink Steel Safe Co.. 
Victor Safe & Equipt. Co 
Yawman and Erbe Mfg. Co 
Scrapbooks 
Globe-Wernicke Co 
Kamket Corp 
Secretary Desks 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co 
Shelving 
All-Steel-Equip. Co........ 
Art Metal Construction Co 
Art Steel Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co. 
Globe-Wernicke Co. . 
Lyon Metal Products, Inc 
Signs (Changeable Letter) 
Acme Bull. & Drety. Bd. Corp 
Smoking Stands, Office 
Howell Co. 
Nagel-Chase Mfg. Co 
Stamp Pads 
Fulton Specialty Co 
Meyer & Wenthe 
Rivet-O-Mfg. Co 
Rockwell-Barnes C« , 
Superior Type ak -seeed 
Victor Safe & Equipt. Co. 
Stands for Office Machines 


All-Steel-Equip. Co. ......... 


Art Steel Co see . 
Corry- Jamestown Mfg. Corp 


General Fireproofing Co. ...... 


Globe-Wernicke Co 

Harter Corp 

Metalstand Co 

Pruits Oo. ....0. sina : 
Sherman-Manson Mfg. Co 
Shipman-Ward Mfg. Co 
Sturgis Posture Chair Co 
Toledo Metal Furniture Co 


Tubular Specialty Mfg. Co.... 


Staple Extractors 

Ace Fastener Corp 

Markwell Mfg. Co , 
Staples and Stapling Machines 

Ace Fastener Corp 

Acme Staple Co 

A-D-K Corp 

Cameron, Cal 

Hotchkiss Sales Co 

Markwell Mfg. Co. 

Neva-Clog Products, Ine 

Vail Manufacturing Co 
Stationery, Engraved, Lithogr. 

Wiggins, The John B., Co 
Stationery, Wholesale 

Weeks, Frank A., Mfg. Co 
Stenographers’ Note Books 

Kamket Corp 

Rockwell-Barnes Co 
Storage and Transfer Cases 

All-Steel Equip Co 

Art Metal Construction Co 

Art Steel Co 

Bankers Box Co 

Barkley, C. L.. & Co 

Bentson Mfg. Co 

Browne-Morse (Co 
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Columbia Steel Equip. Co.....129 
Corry-Jamestown Mfg. Corp... .109 
General Fireproofing Co oo» 8 


) . BO 


Globe-Wernicke ¢ 
Guide System & Supply Co...104 


Imperial Methods Co anyone 
Invincible Metal Furn. Co.....121 
Metal Office Furniture Co.....111 
Oxford Filing Supply Co.......154 
Peerless Steel Equip. Co.......138 
Pronto File Corp sondweese ss 
Rockwell-Barnes Co noaneas- ie 
Yawman and Erbe Mfg. Co... 93 
Strong Boxes, Fire Protected 
Meilink Steel Safe Co — 
Swinging Typewriter Stands 
Globe-Wernicke Co , caer ae 
Tables 
Art Metal Construction Co... 95 
i eae .. 183 
Browne-Morse Co. ............158 
Corry-Jamestown Mfg. Corp...109 
General Fireproofing Co....... 82 
Globe-Wernicke Co. ........... 85 
Lyon Metal Products, Ine.....146 
St. Johns Table Co . 132 
Victor Safe & Equipt. Co.....107 
Telephone Accessories 
Victor Safe & Equipt a 107 
Telephone Stands 
Art Metal Construction Co 95 
Art Steel Co. .. ooo ASS 
General Fireproofing Co ioe Oe 
Globe-Wernicke Co s5 
Yawman and Erbe Mfg. Co 03 
Thumb Tacks 
Graff, George B., Co... oe AST 
Moore Push-Pin Co. . .. 160 
Vail Manufacturing Co 113 


Type, Typewriter 
American Writing Mach. Co...105 
Ames Supply Co. .. ceecenven. OF 
Shipman-Ward Mfg. Co ‘eae OO 
Typewriter Cleaning Material 
American Writing Mach. Co...105 


Clarotype Co. . ....140 
Mittag & Volger, Inc.... ok 
Rivet-O-Mfg. Co a 
Dr. Seat Chemical Co ee 
Shipman-Ward Mfg. Co —s 
Webster, F. S., Co iscoce OS 
Typewriter Cushion Keys 

Munson Supply Co ...149 
Peerless Key-Imperial Mfg 

Ge ecucsasaaces : cccchen, 3 
Shipman-Ward Mfg. Co. . . 
Speed Key Mfg. Co....... , 156 


Typewriter Cushion Knobs & Bases 
American Writing Mach. Co...105 


Ames Supply Co. .. cocccace 
Fox, George E., & Co...... 138 
Peerless Key-Imperial Mfg. 
Ch. cesus sess cosccocken, BE 
Shipman-Ward Mfg. Co........ 98 
Typewriter Display Tables 
Internat’! Typewriter Co.......160 


Typewriter Parts and Tools 
American Writing Mach. Co...105 


Ames Supply Co. .. cooccoe OF 
Shipman-Ward Mfg. Co........ Ys 
Typewriters, Mfrs. of 

Corona Typewriter vieede Oe 
toyal Typewriter Co — 
Smith, L. C., & Corona Tws 79 
Underwood Elliott Fisher 

Tk. astandes tack Cover 


Typewriters, Rebuilt and Used 
American Writing Mach. Co..105 


Internat’! Tw. Exchange -. 83 
Morse Type writer Co., Ine.....128 
Pruitt Co 906eeseeneee 135 
Reliable Tw. & A. M. Corp...154 
Shipman-Ward Mfg. Co........ 98 
Visible Systems Equipment 
Acme Card System Co 157 
Art Metal Construction Co.... 95 
Globe-Wernicke Co —ee 
Sheppard, € E., Co . 124 
Victor Safe & Equipt Co 107 
Yawman and Erbe Mfg. Co 93 
Waste Baskets 
Art Steel Co ‘ ° 153 
Cameron, Cal. . 142 
Corry-Jamestown Mfg. Corp 109 
Fox, George E & Co . 138 
General Fireproofing Co. ...... 82 
Globe-Wernicke Co. . cecceces 85 
Metal Office Furniture Co lil 


Worcester Wire Novelty Co...151 





PWANTS_AND LOR SALT 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 
SALES MANAGER seeking connection with good desk or chair manu- 
facturer 15 years experience in management, advertising, designs, pro- 
duction and finance. Good following. Outstanding record Top-notch 
references. Interested only on commission or bonus basis. 30 days notice 


must be given present employers. Address tox G-161, care Office 
Appliances, Chicago. 

EXPERIENCED COMMERCIAL STATIONER, buyer, trainer of sales 
forces, efficient in stock records, desires connection Might invest, 
Congenial connection preferable to salary. Address G-162, care Office 
Appliances, Chicago. 

SALESMAN THREE YEARS’ EXPERIENCE with leading fountain pen 
company, eight years with other stationery manufacturer, is open for 


new connection as Pacific Coast representative. Will give full time to 
one manufacturer or divide time among several according to requirements. 
Now located in Seattle, will go wherever seems best in Coast territory 
Excellent references. Address G-163, care Office Appliances, Chicago. 


SALESMAN, formerly selling foods to jobbers and later own line of 
dental equipment direct, desires te sell office equipment and supplies, 


preferably for manufacturer. Twenty-three years’ sales experience. Readily 
adaptable to new line and new conditions. Will consider any worthwhile 


proposition Address G-166, care Office Appliances, Chicago. 


SALES AGENT with remarkable record over period of 20 years is open 
for new connection, preferably in middle west, which has been scene of 
his activities. Started as salesman on territory. For 16 years has acted 
is sales agent and branch manager. Knows how to build up organiza- 
tion and get results. Well versed in sales analysis. Fine relations with 
many of largest users in industrial areas, including Chicago and Detroit 
Will serve as branch manager, finance himself as sales agent, or direct 
from home office Finest references. Address G-165, care Office 
Appliances, Chicago 


sales 


SALESMEN WANTED 


PROGRESSIVE MANUFACTURER of low to medium priced wood office 
desks, centrally located, wants capable and energetic sales representative 
for New York State exclusive of Metropolitan District, Pennsylvania, Dela- 
ware, Maryland, Virginia and West Virginia. Commission plan. Must 
be of good character and well regarded by the trade 4 man of the 
necessary qualifications can develop this into a profitable connection. 
Address V-137, care Office Appliances, Chicago 


prominent west coast manufac- 
force and marketing high grade 
references Address V-133, 


DISTRICT 

turer Men 
office specialty Give 
care Office Appliances 


MANAGERS WANTED by 
capable of building sales 
detail experience and 
Chicago. 


STEEL FURNITURE SALESMAN WANTED to travel for manufacturer. 
Will sell to dealers and cooperate with established retail connections. 
An excellent opportunity for man of initiative, experience and ability. 
Give complete information Letters will be held in strict confidence. 
Address V-140, care Office Appliances, Chicago. 


SALESMAN WANTED to represent manufacturer of stationers’ goods in 
the Middle West. Full time proposition. Must be a man who knows 
the trade and can show a good record. Fine opportunity for a man with 
necessary training and acquaintance. Send full particulars to V-143, care 


Office Appliances, Chicago 
SALESMAN WANTED To sell nationally known line of steel office 
equipment—commission basis—territory in New England. Give previous 


experience and reference Box V-142, care Office Appliances, Chicago. 


MECHANICS WANTED 


ADDRESSOGRAPH MECHANIC WANTED. Must be thoroughly experi- 
enced both field and factory A-1 connection for right man. Permanent, 
Indianapolis, Ind. Address V-136, care Office Appliances, Chicago. 


EXPERIENCED BURROUGHS MECHANIC on Moon Hopkins 
Address V-138 


WANTED 
ind bookkeeping machines. Our men know about this ad 


care Office Appliance s, Chicago 
REPRESENTATIVES AVAILABLE 
I AM DESIROUS OF CONTACTING A MANUFACTURER of a meri- 


preferred 
thoroughly 
Stewart, 


torious stationery item or office appliance. who is seeking 
representation in New York by an experienced salesman 
acquainted with market and channels of distribution Sj & © 
mdway, New York, Manufacturer's Sales Agent 


280 Br 


Box 740, Hongkong 
along similar 


HONGKONG TYPEWRITER EXCHANGE, P. O 
Office equipment specialists Offering service of agency 
lines Interested manufacturers kindly communicate 


EXPERIENCED OFFICE FURNITURE MAN desires to represent manu- 
facturer of steel files in Michigan and Ohio. Well acquainted with dealers 
in that district. A capable producer. Address G-164, care Office Appli- 
ances, Chicago, 


REPRESENTATIVES WANTED 





IF YOU SELL DIRECT to offices, you can sell our high grade Typewriter 
Specialty profitably. Liberal profit on each saie. Protection given. 


Quickly becomes a major line. Write for details, giving territory you 
cover. Address V-139, care Office Appliances, Chicago. 
SALESMEN, selling office supplies to large corporations and banks. 


Make real money with our special deal. Write to Well-Known Co., 1123 


Broadway, N. Y. C. 





UNUSUALLY SALEABLE OFFICE SPECIALTY. Write for sample, men- 
tioning territory and your qualifications. Business Records Co., 2656 
University Ave., St. Paul, Minn. 


BUSINESS OPPORTUNITIES 








FOR SALE in Central Illinois, well established commercial job shop, 
combined with office furniture, supplies and equipment store. Age and 
ill health reason for selling. Address V-134, Office Appiiances, Chicago. 





FOR SALE—Well established printing business in the healthiest city in 
Texas. Complete and all in good condition. Owner wants to retire. 
Price $3,750 cash. Address V-135, care Office Appliances, Chicago, Ill. 





FOR SALE—One of California’s most attractive and efficiently arranged 
stationery and printing establishments. In heart of retail district. Four 
floors, 14,000 square feet. Long lease, low rent. Oldest and largest in 
city of 80,000 fifty miles from San Francisco. Large, well balanced stock 
of stationery, office systems, gifts, desks, chairs, files, safes, steel shelv- 
ing. Fast growing, prosperous community. Best climate on coast. 
Wonderful opportunity for men with initiative, determination and 
finance. Owner desires to retire after 30 years of profitable merchandis- 
ing. Write, MELVIN’S, San Jose, California. 








FOR SALE—Unusually profitable duplicator and supply business in large 
Southern City. Other business interest reason for owner's selling. Will 
bear strictest investigation. Address V-141, care Office Appliances, 
Chicago. 


SALES LETTERS 








have built letters that 
Send me your data 

Particulars on 
Ave., Santa Fe, 


LETTERS WILL BUILD SALES: For years I 
pull sales. You need them more than ever now. 
for new letters, or unsuccessful letters for reshaping. 
request. Address H. M. Goldthwait, 123 Washington 
N. Mex. 


ADDING MACHINE PARTS, TYPE, ETC. 





37-38 YEAR TYPE 
Orders filled promptly. 
Parts—Keytops—Adding Machine 
Ave., Oakland, Calif. 


SPECIAL CHARACTER TYPE made to order. 
Send your old type with order. Adding Machine 
Ribbons. I. A. Dehn, Jr., 1450 102d 


FOUNTAIN PEN REPAIRING 





WELTY'S REPAIR ALL MAKES Fountain Pens, Desk Pens, “Vakuum” 
Pens, Pencils, ete. Repaired at standard prices. Mail all makes to 
ONE place for better service. (Established 1904.) We feature Gold Pen 
Points and Repairing. Welty Pen and Repair Co., 38 8. State St., Chicago. 


FOR SALE AND WANTED TO BUY 





ELLIOTT-FISHER MACHINES—Burroughs 
chines—Addressographs—bought and _ sold. 
583 S. Dearborn, Chicago. 


Moon Hopkins—Adding Ma- 
Chicago Office Appliance Co., 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International Office 
Appliances, Inc., 326 Broadway, New York City. 








ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
ind Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 309 W. Kilbourn Ave., Milwaukee, Wis. 


ELLIOTT-FISHER machines, typewriters, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee, Wisconsin. 





FOR SALE AND WANTED TO BUY —Continued on page 6 











FOR SALE AND WANTED TO BUY—Continued from page 7. 


BURROUGHS 


Alao Commercial models 


MODEL 15 


Adding 


and 
Mact 


Superior Ave., Cleveland, Ohio 
DICTAPHONES, EDIPHONES—all model 
liveries, profit-making prices Sole 
cylinders being granted to dealers 


1141 Broadway, New York City 


ADDRESSOGRAPHS 
Folders, Typewriters 
Circular Pruitt, 527 


Adding 
Pruitt 


Duplicators 


2300 


ine 


s ne 


Bank 


Sales 


lect 
distributor 
American 


Dictaphones 


Machines 
Chicago 


Bldg 


Writ 


e for 


« 


Machines 
Service { 


machines, 
rights 
Dictating 


to 


our 


fe 


prompt 


Multigraphs 


FREE Money 


wr Sale 


1on4 


Cleartone 
Machine 


Sealers 


Making 





OFFIC! 


APPLIANCES 


EDIPHONES, SUPPLIES headquarters machines 


DICTAPHONES, 


bought, sold—Wholesale, Retail—Write us Chicago Dictating Machine 
Co 19 S. Wells St., Chicago 

VISIBLE EQUIPMENT! KARDEX, ACME, RAND, POST-INDEX 
Cabinets, Book Units, and panel equipment Bought & Sold—Largest 
Stock in the World. Universal Office Equipment Co., Inc., 434 Broadway, 
New York. 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold We specialize in this field and offer full co 
operation to dealers. Commercial Card System, 401 Broadway, N. Y 


MULTIGRAPH RIBBONS re-manufactured Duplicator inks and type- 
writer ribbons Established over ten years. Write us, save money. 
Lewis Co., 953 ith St., Milwaukee, Wis 


Export Statistics by United States Department of Commerce 


United States Exports 


Standard 


typewriters 


new 


Countries No 


Austria 
Beigium 
Crechoslovakia 
Denmark 63 
Estonia 45 
Finland ; 
France ) 
Ciermany 15 
Gibraltar 
(Cireece 
Iceland 5 
Irish Free State 75 
Italy 16 
Latvia s 
Lithuania ! 
Malta, Goso & Cyprus 2 
Netherlands 
Norway 
Poland and Danzig 
Portugal 22 
Rumania 
.8.8.R 
Sweden 
Switzerland 
United Kingdom I 
Yugoslavia 
Canada 
British Honduras 
Costa Rica ! 
Guatemala 2 
Honduras 
Nicaragua 2 
Panama $7 
Salvador 7 
Mexico 
Miqueton and St. Pierre 
Istands 1 
Newfoundland and 
Labrador 
Bermuda 
Barbados 2 
Jamaica ; 
rrinidad and Tobago 2s 
Other British West 
Indies 
Cuba 
Dominican Republic i6 
Netherland West Indies 16 
French West Indies 2 
Haiti, Republic of ” 
Argentina i 
Holivia 
Brazil 
(hile 
Colombia 
Ecuador 
British Guiana 
Paraguay 
Peru 102 
Uruguay 1i4 
Venezuela sl 
Aden I 
Saudi Arabia 2 
British India 575 
British Malaya us 
Ceylon 
China 
Netherland India T 
French Indo-China 
Hong Kong 
Iraq 4 
Japan 7 
Kwantung 
Palestine 
Philippine Islands ! 
Siam 4 
Syria ! 
Turkey 
Other Ada 
Australia 21 
British Oceania ! 
New Zealand 
Belgian Congo ® 
British East Africa i2 
Union of South Africa 76 
Gold Coast 
Nigeria 
Egypt 1 
Algeria 
Tunisia 
Other French Africa 
Liberia ! 
Morocco “1 
Mosambique 
Other Portuguese 


(Russia 


Africa 2 


Total 13,515 


Shipments to 
Hawall 
Puerto Rico 
Virgin Islands 


a0 
~) 


V 


th 
15 


st)t 


alue 


693 


, 908 


Oso 


sou 
437 
130 
S30 
616 


168 


of Typewriters, April, 1937 


Por 


> 
fia 


table 


typewriters 
new 


No 





woos 
D> de OS Se 


i> oe ot te ee ® 


— he 


$407 





Used and 


rebuilt 


typewriters 


No Value 
70 $ 1,797 
300 10,649 
163 4,688 
29 1,217 
S72 33,789 
3 154 
20 680 
11 473 
375 9.629 
284 3,382 
38 1,045 
43 1,546 
14 605 
S4 3,320 
506 14,196 
10 457 
505 14,750 
5 227 

3 07 
12 314 
l 50 

7 336 
104 3,352 
2 105 

2 104 

l 5O 

; 20 
62 $113 
195 6.780 
151 6,008 
a2 S118 
5 183 
10 637 
5 so 
21 S27 
2 106 
4 3,128 
$ 113 
230 7,404 
I 25 
$3 996 
24 767 
12 487 
187 6.004 
163 

2a7 10,552 
; 4 
ti) 770 
40 Oso 
“7 7.601 
l 43 

, 202 
15 530 
1 60 
267 $172,901 
21 $ 757 
$ 156 





parts 


Value 


#122 


348 
729 
64 
10 


60 
10 


679 


* 
25 
856 


263 


26 


780.86 
Calculating 
machines 
not having 
an electric 
motor as an 
essential feature 


709.23 
Calculating 
machines 
having 

an electric 
motor as an 
essential feature 


7781.6 
Typewriters 


Countries No Vatue No Value No Value 
Crermany 107 $ 2.076 
Switzerland 500 7,145 
Canada l 10 

rotal 608 §$§ 9.231 


United States Exports of Adding, Calculating, Billing Machines 
and Cash Registers, April, 1937 





7 7753 
Typewriter~ 


7752 
Listing-adding- 





bookkeeping bookkeeping- Li 
machines billing machines 
Countries No Value No Value 
Austria 
Azores and Maderita Islands 
Belgium 6 $8,107 22 $17,873 
Csechoslovakia 2 1,563 l 1,208 
Estonia f 
Finland : 2 2,460 7 4.316 37 
France a” 5,272 42 26,001 259 
Cireece l 1,095 7 279 
Hungary l 732 1 441 
Iceland 7 326 
Irish Free State l 1,260 1 1,019 3 495 
Italy 11 13,831 43 27,961 70 21,224 
Latvia i4 1,609 
Lithuania 10 990 
Netherlands 14 8.574 59 », O88 
Norway 3 3,831 6 4,209 185 0.884 
Poland and Danzig 3 1,369 30 2.974 
Portugal l 460 15 1,005 
Rumania l 1,050 34 2,058 
Sweden 16 14,666 25 13,015 229 14,539 
Switzerland il 5,095 Is S861 165 13,436 
United Kingdom 13 11,234 143 53,347 220 33,591 
Yugodavia l 64 
Canada 5 2,839 15 5,005 83 6,452 
British Honduras l 110 
Costa Rica 4 510 
Guatemala 5 345 
Honduras l 135 
Nicaragua l 120 
Panama l 103 10 S79 
Mexico l 575 l S25 s07 19,889 
Newfoundland and Labrador $ 225 
Barbados , l 91 
Jamaica l 124 
Trinidad and Tobago 6 539 
Other British West Indies 2 201 
Cuba l 1,050 l 102 97 4,751 
Dominican Republic i 59 
Netherland West Indies 1 S33 ‘ 215 
Haiti, Republic of 1 69 
Argentina 7 7,878 6 3,426 115 8,396 
Bolivia 2 90 
Brazil 9 13,755 is 13,511 $37 22,009 
Chile 14 4,802 
Colombia ; 1,493 144 9,425 
Ecuador 4 1,020 
British Guiana l 74 
Peru 32 2,383 
Uruguay 1 937 22 2,228 
Venezuela 2 4,376 Ss 6,065 
British India 12 4,601 l 93 
British Malaya 1 65S 14 836 
China l 47 5 360 
Netherland India 2 2,391 14 4,243 134 6,303 
French Indo-China > 402 
Japan 1 798 
Palestine . 2 _ 261 
Philippine Islands l 975 2 1,722 99 7,200 
Syria 2 276 
Turkey l 27 5 303 
Australia 3 2,769 6 4,629 19 6,206 
New Zealand 1 561 Ss 3,629 13 1,139 
Union of South Africa Ss 4.733 18 14,554 136 14,748 
Other British South Africa l 63 
Egypt 2 920 12 336 
Algeria $ 180 
Morocco 13 836 
Mozambique 10 962 
Total 115 $109,316 440 $231,947 4,662 $202,265 
Shipments to 
Hawali 5 $ 3,612 8 $ 4,650 72 $ 6,606 
l 630 aane 45 2,891 


Puerto Rico 
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EXPORTS United States Experts of Metal Office Furniture, April, 1937. 
7760 
7759 Other adding 6130 
Card-punching, and calculating} Sheet- 
7757 sorting and machines, : metal 
Calculating tabulating including used 6129 shelv- 6131 
machines machines and rebuilt Sheet-metal ing & Sheet-metal 6132 
lockers and wall filing cases, Sheet-metal 
Countries No Value No Value No Value storage cabinets bins not ‘insulated cabinets 
insulated 
Austria 1468 2,334 6 $ 5,503 48 185 
Belgium ss 1 1,! 594 7 7,654 33 1,431 Countries No Value Value No. Value No. Value 
Csechoslovakia 41 5,610 l 554 16 2,454 
Denmark. . 2 180 Austria ok ; $ 73 : ah ay AA 
Finland. . ; 27 4,265 ve 20 1,991 Belgium 3 8 69 10 83 $ 695 4. $3 162 
France 130 27,072 110 82,635 107 19,149 Czechoslovakia ‘ ° 21 470 1 47 
Greece 4 350 Denmark " 1 20 
Hungary . l 06 Finland 3 34 31 «1,578 
Irish Free State 3 681 ance és : ‘ , il 409 
Italy 13 1,032 2 6,371 6 478 Gibraltar..... nee . 2 26 
Latvia 1 27 Greece ‘ o wet 12 479 4 ' Shee 
Netherlands 14 2.685 21 1,901 Malta, Gozo and C vor 1 32 . a hous 
Norway 15 2 8 4,007 8 71 Netherlands - 7 96 147 179 «2,747 30. «1,476 
Poland and Danzig l 90 58 4,515 Norway...... : : ; 7 seks 144 4,011 ot) 653 
Rumania 5 22,567 Portugal... . rae 2 19 733 : 
Sweden 10 1,684 l 26 Rumania ake 7 354 
Switzerland 18 2.936 1 360 84 2,020 Sweden ; 15 300 past 85 4,285 Sear 
United Kingdom 340 72,703 9 4,440 7 3,958 Switzerland . ; : és 3 62 : ; 
Yugoslavia 3 270 United Kingdom . 40 800 454 46 SO4 19 1,170 
Canada 108 17,899 7 5,392 53 750 Yugoslavia... . 5 176 1 69 
Costa Rica 8&5 465 Canada . 516 4,483 2,577 786 8,870 62 3,535 
Guatemala 1 52 24 120 Costa Rica... .. wd ; a¥ iad 22 410 4 241 
Nicaragua 2 600 Guatemala , . ee »h 4 SO 1 73 
Mexico 32 7,196 4 2,066 ~ 1,681 Honduras yy ae : Toss 3 45 226 «weere 
Barbados 1 50 Nicaragua ooecee 1 il - : +4" . 
Trinidad and Tobago 1 2 37 Panama ae . 105 905 5,208 48 963 13 364 
Cuba 7 l 4,106 7 343 Salvador - ‘ ‘ 315 6 170 ; 
Netherland West Indies 1 Mexico ‘ 122 296 286 31 SO B15 40 «1,589 
Argentina 14 19 15,166 30 1,769 Miquelon and St. Pierre Is 1 28 1 13 pee ae 
Bolivia 20 5 140 Newfoundland and Labrador ‘ : 200 5 137 is inn 
Brazil i) 82 65,208 9 1,388 Bermuda... 13 147 bats 1 28 2 89 
Chile 14 Barbados ies . ; . 2 79 
Colombia 9 Trinidad and Tobago ‘ Soa ‘ s 144 ; 
Ecuador 2 128 Other British West Indies. 6 52 1 25 a% ‘ 
Paraguay s Cuba ‘ 66 584 27 136 )=—s 3, O81 s 432 
Peru. . 8 Dominican Republic. is il 431 6 496 
Uruguay.. 4 1 235 2 125 Netherland West Indies. 15 166 5,425 12 422 ; eee 
Venezuela : 4 French West Indies. és ‘ sae , Westen . Been 
British India 57 Haiti, Republic of.......... 1 5 6 200 ne - 
British Malaya 4 4 100 Argentina ais een bE O SD ans " ¥ oats 106 §=62,055 7 283 
Ceylon 1 Brazil ; ene 4 a ats veng’. 65 O%% 12 675 
China 26 3 4,496 Chile ‘ isbaele ; 320 = : _— 
Netherland India 24 360 357 Colombia ome : ‘ 2 | arene 41 980 15 823 
Hong Kong 1 Ecuador...... ap 15 73 ba 20 732 9 729 
Japan 9 Paraguay.... ond 2 30 : 2 Se ssa ie 
Philippine Islands 7 1 49 Peru aon ves 8 261 712 80 1,895 2 97 
Australia 67 1 110 Uruguay oeeews ‘ 7 1 cee wenns 
New Zealand 2 Venezuela ; ina 13 261 11,296 253 5,272 17 986 
Union of South Africa 7 oe 11 281 British India . -ae es 35 «61,205 10 468 
Algeria 1 965 British weenen ; , ee aot bine 5 157 ee Se 
sa Ceylon....... ‘ is i ‘ bean’ we bon 2 87 
Totai 1,171 $218,030 267 $231,725 971 $46,168 China se , il 167 s 28 544 3 138 
Netherland India est it 1 15 57 35 «1,347 5 286 
Shipments to Japan vos ° ; ‘ 15 ; .. 42 1,918 
Hawaii 12 $ 3,540 3 $8 185 Palestine , 12 185 12 701 
Puerto Rico 15 3,271 3 1,819 Philippine Islands 16 268 ; 654 17,393 23. =«O«1,054 
Virgin Islands 1 75 Siam. . ee ; . 10 485... <8 
Syria . , ' . van 2 a naw 
Turkey... ; ‘ ome i) 541 8 396 
Australia ‘ ° 28 404 we ie 
New Zealand ‘ 55 561 . 5 48 
=e Union of South Africa ' 283 2,152 ... 288 6,777 ; 
7761 Other British South Africa s 2 7 ese oeéan 
Parts for Egypt ape 20 440 have 24 568 2 91 
accounting Liberia . oF a 4 ees obs s 
and calcu- 7764 7766 ‘ - mune: ceengeme wptnsijes ,ciumigaimen ‘neitecatiee . demand 
lating Cash registers, Cash registers, Total 1,342 $12,284 $27,264 3,374 $74,041 371 $19,207 
machines new used and rebuilt 
: : Shipments to 
Countries Value No Value No Value awali oa 442 $3,427 $1,538 333 $6,190 6 $337 
Puerto Rico ‘ 109 =61,507 543 164 3,486 5 226 
Austria $ 444 8 $ 2,210 12 $ 3,155 Virgin Islands } 2 13 ‘ 3 72 1 115 
Belgium 4,128 23 «211,846 9 2,363 
Crechoslovakia 1,009 1 315 4 668 
Denmark 319 6 1,665 1 392 
Finland 92 28 3,541 18 1,885 
France 19,764 68 6,634 46 13.797 6134 
Germany 900 2 487 Bank 
Hungary 35 and Other metal 
Irish Free State 10 Safet 6135 furniture 
Italy 9,003 2 1,110 deposit Other 6138 
Latvia 261 m3 vaults office 6137 Chief 
Lithuanta 4 and furni- Chief value 
Netherlands 3,013 32 «14,519 20 3.246 . vault ture value o 
Norway 148 2 687 11 505 6133 equip- and fix- of uphol- 
Poland and Danzig 728 Safes ment tures metal stery 
Portugal 43 5 318 16 1,294 3 " 4 
Rumania 2 645 Countries No Value Value Value Value Value 
U. 8. R. R. (Russia 1,300 50 36.400 
Sweden 469 20 7.045 18 7,037 Belgium ; , $ 991 $ 15 
Switzerland 9,157 15 6,352 X 1.340 Csechosiovakia , 
United Kingdom 59,750 35 14,880 1 30 Denmark 1,397 
Yugoslavia 79 5 865 6 1,042 Finland 2,136 . 
Canada 58,751 20 2,011 24 1,024 France 1,040 140 
Costa Rica 2 168 Greece . 9 wee 
Guatemala. .. 2 530 Hungary 30 
Nicaragua 1 70 Irish Free State ; 36 ose 
Panama 140 1 R5 Ital . : 252 , 
Mexico 943 53 8.355 6 495 Netherlands , 909 162 
Nefoundland and Labrador 1 134 Norway 19 $ 626 : 1,030 781 
Bermuda 2 741 Portugal. ... 8 eee 
Trinidad and Tobago 17 Rumania ; : 52 
Cuba 128 20 1,086 24 3,349 Sweden 2,342 
Dominican Republic 12 Switzerland i 72 ; 
Netherland West Indies 60 2 270 1 40 United Kingdom 133 7,726 8,775 722 3 49 
Argentina 1,996 71 15,873 2,404 Yugoslavia 9 
Brazil 2.764 141 13,114 149 13,824 Canada 7 4,648 465 5,662 22,166 2,366 
Chile 106 6 2.037 British Honduras ‘ ‘ 
Colombia 345 20 4.479 Costa Rica 10 406 . 78 13 
Ecuador 150 Guatemala , 265 “ 
Peru 122 18 3,178 26 3,292 Honduras 1 44 s , saan 
Uruguay 146 7 1,296 9 2.544 Nicaragua , il 20 
Venezuela 210 7 2.103 Panama 6 370 3,230 1,114 4,385 oben 
British India 1,365 2 873 Salvador on 128 22 een 
China 99 26 1,683 Mexico 40 1,677 sae 1,352 4,778 104 
Netherland India 1,543 l 285 Newfoundland and Labrador 3 178 vee 64 . 
Hong Kong 5 Bermuda ; 1,002 74 
Japan 368 5 1,233 21 4,418 Barbados 
Philippine Islands 258 115 10,284 46 5,659 Jamaica 6 165 185 
Turkey 15 5 5,254 Trinidad and Tobago 192 
Australia 5,373 Other British West Indies 2 232 . 118 621 
New Zealand R45 1 165 Cuba 15 1,843 ; 818 2,154 22 
Union of South Africa 2,754 170 §21,473 9 336 Dominican Republic 38 cae 
Egypt 2 564 1 366 Netherland West Indies 1 32 117 249 
Algeria 10 7,136 French West Indies ‘ ‘ 
Mozambique 11 18 1,617 Haiti, Republic of s 
Argentina 587 38 
Total $189,187 1,003 $207,659 539 $83,462 Bolivia 219 235 
Brazil 3,417 1,765 
Shipments to Colombia 27 1,251 918 1,130 
Hawaii $ 744 21 $ 4,740 Ecuador 6 345 350 42 
Puerto Rico 5 14 2,015 23 $ 2,134 British Gulana . é* . aes eee 
Virgin Islands 50 3 750 - Surinam. sdesiws duis ress as Waal eeede 7 «eer 
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6133 


Safes 
Countries No Value 


Peru 

Uruguay 

Venesuela ; 1,426 
British India 
British Malaya 
China 
Netherland India 
Hong Kong 

Iraq 

Japan 7 2,298 
Palestine 

Philippine Islands so 7,364 
Siam 

Syria 

Turkey 

Australia 

British Oceania 

New Zea'and 

Belgian Congo 

British East Africa 

Union of South Africa 415 
Gold Coast.... . 
Niger a 

Egypt... 

Mad seascar 

Italian Africa 

Morocco 


728 


Total 497 $31,674 


Shipments to 
Hawall I 
Puerto Rico 4 
Virgin Islands 


4 $ 801 
‘ 1,206 


> 


6134 
Bank 
and 
Safety 
deposit 
vaults 
and 
vault 
equip- 
ment 


Value 


500) 


14.054 


$89,400 


$s 


6 


6135 


furni- 
ture 


and fix- 


tures 
Value 


8 
1 
4 

; 


$ 
‘ 
‘ 


“Ibo ho 


‘ 
‘ 


6 


$43,541 


$10,057 
1,057 


Concurrent Use of Trade Marks 


use identical marks, or 


(Commerce Reports) The rights of parties who 
those which closely resemble each other 
otten comes before the court for adjudication \ 


chant may have used a trade mark a 


may be subsequently be adopted and used 


presents, a 
manufacturer or mer 


quent adoption and use would, as a general rule 


if the subsequent user had knowledge of 


the 


another In such instances, such subsequent may 


instance, where there is no intent to infrings 
or defraud the customer by deceiving him 


into 


he purchases under the trade mark were producd 


It must not be taken as a matter of 


of unfair competition that a lack of notice 


be a good defense in any action for infringement, but it 
it least that the law in some countries 
another may have acquired the right of concurrent use of 


general 


time and 


Other metal 
furniture 
6138 


6137 Chief 
Chief value 


value of 
of uphol 
metal stery 


Value Value 


23 
1,909 38 


26 


186 


1,066 1,475 


$45,092 $ 4,460 


$31,700 §$ 


problem which 


a similar mark 
by a competitor The subse 


be illegal “a fortiori" 


not be 


believing 


ownership of the mark by 


illegal as, for 


on the rights of others 
that the goods 


by another 
principle of the law 


or intention 


previously adopted and used by a competitor 


Where the law provides that property 


in a trade 


only on the basis of registration and that 


the exclusive owner of the mark, there 


found registration permitting a subsequent 
registered 
action fo 


in the registered mark of another The 
instances, could immediately institute 
exclusive rights acquired by registration 


ill the world of the exclusive rights of the 


ognizes 


to infringe will 


is conceivable 
the fact that 
us trade mark 


mark is obtained 


the registered proprietor is 


will not 


user 


registr 


is A 


general rule be 


to acquire any rights 


proprietor, in such 


r infringement of the 
for registration is notice to 
int in the trade mark 


Protecting the Innocent Manufacturer 
In some countries the law specifically provides that if 


of a trade mark 
by a subsequent user, both parties may 


be 


use of the mark but the subsequent user 
suitable change or indicate that the source 


In addition to protecting the innocent 
no doubt, intended to protect the interest 


has become acquainted with and identifies 


user as indicative of the particular brand 


might be confused with the product of 
of the subsequent user were deprived 
The desirability of permitting concurrent 


similar trade marks is a debateable question; 
such use 


it has been deemed necessary to permit 


may t 


onfusingly similar to that of another 
permitted 


in innocent us¢ 
has been made 
to continue the 


ve required to make a 
of manufacture is different 


subsequent user, 
the public 


the mark of 
of products 
ged user of the mark 


the alle 
the rig 

use of 
but 


ht of 


identical 


the legislature, 


If the consumer 


the subsequent 
he desires, he 


oncurrent use 
or confusingly 


in some jurisdictions 


Examples of Foreign Legislation 


An illustration of provisions in foreign 


may be seen in Article 9 of the Japanese 
us follows Art. ®—Any person who has 


law rela 


tive to 


trade mark 
in respect 


similar merchandise used in good faith from bef« 
the registration of a registered trade mark or 


identical with, or similar to, the same 


ind w 


among dealers and consumers, may continue the 


wre the 


inother 


hich is 


concurrent use 
law, which is 
o identical or 
application for 


person a mark 


widely know! 


use thereof, notwith 


standing the registration of the trade mark of the other persor The 
same applies to a person who has succeeded to the use of the mark 
together with the business or pursuit.”’ 

In the case contemplated in the foregoing paragraph, the person 
entitled in the trade mark right may require the user of the mark to 
rdd ’ suitable indication (Chovoji) fo presenting a confusion of 
merchandise 

In the trade mark law f the Union of South Africa, provision is 
made that in the case f honest concurrent user or of special circum 


stance the court ma n its discretion 


same trade mark r f nearly identical tr 


r description of goods by more than 
conditions and limitations (if any) as 
otherwise as it may think fit to impose 
4 similar provision is included in the 
(Art. 28) In case of honest concurrent 
the registrar, | 
registration of the same trade mark or 


Ww ifficer or the court may 
of 


t 


for the same goods or description of goods 
subject to such conditions and limitati 
user or otherwise as he r it thinks fit to 

There are other countries which have 
permitting concurrent use of identical 


trade 1 
in t 
nea 
bw me 

ms i 
npose 


similar 


permit 


e ma 


propri tor 


mod 


similar 


the registration of the 
rks for the same goods 
subject to such 


or place of use or 


mark law of Australia 


f special circumstances 


discretion permit the 
identical trade mark 


re than 


one proprietor 


to mode or place of 


trade 


provisions in their laws 


marks by tw 
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BUSINESS OPPORTUNITIES 
Important to Manufacturers 
The following detailed inquiries, received direct from readers of OFFICE 


APPLIANCES, are tangible business opportunities. 
Where inquirers submit references mention is made in the item. 





Catalogues of Wooden Desks Sought by Dealer—The Nashville Station 
ery Company, 427 Commerce street, Nashville, Tenn., wishes to receive 
catalogues from manufacturers of wooden desks, for its files. Compre 
hensive information concerning desks is desired, to enable this dealer 
to handle a certain type of business which becomes available from time 
to time. Please mark mailings for the attention of Mr. R. M. Tallman 

Business Service in Western Pennsylvania—Business Machine Sales & 
Service Company, 316 Fourth avenue Pittsburgh, Penna offers an 
efficient sales and service on office equipment in western Pennsylvania 
It will appreciate hearing from manufacturers of typewriter ribbons, 
carbon paper and office machines, desiring representation in the Pitts 
burgh district 

Chicago Equipment House Requests Catalogues—The Atlas Office Fur- 
niture Company, 2046 West Madison street, Chicago, Ill, wishes to receive 
from manufacturers catalogues, price lists, etc., covering the products of 
manufacturers of office ecuipment 


<> a 


Trade Opportunit’es by United States Department 
of Commerce 

Adding machines, cash registers, bookkeeping machines, typewriters, 
ete., and metal office furniture—-No. 3411, Montreal, Canada Purchase 
contemplated 

Adding and calculating machines, office devices and steel furniture 
No. 3408, Singapore, Straits Settlements; agency contemplated 

Fountain pen accessories, including gold pen nibs.—Bombay, India 
No. 3528; agency contemplated 

Furniture, office and household, Sous Bois, France; agency contemplated 
Pencils—Bogota, Colombia—No. 3518; agency contemplated 


Pencils and steel pens, low priced—No. 3513; Kaunas, Lithuania; pur 
chase contemplated 
Postage metering machines—No 413; agency contemplated; Bogota, 


Colombia 
Safes, field, for army, with combination locks.—No,. 3387, Manila, P. I.. 


igency contempl ited 


or more persons, even though one is a newcomer, but whose subsequent 

use of the mark was honest If. however, it can be proved that a 

subsequent user had knowledge of the prior adoption and use by another, 

then, of course, the infringer is not entitled to legal or moral support.” 
EO 


Brussells International Fair 


The seventeenth Brussels International Fair was held from April 7 to 21 
The number of visitors, of whom a large majority were manufacturers, 
merchants and buyers, exceeded 600,000, as compared with 425,000 in 1936; 
the number of foreign buyers, from twenty-seven countries, was three 
times that of the previous year. 

The exhibits were divided into six main sections with various sub 
classes, in which were included office furniture and supplies (Commerce 
Reports) 





——_»—< — 


Belgium Modifies Import Duties 
(Commerce Reports) Effective May 1, 1937, under a Belgian decree of 
April 22, import duties on several products were modified, as reported 
by Commercial attache Thomas L. Hughes, Brussels Included in the 
official changes was a reduction on fountain pens from 28.75 per cent to 


23 per cent ad valorem 
—-- 8 8) 


Prague 1937 Fair 


Commerce Reports stated that the autumn Sample Fair held annually 
and close September 12 These dates 


at Prague will open September 
ire opportune us buyers will be able to go directly to Prague from 


the Leipzig fair. 
om — 


Trade Marks in Cuba 
rhe Industrial Property Section of the Cuban department of Commerce 
plans to proceed against manufacturers of products on which there is 
used trade marks that have not been registered or for which registration 
has not been applied for, as required in Article 95 of the Industrial 


Property Law According to Commercial Attache Walter J. Donnelley, 
Havana. Article 95 reads: “The registry of trade marks for distinguish- 
ing articles of precious metals, pharmaceutical preparations, opothera 
peutic articles, biology products 


o-oo 


Qualifying Typewriter Dealers 

There is a movement on foot abroad to provide a system of examina 
tions for dealers in typewriters, to qualify them for the ethical handling 
f the business 4 suitable code is proposed which will care for the 
dealers in new and rebuilt machines, and also afford protection against 
irresponsible dealers and repair men, operating with but little overhead. 
These rank with what is known in the United States as ‘‘sharpshooters," 
mechanics who ply their trade in their homes, or in the offices of cus- 
tomers, repair machines, and sell new and rebuilt typewriters when 
opportunity offers Naturally diverse elements must be reconciled before 
iny apparent progress is made in establishing suitable examinations to 
prove that applicants are qualified to operate in the typewriter business 
\ thorough system of examinations to demonstrate the ability of 
candidates to conduct business on a high plane, and to do repairing and 
rebuilding according to an exacting code, necessarily takes considerable 
time in its preparation It is hoped that after thorough discussioin it 
may be possible that the German dealers will develop a workable plan, 
ind make it possible for every dealer to conduct business at a _ profit, 
ind to accept the responsibilities implied 

In the discussions mention has been made of the attitude of the Ger- 
man bicvele manufacturers Wholesalers sell only to recognized dealers, 
and in this way many difficulties are solved 
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PATENTS 


patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,080,417. Index Device. Walter T. Gollwitzer, 
Cleveland, Ohio, assignor, by mesne assignments, to 
Addressograph-Multigraph Corporation, Cleveland, 
Ohie, a corporation of Delaware. Application Sep- 
tember 15, 1934, Serial No. 744,117. Granted May 


eybeard for Typewriters. Raymond G. 
Bower, “Bicomncte Hills, Mich., assigner to Burroughs 
Adding Machine Company, Detroit, Mich., a cor- 
poration of Michigan. Application 1936, 
Serial No. 88,957. Granted May (8, 

2,080,674. Loose Leaf Binder. Frank Stanley 
Schade, Holyoke, Mass., assignor to National Blank 
Book Company, Holyoke, Mass., a corporation of Mas- 
sachusetts. Application July 12, 1935, Serial No. 
30.971. Granted May 18, 1937. 

2,080,822. Visible index Title Insert. Arthur Rex 
Jackson, London, England, assignor to Remington 
Rand, iInc., Buffalo, N. Y. Application December 6, 
1935, Serial No. 53,225. Granted May 18, 1937. 

2,081,008. Calculating Machine. Christel Hamann, 
Neu-Babelsberg, near Berlin, Germany, assignor to 
firm Deutsche Telephonwerke und Kabelindustrie 
Aktiengeselischaft, Berlin, Germany. Application No- 
vember 4, (932, Serial No. 641, 165. In Germany 
November ti, 1931. Granted May 18, 1937. 

2,081,052. Envelope. Vincent E. Heywood, Wor- 
cester, Mass., assignor te United States Envelope 
Company, Springfield, Mass., a corporation of Maine. 
Application July {, 1935, Serial No. 29,280. Granted 
May 18, 1937. 

2,081,386. Sheet Feeding Device for Duplicators. 
Frederick W. Storck, Arlington, Mass., assignor te 
Standard Mailing Machines Company, Everett, Mass., 
a corporation of Massachusetts. Application August 
28, 1936, Serial No. 98,317. Granted May 25, 1937. 

2,081,423. Listing Adding Machine. Loring Picker- 
ing Crosman, Maplewood, N. j., assignor to Gardner 
Company, Orange, N. J.. a corporation of Delaware. 
Application June (9, 1936, Serial No. 86,072. Granted 


May 25, 1937. 
2,081,470. Filing Cabinet. Lawrence A. Vander- 
Pa., assignor to Corry-Jamestown Manu- 


hoof, Corry, 
facturing Corporation, Corry, Pa., a corporation of 





Coptes of 


New Yo Application August 18, 1934, Serial No. 
40,460. Granted May 25, 37. 
2,081,624. Caleulating and Bookkeeping Machine. 


Kurt Gelpke, Berlin-Neukolin, Germany, assignor to 
The National Cash Register Company, Dayton, Ohio, 
a corporation of Maryland. Application September 5. 
1935, Serial No. 39.212. In Germany December i!, 
1934 (Design). Granted May 25, 1937. 

2,081,806. Postage Stamping Machine. Wilhelm 
Friedrichs, Berlin-Reinickendorf-Ost, Germany. 
cation November 4, (932, Serial No. 
Germany October 3, 1927. Granted May 25. 

2.081.836 Calculating Machine. Ernest Racz, De- 
troit, Mich.. assignor to Burroughs Adding Machine 
Company. Detroit, Mich., a corporation of Michigan. 
Application October 6, 1932, Serial No. 636,465 


oeeee November 6, 1936. Granted May 25, 1937. 
1,841. Visible Card File. Frank E. Shailor, 
Detroit. Mich., assignor to Remington Rand, Inc., 
Buffalo, . Application March 9, 1932, Serial 
No. 597.818. Granted May 25, 1937. 
2,081,854. Folder and Fastener. Herman U. Doeb- 
ler, North Tonawanda, Y., assignor te Remington 
Rand, 1935, 


Inc., Buffalo, N. Y. Application May 31, 
bar ty No. 24.181. Granted May 25, 193 
081,875. Notebook. Walter C. Ross, “Springfield, 
Wyckoff Mfg. Company. 
a corporation of Massachusetts. Ap- 
1936, Serial No. 104,350. Granted 


Edward Z. Lewis, 
Smith & Corona 
+ & corporation of 


ng assignor to White & 
Holyoke, Mass., 
plication October 7, 


May 25 i 

,082.069. Typewriting Machine. 
Chicago, tll.. assignor to 
Typewriters, ine., New York, N. Y. 


New York. Application March 2, 1932, Serial No. 
596 198. Granted June |, 1937. 

2,082,098. Calculating Machine. Raymond A. 
Christian, Dayton, Ohio, assignor to The National 


Cash Register Company, Dayton, 
of Maryland. Application June 25, 
732.252. Granted June |, 1937. 
2,082,155. Cash Register and Computing Machine. 
Attilio Errera. Turin, Italy. Application May 23, 


Ohio, a corporation 
1934, Serial No. 


1933. Serial No. 672,495. In Italy June tf, 1932. 
Granted June |, 1937. 

2,082 Printing Mechanism for Adding and 
Recording Machines. Max Garbell, Chicago. Iii., 


assignor te Victor Adding Machine Company, Chicago, 
ill., a corporation of Delaware. Original application 


March 24 1934, Serial No. 717,156. Divided and 
this application November 1{3, 1934. Serial No. 
752.873. Granted June |, 1937. 

082, . Shorthand Writing Machine. Gerhard 
Hendrik Clement Vonck. The Hague, Netherlands. 
Application October 2, 1935, Serial No. 43,263. In 
= Netherlands October 3, 1934. Granted June |, 


2 082.423. Bookbinding Construction. 
Schade, Holyoke, Mass.. assignor to National Blank 
Book Company. Holyoke, Mass., a corporation of 
Maseachusetts. Application May 8, 1935, Serial No. 
20.411. Granted June {, 1937. 

Action for Keyboard Instruments. Wilhelm Pape. 
Berlin-Wilmersdorf, Germany. Application February 
4, 1936, Serial No. 20,41!. in Germany February 2!, 
1935. Granted June |, 1937. 

2 082. . Loose Leaf Binder. Paul O. 
heim Pape, Berlin-Wilmersdorf, Germany. 
tion February 4. 1936. Serial No. 62 341. 

February 21, 1935. Granted June 1, 1937. 

2, 58. Loose Leaf Binder Paul O. Unger. 
Glen Ellyn. Il., assignor to Wilson-Jones Company, 
Chicago. Ill., a corporation of Massachusetts. Appli- 
cation August {!, 1934, Serial No. 739,401. Granted 


June |. 1937 
785. Pencil Sharpener. Martin Bersted, Oak 
1935, Serial No. 
2,082,831. Desk Set. Christian Hansen, 
Mechanical Joseph Meilner, 
ae. ont. Serial No. 13.378. Granted June 8. 1937. 


Park, ill. Application December 28, 
Woodcliff, 
J. Application June 3. 1935, Serial 
West Orange, N. J., assignor to Eagle Pencil Com- 
083.158. Envelope. Webster K. Ramsey, Worces- 


Frank Stanley 


Unger, 
Applica- 
in Germany 


56.415. Granted June 8, 1937. 
No. 24,621. 
Granted June 8. 1937. 
2.082 . Pencil. 
pany, a corporation of Delaware. Application March 
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2,084,724 
2,084 445 2,084,803 
2,084,646 2,084.83) 
ter, Mass., Granted June 15, 1937 


assignor to United States Envelope Com- 
pany, Springfield, corporation Maine 
Application October 24, Serial No. 639,256. 
Renewed June 5, 8 1937 


2,083,227. Stapling Machine. William Drypoleher, 
Valley Stream, b + assigner te Lou Obstfeld, 
Brooklyn, N. Y., and Abraham |. Obstfeld. Bronx, 


N. Y. Application ew ae 1933, Serial No. 695,- 


473. Granted June 8, 

2,083,262. Bookbinder. “adolph F. Grosse and 
Aloysius C. Baumgartner, Duluth, Minn. ~ ny 
= it, 1935, Serial Ne. 44,546. Granted June 8, 
1937. 

2.083.349. Filing Cabinet. Joseph C. Seyl, Evans- 
ton, tH. Application May 20, 1935, Serial No. 22,373. 
Granted June 8, 1937. 

2,083,446. Typewriter Ribbon Attachment. Julius C. 
New York, N. Y. Application January 7, 
1932. Serial No. 585.210. Granted June 8, 1937. 

2,083,994. Accounting Machine. Frederick A. Hart, 
Stamford, Conn., assignor to Remington Rand, Ine 
Buffalo, N. Y., a corporation of Delaware. Application 
1933, Serial No. 672,179. Granted June 15, 


2,084,000. Pen Point. Kurt K. Ledig. 
N. J., assignor to American Platinum Works, Newar' 
N. J., @ corporation of New Jersey. iy appli- 
qatiee December 2!. 1935, Serial No. 55.541. Patent 
2,080,140, dated May {!. 1937. Divided and this 
application July |, 1936. Serial No. 88,366. Granted 


June 15. 1937. 

2,084,215. Typewriter Carriage Return and Platen 

Spacer Mechanism. Enrique Perozo, Havana, Cuba. 
1935, Serial No. 39,007. 


Application September 3, 


Hochman, 


pene. 


2,084,221. Carbon Paper Duplicator Ay PR wid 
H Schutz, Washington, D. C. 
17, 1936, Serial No. 106,233. Granted lene is. “087, 

2,084,445. Combined Calculating and Vogouens ing 
Machine. August Sommerd 


K ja, Germany. 
assignor to Rheinisehe M ——— Maschinen- 
fabrik, Dussel Germany, corporation Ger- 
many. Application December *s, 1935. Serial Wo. 
53,634. In Germany February 14, 1935. Granted 
June 22, 1937. 

2. 583. Pesttenting Machine. Fred M. Hou- 
shalter and Weisman, —— Wis., 


at -— -Y Chi Wh, a 
West Virginia. Application” July 25, 
. 33.100. prenses RR 22, 

Pencil. Lynn, Sycamore, tl. 





nm - ~ 


Park, tl., a@ corporation of Delaware 
a 15, 1934, Serial No. 725,756. Granted June 22, 


2.084,724. Loose Leaf Binder. Holland 
and Alick Clarke, Detroit. Mich. tagolieation age 


14. 1935, Serial No. 36,084. Gra 
2,084,803. T: iting Machine. A oseph 
Hart, West Hartford, Oenn.. ang — cya ‘Tyee. 
writer Company, Inc.. New Y: on 
of New York. Apa May |, 136 Serial No. 
une 22, 4 


mesne assignments. to Remington Rand, 
poration. “Application March 29, 1929, Serial Ne. 
351.058. Granted June 22. 1937. 








eee 
1939 World's Fairs 


Top Picture—Golden Gate International Ex- 
position, as it will appear in 1939. In the left 
foreground is a | |0-foot causeway, serving as a 
boulevard approach from the San Francisco- 
Oakland Bay Bridge. At the right is Exposition 
Harbor, 1500 feet by 3400 feet, which will be 
used for marine regattas. The exposition ad- 
ministration building which will serve as a future 
Airport Terminal, is the first building to the 
right of the roadway. The main entrance to 
the exposition is halfway up the boulevard, 
with the exposition ferry terminal beyond. 





asnuere 
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1939 


Lower Picture—Illuminated true-scale model 
of the New York World's Fair of 1939 now on 
display in the fair's pre-view exhibit on the 
ground floor of the Empire State Building, New 
York City. Mercury vacuum tubes and other 
luminous effects show the fair as it will appear 
not only in sunlight but at night, with faithful 
simulation of the illumination and brilliant color 
which are to be so marked a feature of this 
world exposition of the modern achievements 
of mankind, with a view into the future in 
the exhibit called "The World of Tomorrow." 








(See page 75) 
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APPLIANCES 


THE NEWS AND TECHNICAL 


TRADE JOURNAL OF 
OFFICE EQUIPMENT 


Retailer's Pricing Manual 


Is ORDER to put the problem 
of “how to make retail prices’”’ 
before the industry for consid- 
eration, articles were present- 
ed in the April and May issues. 
The reaction was prompt and 
almost entirely favorable. One 
reader writes, “The leading 
article in the May issue of 
OFFICE APPLIANCES has been 
read with a great deal of in- 
terest. It is a very construc- 
tive article, well written, well 
thought out, and if every sta- 
tioner would follow the advice 
given, there would be fewer 
failures, the public would 
benefit by having reliable, sta- 
ble stationers, and the manu- 
facturer would also be a bene- 
ficiary. 

“However, there are some 
things that I do not agree 
with, and of course that is 
quite natural. The method of 
compiling the information is 
very constructive, but I would 
suggest that two or three fur- 
ther columns are necessary.” 

It will be recalled that the 
pricing plan suggested in the 
May issue involved the prepa- 
ration of a form with seven 
columns, one for listing 
the articles of merchandise 
and each of the other six 
headed as follows: “Each” or 
“Unit,” “Dozen,” “100,” “200,” 


A Reader Suggests 


Some Improvements 
and I akes Exceptionto 
a Certain Phase of the 
Plan Outlined in May 
Office Appliances 


300,” and “500,” the column 
headings varying in accord- 
ance with the character of the 
products. The plan called for 
a system of percentage mark- 
ups working from cost prices. 
Although emphasis was placed 
upon the necessity for consid- 
ering all factors involved in 
arriving at a total cost price, 
no special columns were in- 
cluded in the suggested form. 
The importance of including 
them will become apparent by 
perusal of the following com- 
ments from the reader quoted 
above: 
Cost Factors 

“First should be the prime 
cost, f.o.b. warehouse. Then 
comes the laid down cost, in- 
cluding all charges, such as 
freight, taxes, etc. This laid 
down cost could be either the 
actual laid down cost in the 
stationer’s store, or it could 
include the stationer’s over- 
head, whichever plan he 
adopted. The third column 


should be a narrow one, de- 
voted to the percentage of 
mark-up. 

“This is advisable and nec- 
essary, because some mer- 
chandise will bear only a small 
percentage of mark-up, as 
compared with others. 

“For example, delicate or 
easily damaged merchandise 
or highly seasonable goods 
naturally take a much greater 
mark-up than such things as 
furniture, school supplies, etc. 
By inserting in this column 
the percentage, the manager 
would be able to tell at a 
glance, by looking at his mas- 
ter sheet, his prime cost, laid 
down cost, percentage of 
mark-up, and in addition of 
course the various columns as 
suggested by the author of 
this article. 

“Of course this plan has 
some defects, because it is not 
always possible to know the 
exact costs. By this I refer to 
that class of merchandise 
which is purchased from the 
manufacturer on a quantity 
basis. At certain seasons of 
the year, the stationer might 
be able to order the maximum 
quantity, thereby securing the 
best price, but at other sea- 
sons of the year, he might not 
be justified in buying the 
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larger quantity, and would, 
thereofer, only secure the 
higher price, and his laid 
down costs would vary ac- 
cordingly.” 

Too much emphasis cannot 
be placed upon the value of 
securing accurate information 
about costs. What the reader 
has to say is a helpful stress- 
ing of a basic business maxim, 
“Know and consider all the 
factors involved.” 

Customer Classification 

The next to the last para- 
graph of the article in May 
referred to the classification 
of customers according to vol- 
ume of purchase. It reads as 
follows: 

“A possible extension of the 
service of the price manual 
would be to designate the col- 
umns A, B, C, D, E and F. 
From this customers could be 
classified as A, B, C, etc., in 
accordance with average 
monthly volume of purchases. 
A ‘D’ customer, for instance, 
would be given ‘D’ prices re- 
gardless of the size of his indi- 
vidual purchase because his 
monthly total earns him that 
rating.” 

To this our reader takes ex- 
ception. It is his impression 
that the practice is illegal. 
One leading stationer consult- 
ed, expressed the opinion that 
the customer classification 
plan is not contrary to the 
Robinson - Patman anti - dis- 
crimination act. His interpre- 
tation is that there is no dis- 
crimination in selling to con- 
sumers because consumers are 
not in competition with each 
other. If cited, the seller must 
provide evidence to the Fed- 
eral Trade Commission that 
business transacted at varying 
prices is profitable in each 
specific instance and in har- 
mony with the price structure 
in his trading area. Whether 
the interpretation is valid or 
not cannot be determined defi- 
nitely until a test case is tried 
in the courts. 

Dismissing the legality an- 
gle, the reader says, “I main- 
tain that it is manifestly un- 


fair to allow a certain firm a 
better price than his competi- 
tor, when he buys the same 
article, in the same quantity, 
at the same time.” 

The system of graduation of 
prices in accordance with an- 
nual volume is widely prac- 
ticed, particularly in metro- 
politan areas. The principle 
seems to be approved, al- 
though it may not always be 
soundly applied. Certainly 
the method meets with the ap- 
proval and needs of the large 
consumers in a specific trad- 
ing territory. As one success- 
ful dealer says, “It provides 
what they want without need 
for arbitrary refusal, and 
properly handled, it takes care 
of a volume with a good gross 
profit percentage. Such a 
scheme also eliminates any 
need for discounts, which are 
always evil.” 

Concerning its relation to 
the Robinson-Patman Act, the 
same dealer says about the 
graded pricing method, “No 
opinion has yet been rendered 
by the Federal Trade Commis- 
son. Primary examination, 
however, would seem to ap- 
prove this kind of operation, 
since all consumers of like ca- 
pacity are treated alike. Also, 
since there are _ sufficiently 
small differences in price be- 
tween the various classifica- 
tions of customers, such dif- 
ferences may be justified by 
the savings involved.” 

Returning to the reader who 
does not believe the pricing 
practice to be a good one, he 
comments further, “I know 
that it leads to abuses, because 
it is practically impossible to 
control an organization, with 
a number of salesmen, when 
this plan is used. By this I 
mean that if you give ten 
salesmen a price sheet such as 
has been suggested, with a 
varying schedule of customers 
who are A, B, C accounts, etc., 
you will find that regardless of 
how diligent the management 
may be, the salesmen will be 
putting orders through for the 
incorrect prices, simply be- 
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cause Bill Jones happens to be 
a good friend, or a keen buyer, 
and the gradual tendency is 
for more and more customers 
to be buying their merchan- 
dise in the F column, whether 
they are entitled to it or not. 
Furthermore, once a man 
buys at a better price column, 
it is very difficult to change 
him to the higher prices, often 
causing an enemy, and losing 
an account.” 

Because this raises a prob- 
lem of management, a dealer 
who has used the system suc- 
cessfully was consulted. He 
said that they had no diffi- 
culty in keeping the salesmen 
in line. No man offended more 
than once and it has not 
proved difficult to retain the 
good will of customers even 
though an upward price 
change was occasionally nec- 
essary. 

The Pricing Plan in Essence 

The reader concludes by 
saying, “If your article had 
suggested that these different 
columns be used strictly in ac- 
cordance with the quantity 
purchased, to all customers, at 
all times, and rigidly adhered 
to, then I think that the plan 
suggested is an admirable one, 
where manufacturers have not 
established minimum resale 
prices, in various quantities, 
for their products.” 

Essentially that is the exact 
function of the pricing plan 
suggested. The customer clas- 
sification scheme was offered 
simply as an extension of its 
usefulness. If that phase of 
the plan cannot be used effec- 
tively in all market areas, cer- 
tainly its fundamental fea- 
tures of pricing individual 
products in such a way as to 
assure a certain profit have 
universal application. 

To repeat a statement made 
in May, “It has been said that 
no business failure among 
commercial stationery retail- 
ers has been caused by lack 
of sales. It was in some other 
function that management 
failed. Perhaps improper pric- 
ing was at the root.”—WSL 
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Typewriter Convention Plans Completed 


W tr one of the most in- 
clusive programs ever ar- 
ranged by officers and com- 
mittees of the organization 
completed for the event, final 
plans have been made for the 
1937 convention of the Na- 
tional Typewriter & Office Ma- 
chine Dealers Association to 
be held in the Netherland 
Plaza Hotel, Cincinnati, on 
August 2, 3 and 4. 

Aided by President Lamont 
H. Wood and Convention 
Chairman F. C. Waltz, com- 
mittees have been working 
diligently for the past two 
months in an effort to make 
the coming convention one of 
the outstanding meetings in 
the history of the organiza- 
tion. 

On Monday, August 2, the 
convention opens in the Hall 
of Mirrors, with Mr. Waltz as 
chairman. Following ad- 
dresses of welcome and routine 
reports, two speakers will ad- 
dress the convention. They 
are Carl Finn, Cincinnati Bet- 
ter Business Bureau, whose 
subject will be, “Unfair Com- 
petitive Practices.” He will be 
followed by James P. Ward of 
the Shipman-Ward Manufac- 
turing Company, Chicago, 
whose address will be on 
“Salesmanship.” 

Six prominent speakers 
have been placed on the list of 
those who will address the 
delegates on Monday after- 
noon. They are Marcus Har- 
witz, Regal Typewriter Com- 





LAMONT H. WOOD 
President 


pany, New York, who will give 
a general talk; Gordon Lau- 
rence, Allen Calculators, Inc., 
who will speak on “Prospect- 
ing for Profits”; James Trea- 
nor, vice-president, Peerless 
Key-Imperial Manufacturing 
Company, New York, whose 
subject will be “Co-Operation 
to Keep Customer’s Good 
Will”; G. S. (Sidney) Cambias, 
Cambias Typewriter Ex- 
change, New Orleans, “Twelve 
Steps to Real Profits’; Hon. 
Judge Edwin S. Morrisey, Cin- 
cinnati, “The Robinson-Pat- 
man Bill,” and Thomas J. Kip- 
hart, Cincinnati, president of 
the Financial Advertisers As- 
sociation, “What the New 
Public Consciousness Means 
to Advertising.” 

Tuesday morning will in- 
clude the following men and 
their subjects on the program: 
A. Howard Williams, Co-oper- 
ative Displays Company, Cin- 
cinnati, “Profitable Displays”; 
Gene Franke, Underwood El- 
liott Fisher Company, “Heart 











ERNEST E. THORNTON 
Vice-president 





MRS. JESSIE I. TAYLOR 
Treasurer 





Secretary 


J. PAUL McWILLIAMS 


Strings and Purse Strings’; 
L. J. Conger, Lyon Metal Prod- 
ucts Company, “An Ex-Type- 
writer Man Looks You Over”; 
Evans Hansard, vice-president, 
Victor Adding Machine Com- 
pany, “Is There Money in 
Adding Machines for the Aver- 
age Typewriter Dealer?” 

Following brief addresses by 
these speakers there will then 
be a presentation of orders to 
the various companies. This 
is part of a novel innovation 
inaugurated at the last con- 
vention in Kansas City when 
the association as a whole 
placed its quota for orders to 
be received during the con- 
vention as $60,000. The suc- 
cess which met the plan was 
indicated by the fact that with 
little or no previous notice or 
publicity orders totaling $76,- 
500 were secured. This year 
the association has placed its 
quota at $200,000. 


Tuesday afternoon will be 
a recreation period for both 
the delegates and their ladies. 


C. H. Stanley, Royal Type- 
writer Company, and C. J. 
Slauson, Allen Wales Adding 
Machine Company, will be the 
Wednesday morning speakers. 
Their subjects respectively 
will be “Importance of Port- 
able Typewriters in the Indus- 
try,” and “Merchandising 
Quality Adding Machines.” 

In the afternoon will be held 
the election of officers and se- 
lection of the next convention 
city. 





F. C. WALTZ 
Cincinnati Chairman 








EDITORIAL 


Two Important National Conventions 
@@ Members of two major divisions of the office 
equipment industry will meet in annual conven- 
tions during the next two months. 

In point of time, the National Typewriter and 
Office Machine Dealers Association gathering 
comes first. It will be held in Cincinnati, August 
2,3, and 4. An outline of the splendid program 
scheduled appears elsewhere in this issue. 

The National Stationers Association conven- 
tion will be held September 27, 28, 29, and 30 in 
Chicago, the scene of the great gathering last 
year when over one thousand were present. The 
program is in process of formulation and the 
event will again feature an exposition of indus- 
try products for the benefit of stationers attend- 
ing. 

Both conventions offer valuable opportunities 
to “rub off” bits of helpful information as to 
methods used successfully by fellow merchants 
in the industry. Contact with other dealers and 
participation in lobby discussion are features 
whose importance are beyond computation. Add 
to them the addresses of experts upon pertinent 
topics and the discussions of problems that con- 
front the various divisions of the industry, and 
it becomes obvious that the time and money ex- 
pended to attend the convention should be 
classified as an investment, not an expense. 

And coupled with all these things are pro- 
grams of recreation that give an attractive bal- 
ance to the events. 

Briefly, the conventions offer opportunity for 
alert dealers everywhere to help themselves to 
the assistance made available by their associa- 
tions.—WSL 
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John T. Underwood 


@® The death of John T. Underwood, founder 
of the Underwood Typewriter Company, on July 
2, in his eightieth year, removes a long outstand- 
ing personage from the office equipment indus- 
try. Elsewhere in this number is a brief story 
of his career. His entry into the industry was 
made with a line of writing inks, a business 
founded by his father and carried on by the son 
after his father’s death. Later typewriter car- 
bons and ribbons were added. In time the Rem- 
ington Typewriter Company became the chief 
customer for the ribbons. There is a story to 
the effect that on one of his regular business 
calls at Remington headquarters, he was told 
that the company thereafter would make their 
own supplies. And that his reply “That being 
the case I will make my own typewriter” brought 
smiles to the faces of his auditors. 





But that statement was no jest. An ingenious 
mechanic and inventor of experience, named 
Franz X. Wagner had worked out a machine 
with the full writing line in sight of the operator 
and taken out his first patent in 1894. This 
machine was purchased, refined and developed. 
And the “Underwood,” destined to revolutionize 
all typewriter construction and take conspicuous 
place in the markets of the world was sent forth. 

From the beginning, Mr. Underwood had the 
assistance of a group of enthusiastic and faith- 
ful men of initiative and enterprise. Of their 
contribution to the progress of the company he 
was ever appreciative. And one who knew many 
members of this group through many years was 
always impressed with the fine relations existing 
between the chief and the staff. 

Henry W. Buse of Ridley Park, Pa., a former 
member of the Underwood sales division, in a 
letter to the writer of these lines says—‘‘Those 
who enjoyed his friendship, his fatherly advice 
and kind considerations while employes in his 
great organization, will ever keep in hallowed 
memory the struggles of his early career, his 
everlasting hope in things visible and his inspir- 
ing Christian character.”’ 

The spirit of John T. Underwood manifested 
toward his fellow workers, he manifested in his 
relations with all men. Of gentle manner, re- 
tiring disposition and kindly considerate, he 
achieved his objectives by direct action. And 
while creating a great business through the 
years he added to the fine possession with which 
he started his career—a good name. 


_—ow 
=——r 


“Trade-Marks in Trouble’ 

# An informative article by James F. Hoge of 
the New York Bar was presented in the May 27, 
1937, issue of Printer’s Ink under the above title. 
Mr. Hoge gives a concise analysis of the situa- 
tion, outlining the dangers inherent in the trend 
toward compulsory state legislation of trade- 
marks. “States find in them a source of rev- 
enue,” he says. Which seems to be the only 
reason for introduction of the bills in various 
state legislatures. 

In the lead article in the February, 1937, issue 
of OFFICE APPLIANCES, entitled “The Trade-Mark 
Bogey Reappears,’ Waldon Fawcett discussed 
the difficulties besetting the path of trade-mark 
owners because of the legislative trends in sev- 
eral states. A note at the end of the article con- 
cluded with the words, “The danger is real and 
warrants immediate consideration and action by 
those engaged in the business of distributing 
trade-marked products.” 

Mr. Hoge agrees that action should be imme- 





TULY, 1937 


diate. Legislators should be told now, even 
though it is vacation time, of the attitude of 
trade-mark owners and the sellers of the articles 
bearing the marks. He says, “The trend can be 
stemmed— it can be defeated—by action for pri- 
mary protection by the Federal Government.” 
The present Federal statute permits registration 
but actually creates no rights. 

As stated in Printer’s Ink for June 3, 1937, it 
will be argued, with some justification, “that 
state trade-mark legislation is not necessarily 
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cation by forty-eight legislatures it is susceptible 
of so many fearful and wonderful applications 
as to be almost terrifying in its possibilities.” 
As a solution, Mr. Hoge suggests a new Federal 
statute. In non-technical language he outlines 
the provisions of the law he proposes. Seldom 
does the owner of a trade-mark limit the distri- 
bution of his branded product to one state. The 
enactment of a statute such as Mr. Hoge sug- 
gests would, as he says, “protect interstate 
marks against conflicting state legislation.”— 


altogether wrong in principle. 


McPIKE AND HAMPTON TAKE 
TO THE AIR 


H. C. McPike, general sales man- 
ager of the Weis Manufacturing 
Company, Monroe, Mich., had his 
first airplane experience last month 
when he and Harold J. Hampton of 
Indianapolis Office Supply Com- 
pany, Indianapolis, Ind., flew to their 
home towns from Washington, D. 
C. After the Boston and New Lon 
don trade meetings, they visited 
Philadelphia, Baltimore and Wash 
ington. 

A Philadelphia friend, writing to 
the journal, referred to the trade's 
pleasure in seeing Mr. McPike in 
Philadelphia, which he had not vis- 
ited for several years. And inciden- 
tally mentioned that in a golf con 
test on one of the local courses, Mr. 
McPike showed Stanley Woodruff 
the local Weis representative, ‘how 
the game should be played.” Hav 
ing seen Mr. McPike in action on 
the fairways and greens, we have no 
doubt of Mr. Woodruff's picking up 
some points. 

We rather suspect that the air 
trip was not Harold Hampton's first 
and that it was his persuasive elo- 
quence that got Harold McPike for 
a passenger. We learned that the 
trip was so satisfactory that the Weis 
Manufacturing Company's _ sales 





But in its appli- 


WSL 


Here and There 


manager will probably make his fu 
ture trips by air. 





A GOOD RECORD 


At the Royal Typewriter factory 
in Hartford, Conn., is George Ha- 
penny, a senior super-inspector in 
the Assembly department. He has 





MR. HAPENNY AND HIS PET CANARY 

BEN.’’—The bird is seen eating seed 

from his master’s lips. Mr. Hapenny has 

also taught the bird many other unusual 
stunts. 


' 
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MRS. CLAUDE CON- 
GER SAYS FAREWELL 
TO HER FAMILY.—Mr. 
Conger and his two 
daughters are seeing 
Mrs. Conger off to Eu- 
rope aboard the Queen 
Mary on June 24. Soon 
after the picture was 
taken came the words 
“All ashore going 
ashore.’’ The daughters 
and their father were 
hustled ashore to wave 
final farewell from the 
dock. 


been with Royal for nearly twenty- 
nine years, which classes him as one 
of the company's "Old Guard." 
Throughout his long service with 
Royal, Mr. Hapenny has constantly 
striven for more perfect machines. 
His ace work in vigilant and efficient 
inspection has been attributed to 
the quality of machines shipped by 
that company. Mr. Hapenny has a 
kindly nature which made him well 
liked by all who knew him. 
—mesinneaiiaiainimanai 
CHIEF "SULLY" CELEBRATES 30 
YEARS WITH REMINGTON 


The old-time warriors and braves 
who nonchalantly swung a careless 
tomahawk as they strolled the banks 
of the Rappahannock River in Vir- 
ginia never in their lives saw a cele- 
bration such as was held on the 





FELICITATIONS!—J. F. Howison, oldest 
living salesman of office machine and 
ex-manager of office devices in the United 
States congratulates E. J. Sullivan, man- 
ager of the Remington Rand Richmond 
office, on rounding out thirty years of 
faithful service with the company. 


banks of that historic stream within 
recent days. 

Chief Oppecancano, and later 
his son, Chief Powhatan, conducted 
quite a number of conferences in 
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the neighborhood in the sixteenth 
century, so what could be more nat 
ural than for fifteen stalwart braves 
from the Richmond, Va., tepee of 
Remington Rand, Inc., to gather for 
a pow-wow to pay honor to Chief 
Ed. J. Sullivan, manager of the 
branch, in the same historical spot. 
There was reason enough; Chief 
Sullivan having reached the day 
where he celebrated twenty-seven 
years as manager of the Richmond 
branch and thirty years with Rem 
ington, 

Cigarettes and 
place of the legendary pipe of peace 
as the enthusiastic young braves took 
part in the celebration, and hailed 
with delight the appearance ot 
Sachem J. F, Uncle Jim" Howison 
who also graces the Remington Rand 
wigwam. 

The Sachem heartily congratu 
lated Chief Sullivan on rounding out 
the number of years and voiced the 
fervent hope that he would enjoy 
as many more before hanging u 
his war bonnet and calling it a day 


cigars took the 








THE LOG OF THE "MON- 
GOL NOMAD" 


Oh for the life of the open road 
In weather both good and 
bad, 

Where endless miles roll 
quickly by 
Under the Mongo! Nomad 

Skipper Ned Baynon slipped 
into position behind the wheel 
of his car, looked back to see 
if all was well with the trailer 
and was about to start when 
he sensed that 
wasn t quite right. His vague 


impression was made a cer 


something 


tainty by a query trom his 
. 
young son, Gene, as to the 


name of the trailer. That was 
no aga , 

t! Of course, a ship of the 
highway, about to join the 
great tleet of motor trans 


ports, should have a name. 
Already the slick sides of 

the trailer were graced with 

the words “Mongol” and 


ALONG THE WAY WITH THE 
“MONGOL NOMAD.''—At the top. 
Gene, Skipper Baynon's son, is 
shown poised ready to christen the 
*‘Mongol Nomad.’ In the center is 
a picture of the trailer parked in 





THE “MONGOL NOMAD” ALL SET FOR 

ITS CRUISE.—Skipper Baynon parked 

his trailer in front of the Eberhard 

Faber Pencil Company plant in Brook- 

lyn, for a few hours on March 23 before 

starting the voyage which ended on 
May 3. 


"Eberhard Faber Pencil Company,’ 
but something more was needed 
something more indicative of the im 


mediate purpose of going ‘trailer 
ng." Again Master Gene proved 


his value by standing on a basket 
turned upside down and taking th 


principal part in a christening cere 


mony. With a deft, sure swing he 
{ ° cr 7 
cracked an appropriately filled bot 


tle against the blunt nose 


f he 


Oo 
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trailer and dubbed it ‘Mongol 
Nomad.” 

With a wave of farewell, Skipper 
Baynon started out on his | 700 mile 
voyage through New Jersey and 
eastern Pennsylvania. On March 23 
departure was made from the fac- 
tory of the Eberhard Faber Penci 
Company in Brooklyn. The first stop 
was at the company's rubber factory 
in New Jersey. From then until 
homecoming" on May 3, the Mon- 
gol Nomad cruised from city to city 
engendering a widespread interest 
among traffic officers, consumers 
and dealers. It soon proved its value 
as a sales stimulant, earning the 
hearty approval of distributors, who 
welcomed the opportunity to inspect 
the complete Eberhard Faber line by 
having it brought to their doors. 

Every good ship, whether it is a 
sea-going steamer or a land-going 
yacht, has a log to record its move- 
ments. In accordance with tradition, 
the skipper of the Mongol Nomad 
arranged to “'log" the progress of 
his ship. He equipped himself with 
a scrapbook, a camera, some paste 

and some ink. Wherever stops 

"> were made he took a snap- 
ailer with vary- 





shot of the trai 
ing foregrounds and back- 
grounds. Sometimes the for- 
mer consisted of police officers 
and sometimes of sales staffs 
es visited. The back- 
grounds ranged from state 
capitols to freight cars and 
from store fronts to beautiful 
scenery along the highway. 
When the snapshots were 
developed a print was sent to 
the dealer concerned. One set 
of the prints went into the 
scrapbook accompanied by 
appropriate comment. Ap- 
preciative statements by deal- 
ers also were entered upon 
the record. More than 240 
signatures appear in the book. 
Interspersed with the names of 


| salesmen 


dealers and their 

are signatures of members of 
various police forces, health 
officers and other municipal 
oTrcers. 


front of the State Capitol at Tren- 

ton, N. J. The lower picture re- 

veals a view of the State Capitol 

at Harrisburg, Penna., as a back- 

ground for Skipper Baynon’s car 
and the trailer. 
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A SCENE FROM METRO-GOLD- 
WYN-MAYER'S RECENTLY RE- 
LEASED PICTURE ‘“MAYTIME” 
STARRING JEANNETTE MAC- 


For two days while the Mongol 
Nomad was in Newark, N. J., it was 
accorded special police escort. At 
no time during the cruise was inter 
ference encountered because of ''no 
parking’ restrictions. In one instance, 
an officer held up a city block length 
of traffic in order that the trailer 
might be parked. In the words of 
Skipper Baynon, "One afternoon we 
enjoyed the privilege of parking in 
front of L. Bamberger & Company 
Newark's largest department store. 
It is very interesting indeed to no 
tice the reaction of this trailer. All 
dealers wanted it in front of their 
store. The buyers of Bamberger & 
Company appreciated the oppor- 
tunity of stepping from their depart- 
ment store into our trailer show, and 
at that time they made up their fall 
order.’ 

Rain or shine, day or night the 
trailer was available for demonstra- 
tion and instruction. If the weather 
was bad, it could be parked in a 
hangar or a garage; in the evenings 
a hook-up was made with electric 
lines in the building for illumination. 
Extra time was provided for use with 
the distributors at that point. Wher- 
ever the trailer went, it was appar- 
ent that consumer interest was as 
consistent as dealer interest. 

Visits were paid to the state capi 
tols of both New Jersey at Trenton 
and Pennsylvania at Harrisburg. In 
those instances the trailer was 
parked in front of the state houses, 
an area normally restricted for the 
use of governmental officers. 

Ned Baynon's experience has 
made him an enthusiast for “a trav- 
elling show-room.'’ He describes the 
Mongol Nomad as ‘Two Hundred 
Fifth Avenue on wheels being 
whisked along the roads." He is 
convinced that trailer merchandising 
is an effective sales medium that will 
become increasingly popular. 


PIONEER TYPEWRITER IN PIERRE 
MUSEUM 

There was gold in the Black Hills 

for the prospector and miner—back 








in |1876—and there were stories for 
the journalist also. That is why the 
state historical museum of South 
Dakota today owns one of the very 
first commercial typewriters manu- 
factured. The Sioux Falls Argus- 
Leader (S. D.) tells the story. 

It was in 1872 that Sholes and 
Glidden reached sufficient convic- 
tion of the practical value of their 
typewriter to put in an order. They 





AVIATRIX WHO SELLS BATES STA- 
PLERS.—Miss Irene L. Crum, Huntington, 
West Virginia, whose vocation is the sell- 
ing of commercial stationery including 
Bates products for The Swan-Morgan Com- 
pany. Last fall, Miss Crum set a new 
woman’s altitude record of 19,426 feet. 
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DONALD AND NELSON EDDY. 
THE TYPEWRITER SO PROMI- 
NENTLY DISPLAYED IN THIS 
“STILL” PICTURE IS A ROYAL. 


hired the Remington Arms Company 
to make twenty-five machines, which 
found a market at two hundred and 
fifty dollars apiece. 


Four years later Rand McNally 
sent a man to the Black Hills to write 
an account of scenes and events 
there. Writing so badly as to pro- 
duce only illegible copy, he was 
given a two hundred and fifty dollar 
hint in the form of one of the new 
machines. 

Having finished his assignmeat in 
the Black Hills, the reporter left his 
machine at the office of the Rapid 
City Journal. In 1910, the editor 
of the Journal gave the typewriter 
to the state historical society. The 
state historian of those days, Doane 
Robinson, wrote subsequently to the 
Remington Typewriter Company, in- 
quiring as to the history of the ma- 
chine. On looking where he was told 
he would find the serial number, he 
discovered that the typewriter was 
No. 17, one of the original twenty- 
five typewriters ordered by Sholes 
and Glidden—one of the first type- 
writers ever manufactured for actual 
business use. 


HARRY AYRES AND HIS FISHING PARTY AT MIAMI, FIA.—The party is reported to 

have made a record catch for the week this picture was taken, April 24. Four of the fish 

pictured were caught by this member of the ‘‘Musketeers’’ of Speed-O-Print, Chicago. Mr. 
Ayres and his wife are shown standing at the left. 
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Office Systems Sell Modern 


Resorts 


Mayse you saw that tabula- 
tion, printed in the newspapers a 
short time since, which showed that 
almost every State in the Union is 
advertising this season to attract 
tourists and vacationists. Certain 
States are spending as high as 
$500,000 a year to proclaim cli- 
matic advantages and resort fa- 
cilities. And cities, towns and 
counties are no less aggressive in 
their civic or codperative cam- 
paigns to lure strangers within 
their gates. All of which furnishes 
one of several reasons why public 
and commercial hospitality has 
become big business throughout 
the country. 

It seems but a few years since 
the drafts upon office machinery 
for indexing and following up va- 
cationers, climate chasers and 
hunters for health were of the 
briefest and most meager variety. 

Apart from the growth of the 
vacation habit and short term 
holiday-making (week-end excur- 
sions and tabloid cruises) several 
material elements have entered 
into the changing picture. One is 
the propensity to keep moving on 
the part of the present generation. 
Gone, for the most part, is the 
placid day when the family that 
could afford it moved bag and 
baggage to the seashore, the 
mountains, or the deep farmlands 
and there sat down to an uninter- 
rupted vacation of ten weeks to 
three months. The motor age has 
changed all that. It is a case, 
nowdays, of perpetually going-on. 
It is no vacation worth the name 
if you don’t touch several of the 
high spots on the resort map. And 
from that all the way up to the 
ideal of a circular tour that em- 
braces a large slice of the country. 
Which state of fashion means that 
the average hotel manager and 
resort concessionaire must think 
of his guests in terms of rapid 
turnover. Few indeed are the hos- 


ncreasing Demand |s Becoming Apparent for 


Machines and Supplies 


By Waldon Fawcett 


telries that hang out the old sign 
“No Transients.” 


More to the point of influence 
upon office equipment demand is 
the change to full-time resort 
management. The number of 
year-round resorts has, of course, 
increased tremendously. And the 
executives whose operations are 
seasonal piece out their engage- 
ments to make a full year, balanc- 
ing the session at a northern sum- 
mer resort with equal or longer 
tenure at a southern winter resort. 
The approved plot is to cultivate 
the guests and prospects of one 
seasonal resort as potentials for its 
twin under the same management. 
This involves a volume of corre- 
spondence, circularization, etc., 
unknown to the old mode of oper- 
ation. 

The lengths to which record- 
keeping, covering the entire clien- 
tele, has extended in the business 
offices of many resorts is explained 
in part by the spread of special- 
ization—with the consequent ne- 
cessity of selective selling. The 
All-Welcome resort hotel isn’t by 
any means a thing of the past. 
But bidding against it, latterly, is 
a formidable group of golfers’ ho- 
tels, fishing camps, ski and win- 
ter-sports centers, dude ranches, 
and other close-corporation clan 
resorts whose proprietors must 
first make systematic quest for 
eligibles and then carry on, at a 
distance, the campaign of educa- 
tion which will bring the coveted 
requests for reservations. Individ- 
ual file cards carrying personal 
case histories enable the singu- 
larly intimate and subtly flatter- 
ing follow-up which is a charac- 
teristic of the best-managed of 


these gathering places for con- 
firmed hobby-riders. 


High Standard 


Speaking of the direct-mail 
bombardment in the resort attack 
it is worth mention that in many 
instances the standards are of the 
highest. There is no charity for 
the form letter with a poorly- 
matched fill-in address. Indeed 
not a few resort captains of corre- 
spondence employ the strategy of 
the dictated letter which brings in 
the intimate personal touch. In 
the case of solicitation for a re- 
turn visit to the resort, the ap- 
proved contact recalls an incident 
of the initial order. If the bid is 
addressed to a new prospect the 
cast is often made by citation, as 
references, of residents of the re- 
cipient’s home town. What, par- 
ticularly, translates all this per- 
suasion into terms of consumption 
of office supplies is, first, the fre- 
quency of the circularization, and, 
second, the length of time a name 
is kept on the mailing list, even 
in the absence of any response. 
The persistent school of resort-re- 
minding contemplates at least 
three follow-up letters a year. 
And the average name is carried 
on the mailing list for several 
years before hope is abandoned. 


Latter-day tactics in selling the 
modern resort and clinching the 
satisfied customer have reacted in 
no wise more emphatically than in 
the heavier demands upon dupli- 
cating and office-printing plants. 
It is no longer merely a matter of 
striking off the daily menu cards. 
Nowadays there are requisitions 
for musical programs for concerts 
by the house orchestra, rosters for 
bridge tournaments, and what not, 
even to the bulletins of events and 
personals which, at many resorts, 
take the form of social house 
organs. 
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This multiplication of intra- 
institutional hand-outs is largely 
the result of the new slant to the 
responsibilities of mine host at the 
average resort in the higher-price 
bracket. In the old days the resort 
manager was prone to feel that he 
had done all that his guest could 
expect when he provided bed and 
board, leaving the guests to their 
own devices for amusements, ex- 
cursions and diversions. Gone 
with the wind is the old simple 
idea. Nowadays the resort man- 
agement is expected to provide 
hostesses and personal conductors, 
and to see to it that something is 
doing every minute for paying 
guests who have no initiative or, if 
they have, do not use it. The con- 
sequence of this new load upon 
the resort office is a heap of paper 
work. The very circumstance that 
many a resort hotel or camp is 
located some distance from the 
nearest commercial printing plant 
puts it up to the resort manage- 
ment to outfit a commissary for 
tickets, entry blanks, score cards, 
dance programs, movie schedules, 
etc. 

The new order of the day in 
resort operation has brought one 
underlying change in office equip- 
ment which evidently has not been 
sensed by all the parties at inter- 
est. In the horse and buggy days 
a local stationer or office outfitter 
in the average resort town was 
prone to take it for granted that 
he would get, automatically, what- 
ever business originated in his 
neck of the woods. And his guess 
was good. It was the easy way to 
buy close at hand. And with pur- 
chases relatively small, the average 
resort executive did not worry too 
much over close-pricing. 


Buying is Heavier 


Other days, — other manners. 
The big resort hotel is buying 
much more heavily, these days, of 
both office equipment and staple 
office supplies and the purchasing 
agent just naturally has to watch 
his p’s and q’s more carefully. 
Even more inciting to watchful 
buymanship is the policy whereby 
resort interests operate, seasonally 
at two or more points, widely 
separated. At first glance one 
might say that this decentraliza- 
tion should have no terrors for 
local office outfitters. The assump- 
tion being that, as of yore, a re- 
sort’s needs would be served from 
the sources within easiest reach. 
But there is a catch in the latter- 
day set-up. 

It probably would be illogical for 


any resort manager to replenish 
office stocks anywhere but in his 
temporary home town were it not 
for the fact that, under prevailing 
routine, resort staffs that divide 
their interest send their personnel 
over the road in cavalcades of 
motors. Fleets that include station 
wagons and trucks as well as pas- 
senger cars and, in some instances 
trailers and busses. There is 
plenty of space to move office sup- 
plies and portable office equip- 
ment. And that is precisely what 
is happening,—mobility has come 
to the resort office layout. There 
is, among the resort brethren, a 
growing propensity to buy wher- 
ever the buying is best, anticipat- 
ing the season’s needs and trans- 
porting the whole when the 
date arrives for the semi-annual 
change of base. 

The clearing house device is 
perhaps the most revolutionary of 
all the forces which have brought 
system into the vacation-resort 
operation and the administrative 
machinery thereof. In the days 
before yesterday, self-sufficiency 
was the necessity, if not the choice 
of the average executive who was 
merchandising climate and scen- 
ery and recreational facilities. If 
an inn-keeper happened to choose, 
as the scene of his operations, a 
so-called select or exclusive cot- 
tage colony he might not receive 
too much sympathy or support 
from the community. This picture 
began to change so soon as resort 
hotels began to be bunched—first, 
at the recognized tourist meccas, 
such as Niagara Falls and Atlantic 
City, ultimately at every favored 
spot on the playground map. Col- 
lective or codperative action came 
to bat, backed by a central busi- 
ness office such as no lone capital- 
izer of hospitality could support. 

In its later refinements the 
vacationland clearing house may 
be a local tourist club, a hotel- 
men’s association, or the tourist 
annex of a city chamber of com- 
merce. Yea, it may be a State 
Department of Development or a 
regional institution specially or- 
ganized to sell nature’s gifts to 
sightseers. The material fact 
sticking out of all this orderly 
ballyhoo is that its essential com- 
plement is a system of “intelli- 
gence” that has developed apace 
in a brief span. 

Primary Function Explained 

The primary function of a clear- 
ing house at a spa, or exposition 
city, or sport center, is the conduct 
of a visitors information bureau, 
registering all visitors, answering 
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the questions of prospective vis- 
itors and superintending the 
foreign advertising campaign 
which by its magnitude is relied 
upon to turn up the maximum 
number of fresh inquiries. Less 
publicized but of infinitely more 
importance to the united business 
front is the behind-the-scenes role 
of the bureau as a listening post 
serving jointly the beneficiaries of 
the resort trade. Whenever tid- 
ings are received of a new poten- 
tial customer, the clearing house, 
operating as a tip exchange, 
passes the word to every hotel 
man and each makes his own bid 
direct. In angling for holiday 
makers and health-seekers the 
time-element often bulks large. 
Accordingly one finds the up-to- 
date scouting agency in the resort 
belt sparing no expense for facil- 
ities that afford quick reference 
on past inquiries and quick dis- 
semination of new names for the 
prospect-list. 

In practical suggestiveness for 
office outfitters and _ stationers 
there is nothing in the changing 
and enlarging picture of the re- 
sort-travel industry more arrest- 
ing than the new branches which 
have sprouted on the parent stem. 
Take, as a case in point, that bud- 
ding institution, the trailer park, 
or trailer camp. Its forerunner, 
the tourist camp, produced com- 
paratively little demand for the 
mechanical aids because catering 
to “over-nite” guests was a cash- 
and-carry operation. Very differ- 
ent is the situation in respect to 
trailerites, because the house-cars 
remain for days and even for 
weeks at one anchorage. There 
are charge accounts to be handled 
and infinitely more bookkeeping 
for the manager. 

Something of the same sur- 
render to systematization of busi- 
ness has been forced upon the ship 
operators who have responded to 
the “cruise” fad. And that means 
practically all passenger ship in- 
terests on the Great Lakes and in 
the coastwise trade. Finally, as 
yet another trend, with business 
administrative implications, we 
have the widened spread of the 
“summer school” idea. Dotting 
the map are scores of more or less 
specialized ventures which, for 
ample price, undertake to combine 
vacationing and educational activ- 
ities. In consequence, behold the 
calls to stationer-outfitters, from 
the wilderness, for classes of sup- 
plies that were never bidden in 
the days when a vacation spelled 
only idleness or sport. 
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Winning Sales with Quantity 


Appeal 


Tum stationery business probably 
always will involve the merchan- 
dising of many small items. It 
has been estimated that seventy- 
three per cent of the stationer’s 
stock—largely these small items— 
can be sold at a somewhat reduced 
price for quantity. 

As a Strictly merchandising 
proposition the sale of larger 
quantities at a reduction is sound. 
It is also true that, with over 
seventy per cent of the stock class- 
ified more or less as demand mer- 
chandise, and with the factor of 
deterioration practically elimi- 
nated, it is to the advantage of 
the customer to buy in larger units 
if a proper inducement is forth- 
coming. 

To this end, many stationers are 
establishing quantity prices on a 
large number of their items, with 
which clerks are required to famil- 
iarize themselves, or which bear 
the quantity prices on tickets, 
labels, or the merchandise itself. 

Let’s see how this works out, 
how it sells more goods. 

We begin by eliminating at 
once that portion of the stock 
which, for one of several reasons, 
cannot be sold on the basis of a 
slight reduction for quantity pur- 
chase. This will include items sold 
at prices more or less controlled: 
appliances, equipment, fountain 
pens, and so forth. This leaves 
what is commonly termed “supply 
items.” 

Building Up the Sale 

The stationer establishes slight 
reductions which he can afford to 
take on the sale of a certain quan- 
tity—over and above the normal 
quantity unit—and price. 

A dozen pencils sell, say, for 
fifty-five cents. The clerk, when 
receiving a call for a dozen says to 
the customer: 

“Pardon me, we are selling three 
dozen for $1.50—quite a saving if 
you are using these pencils right 
along.” 

Many times the customer is glad 





Volume Goes Up When the Plan Outlined Below is 


Put into Function 


By E. J. Clary 
(Merchandising Consultant) 


to make such a deal. And what 
has happened? 

The sale unit has been tripled, 
the turn over rate has been great- 
ly speeded up, the net profit has 
been whittled only slightly. This 
is more than made up for in the 
more rapid turnover and the re- 
duced cost of selling all three 
dozen a dozen at a time. 

The customer asks for three 
dozen cartons of paper clips. The 
clerk points out that a half gross 
costs less per box, and the custo- 
mer, nine times out of ten, will 
take advantage of the offer. 

Important points to watch in 
this form of sales promotion are 
these: 

(a) Allow no arbitrary reduc- 
tions on items not included in the 
quantity list. 

(b) Require clerks to follow the 
markings—always. 

(c) Base percentage of reduction 
on the savings gained in more 
rapid turnover, in reduced selling 
cost (this always is a definite cost 
factor). 

The result is normal prices and 
vastly increased sale units. 

How Far Shall We Go? 

Of course, on this basis in the 
stationery business it might be 
possible for the retailer to estab- 
lish quantity prices on up to 
wholesale quantities but it is ques- 
tionable in the cpinion of many 
stationers whether this is worth 
while. 

To make a progressive cut, for 
instance, on typevriter ribbons, 
say, a dozen of one kind and type, 
is to run into 1 probable net profit 
loss. The plan works profitably up 
to something like triple the nor- 
mal selling unit on an item, but 
when the cut is carried on up in 
the higher quantities you soon find 


that you are cutting into your 
gross or even your net. 

In no sense is this wholesale 
price cutting. 

It is a sound axiom in any busi- 
ness that the quantity buyer de- 
serves a better price than the 
small buyer, and is better business 
for the seller. 

For one thing, the more rapid 
turnover of an item in larger 
quantities wins for the seller a bet- 
ter wholesale price which may ac- 
tually or nearly cover him on the 
slight reductions he must make to 
get quantity orders. 

The “Other Side” 

However, as one stationer 
pointed out, the customer may be 
buying in larger quantities under 
this plan, but he doesn’t neces- 
sarily consume faster for the mere 
reason of that. Hence, the dealer 
is not increasing consumption but 
is merely making fewer transac- 
tions. 

In principle this may be true, 
but it is also true that it costs just 
as much to sell John Jones one 
dozen ribbons at once as it does to 
sell him three dozen ribbons at 
once with a real saving in selling 
time. 

It is also true that, as a rule, 
people use more of an item when 
they have a large stock of it on 
hand. 

Another advantage to the sta- 
tioner lies in the fact that the 
psychological effect of the prac- 
tice on his trade is good. People 
get the idea that here you can buy 
at better prices. The store is more 
interesting to trade in. Therefore, 
more people repeat. 

It is quite common for station- 
ers to reduce prices slightly for 
quantity purchase on items they 
wish to get rid of, but making this 
a policy on say seventy per cent of 
the supply items in the store is 
something else. 

The plan has worked out profit- 
ably in enough instances to at- 
tract others who are after volume 
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Office Machines in Russia 


HEN, in the November, 1929, 
issue of Office Appliances, pp. 
66-B, I expressed the desire to see 
an early solution of the problem 
of producing typewriters in the 
USSR, neither my readers nor my- 
self could in any way anticipate 
that in less than a decade it would 
be my privilege to communicate to 
them the following developments. 
This sudden change can be ac- 
counted for by the fact, that in 
the last ten years, this country, 
occupying one-sixth of this planet, 
with a population of many mil- 
lions, has almost over night, 
turned from a semi-civilized, prim- 
itively agricultural and weakly in- 
dustrial nation, into a government 
which has a fast growing culture 
for every one of its numerous citi- 
zens, with modern mechanical 
equipment for its agriculture, 
which embraces tremendous areas; 
and which is rapidly advancing in 
the business of making it one of 
the leading industrial countries of 
the world. 

Brilliant proof of this phenome- 
non lies not only in the outstand- 
ing achievements in the field of 
aviation, railroad building, devel- 
opment of agricultural machinery, 
mining, production of crude oil, 
various ores, etc., but even in that 
branch of production, in which I 
am specially interested, and of 
which I spoke in my article in 
1929, and which is undoubtedly of 
interest to many of the readers of 
this journal. 


Typewriters 

In outlining in my article the 
situation in regard to this branch 
of industry for the quarter cen- 
tury from 1904 to 1929, I gave ex- 
pression to the hope, modest in- 
deed, that there would develop in 
the USSR at least the ability to 
assemble typewriting machines 
from parts manufactured abroad. 
It gives me great pleasure to an- 
nounce that in the last few years 
this problem has been solved in a 
manner far in advance of my 
hopes. 

Now I take much pleasure in an- 
nouncing that we have not one, 
but three different machines; and 
they are produced complete by 
our own efforts, out of our own 
materials, in our own factories 
and by our own workmen, who re- 


A\n Interpretive Outline of the Industry 


in the U. S. S. R. 


By John P. Mendeleeff 
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fused all offers to assemble ma- 
chines from parts imported from 
abroad. 

Typewriters are made in three 
factories, situated in three differ- 
ent cities: one in Ligov (a suburb 
of Leningrad) producing machines 
under the name “Leningrad”; an- 
other in the city of Kazan, the 
capital of the Tartar republic, un- 
der the name “Yanalif”’; and a 
third one in the capital of the 
Ukraine republic, Kiev. This one 
is called the “Ukraina.” 

The first on the market in point 
of time is the typewriter produced 
by the factory in Kazan and its 
history is not without interest. 
With the ending of the people’s 
war and the return to a peace- 
time development of the country, 
the need for a good and depend- 
able typewriter became more and 
more urgent. At that time, in the 
city of Kazan, there was a small 
repair shop, whose function was 
the repair and rehabilitation of 
all kinds of typewriters. This was 
in 1924. They became very busy 
remodeling all kinds of old ma- 
chines: old Underwoods, Reming- 
tons and others into machines in 


the Tartar language, that is, with 
a reversed carriage motion, and 
using Tartar type. 

This business grew and devel- 
oped until the shop was changed 
into a factory for the production 
of typewriters under the name 
“Agamli-Ogli.” Orders began to 
come in from other sources, 
namely from eastern countries 
using eastern type. In view of the 
fact that most of the machines 
sent in for reconstruction needed 
major repairs, and the necessary 
parts were lacking, it became es- 
sential to make those parts. In 
this way the factory acquired not 
only a great store of various parts, 
but the needed skill for manufac- 
turing. The parts accumulated 
were largely from Underwoods. 

About this time, in 1929, arose 
the problem of translating the 
correspondence, up to then offered 
in the eastern type, accepted pre- 
viously, into Latin letters. In this 
manner arose the Neo-Turkish al- 
phabet, which was named “Yana- 
lif.” Thus, in the latter part of 
1929, appeared the first experi- 
mental machine, assembled from 
parts manufactured at the fac- 
tory, on a model generally resem- 
bling the Underwood. The follow- 
ing year these experiments were 
continued and the factory pro- 
duced nineteen such typewriters. 


“Yanalif” Factory Enlarged 


When these machines proved 
quite satisfactory, and it was pos- 
sible to figure on manufacturing 
them successfully, it was deemed 
advisable to enlarge the plant. 
Special buildings were erected for 
manufacturing and the business 
grew ever more successful, so that 
while the output in 1931 was one 
hundred and sixty-seven ma- 
chines; in 1932 this rose to twelve 
hundred; in 1933, to three thou- 
sand; in 1934 to ten thousand. In 
1935, more than twenty-five thou- 
sand were made and sold; in 1936 
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thirty thousand and the mark set 
for 1937 is fifty thousand. From 
present indications an annual out- 
put of about one hundred thou- 
sand machines seems very prob- 
able in the next few years. 

The accompanying photograph 
is the picture of the machine 
whose appearance on the market 
coincided with the fifteenth an- 
niversary of the October revolu- 
tion, November 7, 1932. It so hap- 
pened that its number is 1000. 
The machines produced now have 
practically the same appearance. 

The second machine produced 
was the “Leningrad.” This type- 
writer is made in a factory espe- 
cially built for that purpose. It 
is a reliable model, made by ex- 
perienced workmen, and was put 
out in 1931. Mass production was 


started shortly after January, 1932, 


but up to January first of this 
year, only twenty-two thou- 
sand machines were released 
for sale. The 1937 output is 
set at thirteen thousand ma- 
chines; while in the immedi- 
ate future after that, and 
after certain improvements 
are completed, it is hoped to 
step up production to about 
seventy thousand. 

Owing to the conditions at- 
tending its inception, the 
“Yanalif” largely resembles 
the Underwood. The “Lenin- 
grad” machine resembles an- 
other typewriter so closely— 
the “Continental”’—that the 
article which apeared in the 
paper “Isvestia” in the issue 
of March 12, 1936 (No. 
61/5918) clearly indicates 
that a palpable fraud has 
been perpetrated. It appears 
that one of the Moscow re- 
pair shops bought up all 
faulty and discarded parts of 
“Leningrad” at a very low 
price; assembled these parts 
into a machine, and put it 
on the market under the 
name “Continental.” 

The “Ukraina” is the lat- 
est one to appear. The first 
model was produced in the 
latter part of 1935. During 
that year only ten machines 
were made. During 1936 one 
hundred and eighty-one were 
manufactured, thus making 
their total output up to 1937 
one hundred and ninety-one 
machines. They figure on 
making about five hundred 
typewriters in 1937. 

While the first two models 
adhere rather closely to the 
type of some well known ma- 


Ukraina. 


At the top is the Leningrad. 
At the bottom is the Yanalif. It will be observed 
that the machines are all equipped with wide carriages for 
which there is a special demand due to the size of the forms very quickly brings large 


used by the large trusts, factories and bureaus in Russia. 


chine previously selected, the 
“Ukraina” is the embodiment of 
several features taken from differ- 
ent makes. For example: the car- 
riage is like that of the Smith- 
Premier No. 10, the key arrange- 
ment is from the Remington No. 
10 and several other features fol- 
low the Underwood. 


Wide Carriage Machines 


All the machines so far produced 
are for the extra large sheets of 
business stationery with a car- 
riage holding one hundred sixty 
characters to the line. Very soon, 
however, a smaller machine will 
be produced of the regular busi- 
ness size and with a smaller car- 
riage. The early preference for 


machines of this large kind is ex- 
plained by the fact that the num- 
ber of these machines which sur- 
vived after the war was very small, 








THREE STANDARD TYPEWRITERS MADE IN RUSSIA.— 
The center machine is called 





OFFICE APPLIANCES 


the regular office type was much 
more prevalent. But with the re- 
construction period came numer- 
ous large enterprises, trusts, fac- 
tories, agricultural bureaus, etc. 
These required large and compli- 
cated accounts, with very involved 
bookkeeping and the small office 
size was inadequate and inconven- 
ient. 

In addition to the other projects, 
the next step is the production of 
traveling “portables” which will 
probably appear on the scene in 
1938. For this type the Leningrad 
factory is using the Remington 
noiseless as a model. The Ukraina 
portable is to be like the Royal. 

The information contained in 
this article will serve as an ade- 
quate explanation why Russia, 
which formerly offered so good a 
market for the sale and distribu- 
tion of American typewriters, has 
for the last few months 
been almost completely out 
of the picture. These facts 
are proved by the reports 
published monthly in this 
magazine in regard to the 
exports from the United 
States to other countries. 
For example, from July 1, 
1936, to December 1 of the 
same year only fifty-one 
standard machines were ex- 
ported and one hundred 
and fifty-two portables, 
which means about ten to 
thirty machines per month. 
And when the locally man- 
ufactured portables appear, 
the number of typewriters 
imported from the United 
States will be still further 
diminished. 


Demand for Typewriters 
Increases 


And in the meantime the 
demand for typewriters and 
their sales have increased 
greatly and continue to 
rise. 

The tremendous develop- 
ment in the demand for 
typewriters in the USSR at 
present, which very mark- 
edly increased over the pe- 
riod prior to the world war, 
and which is far from being 
satisfied in spite of the con- 
stantly growing output of 
these machines, can be ex- 
plained in many ways. 

For one thing, those at 
the head of various insti- 
tutions and enterprises 
realize that investment in 
suitable mechanical devices 
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returns. Thus it is no longer nec- 
essary to convince the prospect, as 
pioneers in the sale of machines 
had to in the years before the war 
in Russia. A second great impetus 
to the sale of machines is given by 
the wide spread of education and 
instruction among the masses, 
who previously were altogether il- 
literate. The knowledge of reading 
and writing has been very largely 
stimulated by the creation of the 
Latinized alphabet, which at pres- 
ent has been introduced among al- 
most two hundred different na- 
tionalities. 


This circumstance influenced 
the Kazan factory “Yanalif” in 
developing a very wide market for 
their machines, which they make 
principally with the Latinized al- 
phabet. Formerly, finding a type- 
writer in even fairly large provin- 
cial town business houses was a 
rarity; at present a typewriter is 
an almost indispensable adjunct 
of every country soviet, if only the 
officials are lucky enough to ob- 
tain one in response to their requi- 
sition. 

Another stimulus to distribu- 
tion, probably temporary, is an 
idea which I recommended some 
months back. As a branch of the 
Commissariat of Public Instruc- 
tion, there exists a committee on 
recreation. This committee has 
appointed a sub-committee to 
work out a plan for manufactur- 
ing a small toy typewriter. It is to 
have a standard carriage, and 
must be very inexpensive, so that 
children may use this toy, and al- 
most automatically acquire the art 
of reading, instead of using the old 
alphabet blocks, pictures with col- 
ored letters, etc. 


Advertising Typewriters 


Twenty years ago the Soviet Re- 
public assumed control of all the 
foreign trade carried on by its 
people. Without a permit from 
the government, no products can 
be received from abroad. This li- 
cense is difficult to get, because 
of the necessity of changing the 
government’s checks into foreign 
money. One result has been the 
decline of imports from America. 
Until the spring of 1936, adver- 
tisements of typewriters disap- 
peared from Soviet newspapers. 
The advertisement, however, al- 
ways was and always will be the 
moving factor in business, and the 
Royal Typewriter Company de- 
cided to experiment. An original 
experiment. In the spring of 1936 
a Royal advertisement appeared in 








Hogan nopraTHenan Onwywan mMa- 
wana ROYAL «meer sce noseiwue 
ycosepwencrsosauma... MAWC ... 88 
HeVaTHDIX BHaKos. @yrtaap noseoro TH- 
Na MOMET CAYMHTh KAK AAR YCTAnOBKA 
Ha HEM MAWKHDI NpPH padoTe, Tak w SB 
KayecTee CaKBORmMa, 

jlopratTmsHaa ouumMaumnsa Royal se- 
BAaMeHMMS Aaa AMpeKTOpos nNpernpune 
ani, uncateszef, gapawatypros, penop- 
Tepos, yuntezelt, spareil, apodeccopun 
mu ctynentos. LPafota npn ee nocper- 
cTne sunOonnAnetca efigiexmuanre td 
cmpcee %& AC2uC. 

Bogzee noxpocHuMe cHeAeHMa, 8 TAR- 
me KaTAaZOr © AeTaATbeNM OnNCcAUMeNM 
Maumen uw Tadannei AT MAay"eRWH 
MAWNHAONMCH VO COnPeMeHNHOMY awennt- 
KaucKomMy “cnenoMy meToxy” eB8N¢nna- 
wrea BUCTLIATIIO. 


ROYAL TYPEWRITER CO. 


2 PARK AVE., NEW YORK, N. Y. 
U. S. A. 











Beinucka TOBapoR MOKeT NocacteBAaT, ARID 
fa OCHORaHKH AchCTRY OMmMx B CCUP npapna 


Q@ MORONOANK BHeEMNeH TOPronin. 





REPRODUCTION OF AN ADVERTISE- 
MENT PLACED IN THE MOSCOW 
GAZETTE, MARCH, 1937.—Translated the 
advertisement reads: ‘‘Royal, the best type- 
writer in the world. The new Royal 
portable typewriting machine has the new- 
est improvements plus eighty-eight char- 
acters. The case of the new typewriter 
may serve as a stand for the machine at 
work and also as a carrying case. The 
Royal portable typewriter is indispensable 
for directors of enterprises, writers, dram- 
atists, reporters, teachers, doctors, pro- 
fessors and students. Through the work 
of this machine, you can make the work 
effective, fast and easy. More details and 
information and also a catalog with de- 
tailed descriptions of the machine and 
tablets for learning typewriting according 
to the American touch (blind) method is 
sent out free.”’ 


the leading Moscow paper, stating 
that the company had made an 
agreement with one of the New 
York banks by which the export- 
ing of Royal typewriters to the 
Soviet Republic could be accom- 
plished in the case of people who 
have relatives or acquaintances in 
America. The results are evident 
in the 1936 data which I have bor- 
rowed from a magazine. January, 
3; February, 2; April and May, 
none; June, 13; July, 74; August, 
26; September, 11; October, 25; 
November, 16. I think that the 
majority of the machines were 
Royals, as I see that the end 
of the year, and this year, has 
included special advertisements 
about the portable. It is easier 
to get a license for the importing 
of the portable, which is not as 
yet made in the USSR, but which 
is important for its services. 


Adding Machines 


As far back as 1929, I had an 
opportunity of describing the ma- 
chines then existing in the USSR 
producing adding machines on the 
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style of the “Odhner.” Since that 
time the business has grown and 
developed considerably, so that 
now they are not limited to the 
manufacture of adding machines 
only, but also make calculators. 


In the factory of Max Geltz, in 
Leningrad, they have been mak- 
ing for several years an automatic 
calculator, following the pattern 
of the Sundstrand with ten keys. 
They have also started the manu- 
facture of electrical adding ma- 
chines of the type of the Monroe. 
These are all produced of Russian 
materials by Russian labor. 


The Max Geltz factory has not 
limited itself to the manufacture 
of adding machines only. By or- 
der of the government, it has pro- 
duced a very large number of tab- 
ulating machines after the system 
of Hollerith and Pierce. These 
were to equip three large factories 
for the making of counting ma- 
chines in Moscow, Leningrad and 
Charkoff. These machines are to 
be used in the tremendous task of 
enumerating all the population of 
the USSR. This census was to be 
started in January of this current 
year. Thanks to this development, 
a list of over three million record 
cards during the current year will 
be produced instead of stretching 
the process over a lengthy period 
of years, as had been the case 
with all former census takings. 


Recently advertisements ap- 
prised the public of the appear- 
ance on the market of a cash reg- 
ister which records simultaneously 
the amount paid, a reprint of 
same on the recording ribbon, and 
on the check issued, the number 
of the check and also the sum 
total of moneys rung off on the 
register. These advertisements ap- 
peared in the Leningrad newspa- 
pers. 


Duplicating Machines 


In view of the very limited use 
made of these machines in Rus- 
sia, business houses so far avail 
themselves of the equipment still 
in existence, such as the Roneo, 
the Rotator-Gestetner, Edison- 
Dick (Mimeograph) and others. 
But for making a limited number 
of copies, very successful use is 
made of the duplicating machine, 
the Steglograph. This has been 
manufactured here in the USSR 
and resembles the Opalograph, 
well known and long established 
in England. 
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“Credits: a Salesmanager’s 


Slant” 


= the above heading, an 
interesting article, written by Her- 
man W. Steinkraus, vice-president 
in charge of sales of the Bridge- 
port Brass Company, appears in 
the June issue of “Credit and Fi- 
nancial Management.” 

Throughout the article Mr. 
Steinkraus stresses the need for 
active codperation between the 
sales and the credit departments. 
He points out that to all intents 
and purposes, the credit manager 
and the sales manager live in a 
small world all their own until 
they lose their general perspective 
and fail to understand each other’s 
problems. 

In the beginning, Mr. Steinkraus 
points out, practically every busi- 
ness began in a small way with 
one man at the head who made all 
decisions, got all the orders, passed 
the credits, came in and saw that 
the material was made, personally 
delivered it to some of his custom- 
ers and collected for it himself. 
It was then a simple matter for 
the one man to keep a finger on 
every phase of the business and 
thus avoid organization problems. 

But as the business grew bigger 
and he had to have someone to 
help him carry the load, he found 
it necessary to divide the func- 
tions of the business between 











Extracts from an Interesting Discussion of the Subject 


by Herman W. Steinkraus, Vice-president in Charge 


of Sales, Bridgeport Brass Company, Bridgeport, 


Conn., Originally Presented in the June, 1937, Issue 


of “Credit and Financial Management’ 


manufacturing, selling, finance 
“and their several ramifications.” 
As the business grew still larger 
he found that he was busy with 
other matters and that he had to 
count on daily, weekly, and 
monthly reports to keep him in 
touch with his various department 
heads. 

After painting this picture of a 
comparatively easy and un- 
troubled existence for the average 
business head, Mr. Steinkraus 
switches to the problems of com- 
panies today. In this connection 
he says: 

“Today in most large corpora- 
tions, the business is so large that 
the various departments have 
reached the point where each 
seems to be all important. The 
manufacturing with its staff of 
executives and clerks, is in itself 
so large that it does not feel very 
close to the sales department; the 
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credit department has its own or- 
ganization and does not feel very 
close to the manufacturing de- 
partment. Every department head 
becomes unto his own domain a 
king. There is where organization 
problems and conflicts come in. 
The sales manager is apt to think 
only of orders; the credit manager 
only of how to make collections 
easy. 

“The sales department is apt to 
look for only the favorable infor- 
mation about a customer; the 
credit department is apt to look 
for the unfavorable things about a 
customer. It is here where con- 
flicts between sales and credit de- 
partments are apt to occur.” 

Then Mr. Steinkraus points out 
the factor which he believes to be 
a cure for this difference of opin- 
ion—and consequent loss of busi- 
ness—between the sales manager 
and the credit manager. He says: 





THE SALES DEPARTMENT IS APT TO LOOK ONLY FOR THE FAVORABLE AND THE CREDIT 


DEPARTMENT FOR THE UNFAVORABLE 
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“If the sales manager would be- 
come more credit-minded and the 
credit manager would become 
more sales-minded, they would 
more nearly approach their re- 
spective jobs the way the head of 
the business would do. A sense of 
proportion would always be evi- 
dent between the desirability of 
the business and the risk involved. 

“If I could give one word of ad- 
vice, therefore, to credit managers 
and sales managers alike, I would 
say, ‘Do your job and run your 
department with the same broad 
viewpoint that the president of 
your company would if he were 
handling your job.’” 

Continuing to maintain the 
sales manager’s slant of the situa- 


tion, Mr. Steinkraus points out 
that there are still other factors 
which would enable the credit 
manager to better codperate with 
the sales department and still lose 
none of the functions of his own 
office. He stresses these points as: 
1. Good training in letter writing; 
2. Making calls on important cus- 
tomers with the salesman in the 
field; 3. Becoming a keen student 
of trends of business. With regard 
to the last named point he says: 
“The critical time in most busi- 
nesses is during changing business 
cycles. Anyone who could have 
foretold the recent depression 
with some degree of accuracy 
forecasting the time, could have 
saved his company much money. 


27 


A credit manager who can sense 
such trends can be of infinite 
value to his company.” 

In concluding his article, Mr. 
Steinkraus refers briefly to the 
working conditions in his own or- 
ganization when he says: “I am 
glad that in our own organization 
we have no such problems. Our 
credit department and our sales 
department work hand in hand 
and I can honestly say that I have 
never found it desirable, or advis- 
able, to overrule the better judg- 
ment of our credit department. 
We have always worked as a team, 
and the heads of both depart- 
ments are trying to handle their 
jobs as the president of the com- 
pany would do.” 


“The World’s Greatest Salesman” 


= world’s greatest salesman is 
not a topflight executive, he is not 
a world-famous manufacturer, nor 
a manufacturer’s salesman, nor 
the moving spirit behind a huge 
jobbing house. He is not the whole- 
saler’s salesman—nor even the 
proprietor of a retail store. 

“He is a retail salesman who 
really knows his stuff, who is really 
interested in the product he is 
selling, and who really under- 
stands consumer psychology. 

“I maintain that a good retail 
salesman is the greatest salesman 
in the world because he is the 
salesman who really makes the 
sale. No merchandise can be con- 
sidered sold until it is in the hands 
of the buying public. 

“The fellows ahead of him in 
the procession have made a Sale, 
and, in some cases, probably have 
had a tough time making it. When 
the manufacturer’s salesman gets 
his order from the wholesaler, the 
wholesaler is buying something on 
which he not only hopes, but ex- 
pects, to make a substantial profit. 
And when the jobber’s salesman 
completes the transaction, he is 
taking an order from a _ store 
executive who counts on turning 
over the merchandise at a figure 
that means an addition to his 
bank account. 

“But when it comes to the retail 
salesman’s turn, he is selling and 
nothing else but! He is selling to 
the buyer with the least money, 
and he is selling against the 
stiffest competition. No matter 


Excerpts from the Executives Service Bulletin for May, 


1937, Published by the Policy Holder's Service 


Bureau, Metropolitan Life Insurance Company 


By Harry Boyd Brown, 
National Merchandising 
Manager, Philco Radio and 


Television Corp., Philadel 
phia, Penna. 


what he is selling, everybody in 
the world is his competitor. He is 
selling his article, whatever it is 
(even if it is a Philco) against the 
competition of the grocery man, 
the butcher, the landlord, the gas 
company and the tax collector. 
“He is selling to the man or 
woman who doesn’t expect to get 
anything except pleasure or serv- 
ice or comfort out of that which 
is being bought—and who is bal- 
ancing the cost of a new car, a 
new hat, or a new radio against 
the bills coming in the first of the 
month from a dozen unrelated 
and supposedly noncompetitive 
sources. They are competitors— 
the toughest sort of competitors— 
because they are the necessities 
of life, the things none of us can 
do without. And it is meeting and 


beating this competition that 
makes the good retail salesman 
head man in his field. 

“No merchandise is really sold 
until the retailer sells it. The 
whole manufacturing, distributing, 
merchandising structure is built 
on his selling efforts, on what he 
does when a customer enters the 
store.” 

+ +. * 

Mr. Brown goes on to tell what 
Philco does to acquaint the retail 
salesman with all the facts of the 
product. He explains why his 
company carries on nation-wide, 
continuous educational work in re- 
tail selling so that “the man on 
the firing line” need not be at 
loss to handle the competitive 
situations he meets every day. The 
plan of application used by Philco 
in supporting the efforts of “the 
world’s greatest salesman” is well 
conceived. But the important 
thing for office equipment dealers 
and all other retail merchants is 
recognition of the retail sales- 
man’s needs and the preparation 
of plans to assist him, so that he 
actually may become “the world’s 
greatest.” 
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Are You on a Nine Month Year? 


By and large, office machine 
dealers make very little money in 
June, lose some in July and about 
break even in August. Three 
months—a quarter of the year’s 
opportunities slip away each year 
when annual profits could just as 
well be a third greater. 

Let us analyze this statement. 
If we average up the many surveys 
made of dealers’ gross sales, cost 
of doing business and net profits, 
we find on the whole, month in 
and month out, year after year, 
for each $1,000 worth of business 
done, more than $800 goes for cost 
of goods and overhead. 

So—whenever business runs 
twenty per cent below average, 
there are apt to be no profits—and 
this happens each year during 
June, July and August. Now, if we 
take as a unit, sales of $1,000 a 
month, we find an average month- 
ly profit of $200 or $2400 annually, 
all made, however, in nine months. 
Obviously then, three additional 
normal profit months would in- 
crease profits by one-third, like- 
wise profiting at the average 
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monthly level would increase prof- 
its twenty-five per cent. 

How can dealers realize from 
one-fourth to one-third more 
profit? The one word “activity” is 
the answer. This has been proved 


a thousand times over by both 
dealers and manufacturers, if one 
will but analyze the results of spe- 
cial promotions, contests, etc., 
staged during these off months. 

More than one concern has 
turned the worst month of the 
year into one of the best by put- 
ting on an annual off-season pro- 
motion campaign. So, let no one 
say that “poor business in the 
summer cannot be helped” be- 
cause it has been done too many 
times. Yes, it takes hard work 
and less fishing. It is squarely up 
to you whether or not the extra 
profit is worth it. 

Most owners of businesses are 
energetic and ambitious—they en- 
joy work that produces profits and 
would gladly forego a little fishing 
if they could see a Chinaman’s 
chance of upping annual profits 
twenty-five to thirty-three and 
one-third per cent. 

The chart above indicates more 
clearly than words why this is pos- 
sible. How to make it possible is 
another important question. 

Of course, you must know where 
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you are going if you expect to get 
there. So, set up your objective 
and then see how far you can ex- 
ceed it. Take your preceding 
twelve months sales from July 1, 
1936, to June 30, 1937—divide it 
by twelve and make that figure 
your quota for July and for Au- 
gust. Now divide that figure by 
four to get a weekly quota. This 
leaves two or three days of grace 
to make up for any shortcomings 
on off weeks. 


Two Sources of Sales 
You get business through adver- 


tising contacts and personal con- 
tacts, so you now have these two 
subjects to go to work on. 
Advertising Contacts require ex- 
penditure. How much? Play safe. 
Figure on five per cent of your 
quota. How to spend it? That de- 
pends. If it is a sizeable figure, 
you might be able to run some 


W uy ARE some men so anxious 
to draw the profits out of their 
business and put them into some- 
thing else? If a man is not willing 
to leave his profits in his own busi- 
ness for its greater development, it 
would seem he has more faith in 
the development of some other 
business than in his own. Or per- 
haps he lacks the vision to see the 
possibilities of his own business 
and prefers to trust the vision of 
someone else. I have an idea that 
if more men were willing to back 
their own business with their 
profits, the American Bankers’ As- 
sociation would not have to report 
so large an annual loss of money 
invested in fraudulent securities. 


* * * 


No longer does the phrase “In 
conference” carry the magic it 
once did. Big business men whose 
meetings justify being called con- 
ferences are no longer so particu- 
lar thus to designate them. They 
are not interested in conveying the 
impression of sacred official func- 
tions. Little business men who try 
to dignify unimportant gatherings 
by calling them conferences, fool 
no one. When the “In conference” 
phrase was at its highest rating, it 
was rolled from men’s tongues 
with the same satisfaction one 
might feel in saying, “My friend, 


bargain copy in your newspaper. 
But if in doubt, put it all into di- 
rect mailings and the preparation 
and distribution of Business Reply 
Cards. Go to your manufacturers 
for as much material as you can 
get for nothing and use the bulk 
of your appropriation for its dis- 
tribution. Circularize old machine 
users for trade-outs. Offer stand- 
ard service jobs at set prices. Fea- 
ture the idea of having machines 
overhauled during vacation time, 
so they will be ready for hard 
service again in the fall. Make a 
list of prospects for various items 
whose activity is greatest in the 
summer. For example, golf clubs, 
summer hotels, vacationists, laun- 
dries, filling stations, lumber, bev- 
erage, ice-cream businesses, etc. 
Single out products most salable 
at this season and push them dou- 
bly hard. 





Hit or Miss 


J. P. Morgan.” I may be wrong, 
but I have the thought that call- 
ing a committee meeting or a 
board meeting “a conference,” 
sometimes adds about a hundred 
per cent to its expense and de- 
tracts about seventy-five per cent 
from its effectiveness. 
= : * 

The Howard Clock Company of 
Boston, Mass., had a man working 
at the tower clock of a church of 
which I was at the time a trustee. 
I stopped and visited with him 
and commented on the great care 
he seemed to be taking with his 
job. “I don’t want to be sent back 
here,” he offered in explanation. 
“The company pays us a bonus for 
each job when it has worked per- 
fectly for a year after being done. 
I figure on fixing this so it will 
stay fixed.” That is the kind of a 
bonus that has something in it 
for all parties concerned. 

* + * 

The bigger the business, the 
greater its momentum and the far- 
ther ahead its executives should 
be able to see. The chauffeur of 
a Ford truck may not need a clear 
road for more than a hundred feet 
ahead of him. The engineer of the 
Empire State Express must be as- 
sured of fifteen miles of clear 
track. Many wrecks have no other 
cause than failure to look ahead 
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Personal Contacts can be spurred 
by introducing a “task and bonus” 
plan with your employees. Set a 
goal for everyone, then offer an 
appropriate bonus for making it 
and something additional if the 
total quota of the business is made 
during the period. This makes ev- 
eryone work together—they help 
each other and spur one another 
on because all are interested in 
the group accomplishment. Ask 
each one to set up his own “work 
plan,” salesmen agreeing to make 
a given number of calls—demon- 
strations—trials, etc.; service men 
to solicit overhauls and supply 
business; office girls to address and 
mail so many pieces of advertising 
in addition to their regular work, 
etc., etc. 

Get activity and you will get 
sales! 


and make certain of a clear road. 
It is so in both traffic and busi- 
ness. You know men who have 
wrecked their automobiles because 
they took a chance on what was 
around the corner. You know men 
who have wrecked a business for 
the same reason. I don’t believe a 
man has any right to drive a car 
faster than the visible clear road 
ahead of him warrants. I know he 
has no business driving a finan- 
cial enterprise faster than the 
clear road ahead warrants; cer- 
tainly not if the funds of others 
than himself are involved. 
* + * 

In many cases we get along with 
cheap or inferior equipment from 
mistaken motives. “Doesn’t the 
use of high priced tools increase 
your loss through lost, strayed or 
stolen items?” I asked a shop man 
“It works just the other way,” he 
replied. “When we use the best 
tools obtainable, we get all the ad- 
vantage that goes with their use, 
and, besides, the workmen appre- 
ciate them more and take better 
care of them. We seldom lose a 
really good tool. Cheap ones dis- 
appear almost by the dozen.” I 
believe, apart from its better serv- 
ice, the best of factory or office or 
store equipment, will be much the 
cheapest, because of the better 
care it will receive —FF 
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Specialty Selling Methods of 


American Office Equipment in 


Argentina 


Ed. Note—In describing the 
plan under which he has built and 
is now expanding his office spe- 
cialty business in Argentina, Mr. 
Blier would have no reader take 
the impression that the methods 
employed by other Buenos Aires 
importers in the office equipment 
field are in any way lacking. A 
number of fine concerns there, 
some of them long engaged in the 
business, have developed the mar- 
ket for United States office ma- 
chines and supplies. Argentina, 
with twelve million population, is 
a country of wide domain. Its 
agriculture, cattle raising and 
other industries are in flourish. A 
remarkable people, progressive 
and receptive to the new and 
practical things. Cultivating the 
markets are many nationalities, 
the United States being repre- 
sented by plants of many manu- 
facturers—“Ford,” “Firestone,” 
“Goodyear,” “DuPont” and others. 

Mr. Blier, temporarily in New 
York at 2 Broadway, has had the 
Bates Manufacturing Company 
agency for several years. He has 
completed arrangements with five 
or six other manufacturers and 
will sail for Buenos Aires in Oc- 
tober. 


= years ago I sailed for the 
River Plate markets to try my 
luck in selling U. S. office equip- 
ment and allied specialties. In 
seven years there I gained certain 
experience which may be of some 
value to manufacturers who al- 
ready deal in those markets or 
contemplate entering them. 
Notwithstanding my previous 
export experience of over six years 
and the study and careful prepa- 
rations I made before going to 
Argentina, a brief stay there dis- 





Informative Comments Based upon Eight Y ears 


Sales Experience in South America 


By M. E. Blier, Univer- 


sal Products Company 








MR. BLIER 


closed how limited was my knowl- 
edge. My preliminary investiga- 
tions made it appear that one year 
would be more than ample for 
learning all there is to know about 
the idiosyncrasies of the market, 
but after working the territory for 
eight years, I feel there is still 
much to learn. 


My first discovery was that ad- 
vance predictions for South Amer- 
ican market conditions are practi- 
cally worthless, because of the 
uncertainty of what the next 
month may bring. Along with 
some difficulties I encountered 
upon arrival in Argentina was a 
little revolution, which took place 
soon thereafter. As there had been 
political peace for about fifty 
years prior, this affair may have 
been staged just for my benefit, 
to give me an idea as to how really 
bad things can be. 


This experience I mention only 


because it taught me that even 
such a “mild” upheaval as this 
turned out to be, could knock the 
bottom out of the market. The 
going had been none too easy, but 
this change of regime brought my 
little business to a complete stand- 
still, due to tremendous deprecia- 
tion of the national currency. A 
long time after the fluctuating 
rate of exchange ‘decreased the 
little buying there was and unless 
the importer was able to carry 
stock and quote landed prices in 
national currency, he could as 
well close his doors. 


But oddly enough, the situation 
afforded starting point of an idea 
to promote the sale of high priced 
specialties in a market where even 
during the best of times, price was 
the deciding factor. 


Having diligently canvassed the 
jobbers and dealers in office sup- 
plies, I soon found out that no 
matter how attractive a proposi- 
tion one had, dealers would not 
place orders of even a few dollars 
for things new to the market. No 
one seemed willing to exert the 
least effort to promote the sale of 
anything novel. The excuse was 
stocks of goods on hand. These 
must be disposed of before they 
would consider anything addi- 
tional even if the new item was 
much better and lower priced. 


Although the products I offered 
had great sales possibilities, prac- 
tically all of the dealers com- 
plained of the price. They ap- 
proximated the cost of the raw 
material used, giving no consider- 
ation to the cost of dies and tools 
and other manufacturing over- 
head. The economical function of 
the article, what the device could 
do or save for the buyer, was not 
taken into account. Which fact 
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made an acute problem for those 
who specialized in selling quality 
and service. 

It was difficult to convince that 
price and quality go hand in hand 
and that it is more economical to 
purchase quality at its price rather 
than to buy on price alone. Be- 
cause of receptivity to price rather 
than to quality, Latin-American 
markets came to be considered as 
price markets where quality had 
no chance. 

Once convinced that no assis- 
tance could be expected from 
dealers, I decided to adopt the 
methods employed in the United 
States. I knew my products were 
right, that there was a need and 
a good use for them and I was 
convinced they could be success- 
fully sold if I could only tell my 
story to the user. 

Persons whose opinion I asked 
gave me no encouragement what- 
soever. Failure of the plan was 
predicted. Particularly because it 
was general practice in the 
“States.” They seemed to have the 
notion that any idea employed 
with success in U. S. A. would fail 
in Argentina. Because custom is 
so well established there, no 
dealer would even experiment. 
Moreover, they insisted that even 
if successful to limited extent, the 
idea was doomed to failure be- 
cause by going direct to the con- 
sumer to introduce the utilities, 
all dealers would be massed 
against me, using all means at 
their disposal to retard my prog- 
ress and definitely refusing to 
handle my products even if a de- 
mand was created. 

Soon after arrival, I learned 
that price cutting was a general 
practice. The idea being that the 
only way to get business is by 
shading the rival’s price. Once 
started, prices were cut until no 
profit remained for the dealer. 
And since it is impossible to re- 


THEY LEARN ON GLOBE- 
WERNICKE DESKS. — Pictured 
here is an installation of thirty 
Globe-Wernicke Co. drophead 
steel typewriter desks recently 
placed in the office training de- 
partment of the Elliott School 
of Business, Wheeling, West 


store just prices after they have 
been cut to minimum low, the ar- 
ticle is discarded and its market 
ruined. Many good lines have met 
this fate as the result of these 
shortsighted and unwarranted 
policies. 

But despite prejudice against 
our advertising campaign direct to 
users and intensive user cultiva- 
tion by our salesmen, and despite 
insistence that established prices 
be maintained, dealers’ interest 
was eventually won. And what 
they have accomplished in the 
last several years as result of our 
policy and codperation have made 
them enthusiastic supporters of 
the plan. 

The plan is simple enough and 
familiar to the trade in the 
United States. Briefly put, it con- 
sists of—Ample stocks. Mainte- 
nance of price for all goods. Gen- 
eral and direct mail advertising. 
Intensive cultivation of the con- 
sumer field by salesmen carefully 
chosen and especially trained. 
Leads developed by both advertis- 
ing and salesmen’s calls referred 
to dealers. Codperation with deal- 
ers’ salesmen on special transac- 
tions. Training dealers’ salesmen. 
Arranging special window displays 
for dealers. Making special ex- 
hibits in dealers’ stores. (Consign- 
ing some products upon occasion.) 
And furnishing salesmen to assist 
in such events without charge to 
the dealer. Arranging sales con- 
tests between dealers’ salesmen 
with cash prizes. Operating a re- 
pair and maintenance depart- 
ment. 

Ample stocks on hand entail 
several advantages. Dealers are 
saved necessity of tying up capital 
in considerable stocks of their 
own; they avoid risk of delay and 
risk of fluctuating exchange in 
duties which affect their transac- 
tions when orders are placed di- 
rect with the manufacturers. For 
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their own convenience, however, a 
number of dealers keep well sup- 
plied. 

By keeping ample stocks we have 
exact figures on landed costs in 
national currency and established 
precedent for custom rates on fu- 
ture shipments. The merchandise 
being already paid for, makes it 
possible to establish sufficiently 
exact cost to serve practical pur- 
pose, despite fluctuating exchange. 

On the basis of these figures, a 
price list providing fair margin of 
profit for dealers was established. 
But at first some dealers would 
cut the price by granting “quan- 
tity” or “confidential” discounts. 
All such were notified that repeti- 
tion would result in loss of their 
source of supply. In no case was 
more than one such notice re- 
quired. 

The repair and maintenance de- 
partment saves dealers consider- 
able expense. Replacements or 
repairs necessitated by defects in 
material or construction are of 
course made without charge. 
Otherwise there is a nominal fee 
to cover cost only. 

Government business, which is 
placed only by competitive bids for 
its requirements, is cultivated un- 
der a plan by which the order is 
secured for the dealer when the 
bids for such things as we handle 
are accepted. The same plan is 
followed in cases of users of large 
quantities who follow competitive 
bidding procedure. 

It will be observed that the plan 
not only affords the dealer advan- 
tages by ensuring a fair profit in 
his transactions, but it affords the 
users equal advantage through 
full measure of value and service. 
Did space permit a little elabora- 
tion, it would be clear that the 
plan brings the dealer’s store with 
its great variety of utilities to the 
user. Which was the thought I 
had in mind when formulating it. 


Virginia. The school is one of 
the best omen in the United 
States and has a widespread 
reputation for fine educational 
work. The large sale was made 
by Accounting & Office Ma- 
chines Company, the local Globe- 
Wernicke dealer. 








OFFICE 


WOOD & STEEL 





Questionnaire— 


Note.—A reprint of this article, 
which was presented in Office Ap- 
pliances for June, 1926, was re- 
ceived from Mr. Peirce with the 
following notation, “About eleven 
years ago—written long before 
NRA, AAA, Social Security Act, etc. 
And it is true today—even more 
so than June, 1926—Why? You 
guess.” Without further permis- 
sion from the author we offer the 
questionnaire again. 


How many years have you han- 
dled office furniture? What has 
been the average net investment 
over the number of years you have 
been in this business? 

What has been the average net 
return over the number of years 
after complete deductions includ- 
ing income tax? 

Has it been equivalent to an in- 
vestment in gilt edge bonds which 
incurs practically no risk? 

Has it equalled that of your 
friends in other lines of business? 

Do you contemplate the future 
with perfect assurance based on 
your experience of the past few 
years, leaving out hope and op- 
timism, relying solely on the fig- 
ures your auditor presented? 

If you are at liberty at the pres- 
ent time with no business connec- 
tions and had $150,000 to invest, 
would you put it in the office fur- 
niture business? 
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To Be Answered Silently 


By T. F. Peirce, President, 
The Pacific Desk Company, 


Los Angeles 





Would you advise your best 
friend to go in the office furniture 
business? 

Looking things squarely in the 
face and looking over the number 
of years you have been in the 
business, is it your opinion that 
the office furniture dealer puts the 
price on his wares, or does the 
buying public set its own price? 

How many of your competitors 
do you go to lunch with occasion- 
ally or meet evenings socially? 

How many of your competitors 
are mighty fine fellows,—just good 


old square shooters, and just what 
do they think about you? 


Do you actually run your own 
business or do your salesmen run 
it, setting their own prices as their 
whims may dictate? 

In setting up your monthly 
statement do you take deprecia- 
tion for (a) fixtures and decora- 
tions, (b) office equipment, (c) 
mechanical equipment, trucks, 
etc. (d) approximate monthly 
amount of your city, county and 
income taxes, (e) appropriations 
to purchase new equipment, (f) a 
small fractional percentage to 
take care of bad accounts? Do you 
charge off your suspense ledger all 
accounts that are not collectible 
after 120 days? 


Do you depreciate and charge as 
an expense merchandise on your 
floor and in your warehouse that 
has been there over one year? 


Does one month of bang-up, 
good, profitable business affect 
your judgment in any way and by 
so doing cause you to feel that you 
can take orders at lower prices 
rather than lose them, or do you 
take a complete statement of the 
last twelve months’ operations and 
on those figures base your con- 
clusions? 

In the light of the Federal Trade 
Commission’s statement that the 
retail store is entitled to 12% per 
cent net profits on its sales, do you 
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feel that they will ever turn their 
attention to the office furniture 
world? 

Do you feel that the office fur- 
niture industry and your own 
business in particular is without 
need of any improvement; that 
it is quite satisfactory and your 
returns more than ample? Or do 
you feel that something should be 
done, but that the situation will be 
reached by either one of the fol- 
lowing two roads: (a) That some 
day through some unforeseen con- 
tingency everything will change; 
that business will be perpetually 
good; that your competitors will 
charge a fair price; that in the 
twinkling of an eye or the flick of 
a hand some marvelous voice will 
cry out in the wilderness, “Hocus 
Pocus” and all will be changed? 
(b) Or that somewhere out of this 
vast land of ours will be a Moses 
arise to lead the children of the 


office furniture business out of the 
wilderness into the land of milk 
and honey? 

If not believing in either one of 
the two above roads, do you not 
concur with the writer that the 
only way out,—the only way that 
has ever been or ever will be—is 
through our own individual efforts 
by setting the example; by con- 
centrating our eyes, not on the 
volume of sales, but upon the final 
net return—the kind of a net that 
a certified public accountant 
would make out? To close your 
ears entirely to the frantic urging 
of your sales people; to laugh at 
the jobs that come without return 
because it is good advertising or 
that it is an honor; to laugh at 
the purchasing agent who pits you 
against your competitor and car- 
ries false tales back and forth; to 
close both ears and mouth to the 
rumors of the difficulties of your 


Sales in Office Furniture 


Place Premium 


Approach 


Tm personal approach is at a 
premium in boosting the sales of 
office furniture, in the opinion of 
S. T. Taylor, who has charge of 
this department in the A. R. Tay- 
lor Company store, Memphis, 
Tenn. It is largely due to this 
method of selling that his store’s 
office furniture volume has in- 
creased considerably during the 
past year. This is in addition to 
the influence of improvement in 
general business conditions, Mr. 
Taylor reported. 

“We don’t sell much office fur- 
niture through advertising,” Mr. 
Taylor pointed out. “You’ve got to 
go into a man’s office, and say to 
him, ‘Why don’t you fix your office 
up?’ before you can get him really 
interested. I try to stress the im- 
portance of the newly refurnished 
office as a customer’s best means, 


on Personal 
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competitors—wouldn’t that be the 
wisest course? 

Would it not be a good thing for 
all concerned if our manufactur- 
ers would put a resale on their 
product and then see to it that 
their resale price was strictly ob- 
served? Will the manufacturers 
ever do this if they are not urged 
to do so by a sufficient number of 
representative dealers? 

And last, is there any reason 
why the office furniture business 
should not be a profitable and 
honorable line of business? That 
all its members should not be 
looked upon as upstanding repre- 
sentative business men in their 
own community? Is there any 
reason why they should not have 
this reputation? And if this be 80, 
where are they? 

And hearing your answer in the 
affirmative, may I ask you where 
the above condition is true? 


Leaves From:S. T. Taylor's Notebook of Experience 


as Manager of the Furniture Department for A. R 


Taylor Company, Memphis, Tenn. 


By Dwight Abbott 


or one of his best means, of ad- 
vertising his own business. 

“This works particularly well 
with doctors and lawyers, since 
their offices are the only real 
means of advertising they have. 
Sales to doctors and lawyers rep- 
resent a good portion of the office 
furniture business we have en- 
joyed recently.” 

While office furniture sales are 
hardly back to where they once 
were, the tendency on the part of 
business concerns to put money 
which might otherwise be taxed 
into “fixing up the office” has 
given the office furniture dealer 
his chance, says Mr. Taylor. Neg- 
lected for a number of years, of- 
fice furniture is now receiving a 


greater share of its due attention 
from business. 

Educational work on the part of 
the firm’s salesmen, promoting the 
new furniture instead of used, has 
also been given heavy emphasis, 
Mr. Taylor said. During the de- 
pression, he pointed out, many 
firms became “used furniture 
minded,” whether they could af- 
ford to buy new furniture or not. 
And the “fad” was all for used 
furnishings. It is this attitude the 
firm has tried particularly to 
break down among those busi- 
nesses which can actually afford 
new furnishings. 

The Memphis firm does give 
some attention to newspaper pro- 
motion for used furniture, and 
this class of merchandise still fig- 
ures in its marketing. But “we 
dislike to sell a man used furni- 
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ture; the best excuse for it is the 
chance it may give us later when 
he can be sold new furniture.” 
Likewise, by using it as an adver- 
tising approach, many customers 
brought into the store through 
used furniture appeal can be 
switched to something better from 
the ample stocks of new furniture 
on hand. 


YAWMAN AND 
ERBE ON THE IS- 
LANDS! — This in- 


teresting picture 
was taken in the 
record rooms of the 
Honolulu police de- 
partment in which 
the Honolulu Paper 
Company has recen- 
ly installed more 
than fifty Y and E 
Empire card files 
and fingerprint up- 
rights. The police 
department is under 
the capable direction 
of Chief Gabrielson 
who has gained na- 


Return to carload lots pur- 
chases on new furniture indicates 
the extent of improvement in 
business for the firm. Ample stor- 
age and display space is allowed 
office furnishings. An entire dis- 
play floor is given over to the de- 
partment. Most of this is massed 
display, but two or three “studios” 
with half height walls enable the 





Putting Posture Chairs Into 


Service 


i; HAS often been stated that we 
need to be reminded more than 
to be instructed, and this is espe- 
cially true in the sale of office 
furniture and equipment. Sales- 
men and purchasers of such mer- 
chandise are well aware of the 
features and qualities of office 
furniture and equipment, but 
must be reminded in order that a 
full appreciation of such features 
and qualities may be had at the 
right time, and the desired results 
attained. 

In the discussion of the sale of 
posture chairs, the first suggestion 
I would offer to a salesman is to 
make a thorough use of the excel- 
lent literature on the subject of 
posture chairs which has been 
made available by the manufac- 
turers of this type of equipment. 
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extensive displaying of ensembles. 

But the best method of selling 
new furniture is the personal con- 
tact made by Mr. Taylor and his 
salesmen. “If a man has an old 
desk, you’ve got to see him per- 
sonally in order to convince him of 
the value of replacing it with a 
new, efficient piece of equipment.” 
—BART. 


tional recognition 
for the modern 
and efficient manner 
in which he conducts 
it. There is now a 
file of over 110,000 
case reports and an 
index card system 
which is rapidly ap- 
proaching the half- 
million mark. For 
these Chief Gabriel- 
son finds the 
Yawman and Erbe 
Manufacturing Com- 
pany’s files meet his 
most exacting re- 
quirements. 


Pertinent Points on Selling a Popular A\rticle that 


Helps to Build Efficiency 


By J. Andrew Smith, 
J. Andrew Smith 
Company, San 

Antonio, Tex. 

















MR. SMITH 


Naturally, one of the most im- 
portant steps in promoting this 
sale is to get a chair placed on a 
free trial basis. This alone cannot 
make the sale, however, if the 
salesman is not thoroughly famil- 
iar with the subject and is con- 
scientiously interested in seeing 
that the chair is properly adjusted 
to the individual who is to use 
it. A knowledge of proper chair 
adjustments is a requisite. Just 
as in any other line of selling, the 
salesman who is familiar with the 
subject, and capable of making 
correct adjustments, will be most 
likely to succeed in selling posture 
chairs. 

In the process of selling posture 
chairs to be used by typists and 
clerks, it is essential first to get 
the chair placed on trial so that 
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the worker will become sold on 
the idea. Further than this, the 
salesman must interest the execu- 
tive in the welfare of his em- 
ployee, as the final say will natu- 
rally be left with him. 


Users’ Opinions Sought 


We sometimes select a group of 
executives and address a personal 
letter to them in which we enclose 
some outstanding piece of litera- 
ture on the value of posture chairs 
in the business office. In this let- 
ter we attempt to explain results 
that have been claimed in the 
field of posture, and ask their per- 
mission to give the chair a trial 
in their offices. Of course, entirely 
without obligation. At the end of 
this trial period, we ask the favor 
of a candid opinion. This attitude 
leaves an impression that we value 
the judgment of these men and if 
they consider the posture seating 
a good thing, we ask the privilege 
of featuring their opinions. 

We have also selected a few of 


GLOBE -WERNICKE 
EQUIPMENT I N 
NEW OFFICES OF 
ta S38 83.8 * 
TIONAL PRINTING 
INK CORPORA- 
TION, NEW YORK 
CITY.—Two views 
of the newly fur- 
nished IPI offices 
equipped with G-W 
steel files and Ad- 


the outstanding local doctors and 
have addressed letters to them, 
which read, approximately, as fol- 
lows: 

“Dear Dr. Jones: 

“Much has been written re- 
cently regarding the health value 
of posture seating in office and 
factory. Many claims have been 
made for this type of seating by 
not only the manufacturers of 
chairs, but by medical authorities 
and physical culturists. Before 
featuring this type of chair, we 
are asking for the candid opinion 
of several prominent members of 
the local medical fraternity. 

“In order that they may have 
first-hand information, we are 
asking that they use one of the 
executive models for at least ten 
days. At the end of this period, 
we will appreciate their candid 
opinion either for or against the 
claims made by the manufactur- 
ers of posture seating. 

“May we deliver one of these 
chairs to you, adjust it to fit, and 
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leave it for your use for the next 
ten days? 

“At the end of this period, we 
will appreciate your candid opin- 
ion on the subject, and will natu- 
rally value your comments. 

“Yours very truly, 
“J. ANDREW SMITH COMPANY.” 

Those who have sold posture 
seating know that the doctor in 
most cases will purchase the chair 
and become a booster for posture 
chairs. 

In summing up our ideas for 
selling posture chairs, briefly, we 
classify it as a matter of “educa- 
tion and perspiration.” Educate 
your prospective customer to the 
value of posture, and perspire a 
bit by lugging the chairs into the 
offices, which requires a lot of 
stooping and bending to adjust 
properly. Incidentally, this proc- 
ess of adjusting is valuable exer- 
cise for the salesman, especially 
for those past thirty and with an 
inclination toward stoutness. — 
BCR. 


vance desks. The 
furniture is finished 
in an _ attractive 
shade of gray ‘‘Duro- 
Velv’’ with chromi- 
um plated hardware. 
The installation was 
made by Danes, 
Dancker, Lane, Inc., 
Globe-Wernicke deal- 
ers in New York. 
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Tangora Smashes Typing Speed Record 


Sets New All-Time High For Both 
Speed and Accuracy 


At the fifth international commercial schools con- 
test, held at the Hotel Sherman in Chicago on June 25, 
last, Albert Tangora not only successfully defended 
his speed typing title, which he won at a contest 
staged a year ago by the same organization, but at- 
tained the remarkable speed of one hundred forty-one 
net words per minute and the equally remarkable 
accuracy of ninety-nine per cent plus perfect, there 





ALBERT TANGORA WHO ACHIEVED A 
SPEED RECORD OF 141 NET WORDS 
PER MINUTE IN THE PROFESSIONAL 
TYPING EVENT SPONSORED BY THE 
INTERNATIONAL COMMERCIAL 
SCHOOLS CONTEST. 


being only thirty-two errors in the hour’s work. He 
exceeded his speed record last year by six words per 
minute. 

This is the third consecutive year that Tangora has 
won the world’s typing championship sponsored by 
the “International Commercial Schools” contest com- 
mittee, using standard model Royals in the two pre- 
vious years. He won the title in 1935 with a rate of 
one hundred twenty-eight net words per minute. And 
in 1936 with a rate of one hundred thirty-five net 
words per minute. 

Second place in this year’s event went to Cortez 
Peters of Washington, D. C. He used a standard model 
Royal and wrote at the rate of one hundred thirty- 
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eight net words per minute with only thirty-four 
errors, in which feature he also broke the old world’s 
record. 

Miss Stella Willins, using a standard model Royal in 
the contest, set a new record for women by writing 
one hundred twenty-eight net words per minute, 
breaking the previous high record, held by her, of one 
hundred twenty-four net words per minute. 

The world’s amateur typing championship went to 
Miss Marjorie Eisenegger of Cleveland, using an Un- 
derwood standard typewriter and writing at the rate 
of one hundred and thirteen net words per minute for 
one-half hour from unfamiliar copy. 

The world’s amateur transcription championship 
was won by Miss Lenore Fenton, using a standard 
model Royal typewriter, equipped with Dvorak key- 
board, who wrote at the rate of eighty-seven net words 
per minute. 

The International Commercial Schools Contests, 
held under the direction of the International Com- 
mercial School Contests committee with an executive 
board consisting of W. C. Maxwell, chairman, Hinsdale 
High School, Hinsdale, Ill.; D. C. Beighey, Western Illi- 
nois Teachers College, Macomb, Ill. and Lillian Mur- 
ray, East Peoria High School, East Peoria, Ill. and an 
advisory board headed by George R. Tilford, Syracuse 
University, Syracuse, N. Y., had more than four hun- 
dred competitors, a great majority high school and 
commercial students from a wide number of states, 
participating. The contest lasted for two days, climax- 
ing with the world’s typing championship which was 
watched by an audience of more than one thousand. 

Several well known members of the industry were 
present at the contest and showed keen interest in 
the amateurs and novices as well as the professional 
contestants. Among the noted visitors were J. J. Seitz, 
president, Underwood Elliott Fisher of Canada, Tor- 
onto; James Ward, Sr. and James Ward, Jr., Shipman- 
Ward Manufacturing Company, Chicago; Max Miller, 
sales manager, Royal Typewriter Company, Inc.; James 
Vreeland, head of the Royal supply department; W. H. 
Beckwith, advertising manager of the Royal Type- 
writer Company, Inc.; J. E. Thrasher, assistant sales 
manager of the Woodstock Typewriter Company, 
Chicago. 





SPEED TYPING EVENT SPONSORED BY INTERNATIONAL COMMERCIAL SCHOOLS CONTEST, HOTEL SHERMAN, 
CHICAGO, ILL., JUNE 25, 19387 (Photo by Courtesy of Kaufmann & Fabry) 
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INTERIOR OF THE NEW YAWMAN AND ERBE 


1. Office of C. G. Woosley, New York manager. Left to right: 
Mr. Woosley, Charles Ward, Y and E Rochester organization; H. E 
Eisenhordt, assistant New York manager. 2. A model office show- 
ing striking results obtained by use of an enlarged photograph of 
lower New York in the window. 3. General view of the display 


NEW “Y AND E” OFFICES HAVE SPLENDID 
DESIGN AND LAYOUT 

“Very impressive and quite the finest” were the gen- 
eral expressions used by the many persons who visited 
the new Yawman and Erbe Manufacturing Company’s 
offices at 9 Rockefeller Plaza, Radio City, New York. 
The occasion was the grand opening on June 22. 

I. Woodner-Silverman, 250 Park avenue, New York 
City, was the architect who created the effective dis- 
play. He is a member of the firm of architects who 
designed the “Production Building” for the New York’s 
World’s Fair in 1939. His work on the exposition build- 
ing earned him a first prize in competition as well as 
an honorable mention. Charles Ward, of the Rochester 
office of Yawman and Erbe, collaborated with Mr. 
Silverman in working out the plans and arrangements 





HOME IN ROCKEFELLER PLAZA, NEW YORK 


floor. 4. Reception room featuring Corning glass brick and East 

Indian rosewood. 5. Another view of the reception room. 6, Pri- 

vate office of C. W. Schreiber, manager of the national sales divi- 

sion. 7. Special display of desk in colortone special. The bays 
visible are for grouping suites. 


for the new quarters. The theory followed in working 
out the plans was that of creating broken vistas so 
that too much was not visible at one time from any 
particular place. No doors are used in the layout of 
the general display room. A remarkable effect was 
secured through the combined use of Corning glass 
brick and East Indian rosewood in the partition con- 
struction. 

A delightful harmony of color contrasts was created 
with the treatment of the walls and the carpet color 
selection. Combined with general indirect lighting and 
spot lighting on special displays, this blending of 
colors produced a striking effect. This was aided by a 
variation of light intensity. 

What was perhaps the most striking arrangement 
in the new offices was the display of the new modern 
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Gray line with aluminum chairs upholstered in red 
leather. In combination with the furnishings and the 
side walls is a great picture of lower New York City 
with all its various lighting effects. This picture is 
almost a reality by looks; it shows a view from behind 
a skyscraper window. 

All private offices in the new master suite were set 
up with standard products of the “Y and E” line. A 
different style of equipment appeared in the various 
offices. 

On the general display floor were exhibits of the 
complete line of equipment and supplies. A set-up 
of the various finishes was arranged in bays along 





THIS IMPOSING STRUCTURE, A PART OF 
ROCKEFELLER CENTER, NEW YORK, NOW 
HOUSES THE NEW YORK OFFICES OF THE 
YAWMAN AND ERBE MANUFACTURING COM- 
PANY. (Photo courtesy of Rockefeller Center, Inc.) 


the side wall, showing desks, chairs and other products 
of similar style. 

Present at the opening from the home offices were 
Francis J. Yawman, president; Edward Weter, general 
manager; Hugh Smith, vice-president in charge of 
sales; and Messrs. Clark and Ward. A constant line 
of visitors streamed in from many prominent concerns 
in the middle west and the east. C. Gordon Woosley, 
manager of the New York division, received many 


A SPLENDID BOOTH.—This artistic exhibit was 

maintained at the recent Marking Devices Association 

convention by Meyer & Wenthe, of Chicago. The 

show was staged at the Edgewater Beach hotel in 

Chicago and drew record crowds during the life of 
the convention. 
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congratulations for the fine results seen at the new 
quarters. It was Mr. Woosley’s twenty-fourth anni- 
versary of service with the company and a fitting 
tribute to his long period of service. Previous to that 
time, he spent five years as a salesman for a “Y and 


E” agent. 


PLANS COMPLETED FOR NORTHWEST 
BUSINESS SHOW 


A committee, headed by E. M. Hansen, governor of 
the seventh N. S. A. district, and composed of leading 
members of the stationery industry, has recently com- 
pleted plans for the Northwest Business Show sched- 
uled to be held in the Minneapolis Auditorium on 
October 6, 7, 8 and 9. Ensuring a record attendance, 
the committee has made arrangements whereby 50,000 
forty-cent tickets will be distributed free of charge 
by exhibitors, manufacturers, jobbers and dealers to 
all of their customers, including purchasing agents of 
manufacturers, railroads, city, state, and county offices, 
business firms of every type and business students of 
all schools, colleges, and universities. 

According to Mr. Hansen, present indications are 
that during the four days of the exhibition, there will 
be an attendance of 25,000 persons interested in the 
office equipment and supply business. Assisting Gov- 
ernor Hansen in the work as members of the commit- 
tee are L. P. Burlingham, W. V. Pierce, C. B. Balleau, 
and L. B. Wittgraf. Any or all of these committeemen 
may be reached at the Northwest Business Show head- 
quarters, 303 Tribune Annex, Minneapolis, where H. B. 
Cory, manager of the show, is in charge. 


MEILINK COMPANY ENDS STRIKE 


A strike of the seventy employees of the Meilink 
Steel Safe Company ended May 24 when the company 
signed a contract with the Toledo council of the Com- 
mittee for Industrial Organization. Timothy McCor- 
mick, C. I. O. organizer there, negotiated for the em- 
ployees, and said the contract is highly satisfactory. 
The agreement provides for a forty-hour week, time 
and a half for overtime, double time for Sundays and 
holidays, seniority rights, and a 12’ cent wage in- 
crease. All the concessions were made by the company 
in a counter proposal to the union, Mr. McCormick 
said. The only one asked for and not granted wou!’ 
have given employees vacations with pay. The strike 
began two weeks before. The strikers sat down in the 
plant and were peaceful.—AK 








“What! —A Typewriter Store Turns 
Barber Shop?” 


4i 

Mess Says Joe, “nuts! Man bites dog. St. Louis 
Browns win the pennant. A congressman refuses a 
federal grant for his constituents. Tell me anyone of 
those regular gags and I'll believe them. But when you 
hand me that one about running a barber shop in a 
typewriter store, Nuts, fellow, nuts!” 

“Put up or shut up,” I retaliates. 

Mumbling something strangely like a derogatory 
reference to me and my ancestors, Joe (that’s my pal’s 
name as I should have told you before) says, “OK, wise 
guy, here’s a fiver against yours it ain’t so. And to- 
morrow morning we go down there and have a 
‘look-see.’”’ 


Another sucker, friends. For once I held my chatter 
and waited for the morrow to collect. 

That’s how come that early the next morning Joe 
and I have our noses pushed flat against the show 
window of the American Writing Machine Company’s 
store at 368 Broadway. We lamp the place from top 
to bottom and Joe ups and hollers, “Oh, yeah, where’s 
this barber shop you were talking about? Pay me.” 

Just in the nick of time, a chap walks into the store 
and over to the counter where I see these new fangled 
shaving instruments and my hopes soar into the strat- 
osphere, pronto. I gave Joe a nudge and said, “Lamp 
the whiskers on him, his chin looks like a wire brush.” 

Sure enough this fellow walks over to the counter 
and one of the boys in the store hands him one of 
these shavers, inserts the plug in the wall and flips 
the switch. This fellow sticks his jaw out at the mir- 
ror and, by golly, if he don’t flick those whiskers off 
as clean as a whistle in less time than it takes to tell 
it, no brush, no lather, no mug, no nuthin’—just 
shaver, chin and whiskers. Taking a close look at his 
physiog in the mirror the fellow grins like Joe E. 
Brown, reaches down into his jeans, pays for the 
shaver, puts it in a nice leather zipper envelope and 
out he goes looking like he was pleased with himself. 

Nudging up close to Joe, I said, “Pay me, guy.” But 
Joe doesn’t seem to hear, acts like he was in a trance 
as I catch up to him walking into the store with his 
jaw stuck out (he does that when he suspects skul- 
duggery of some kind or other) and stalks up to the 
counter and says, “Hey, how come a typewriter store 
turns into a tonsatorial emporium?” 

The chap in the store was not quite prepared for 
this show of belligerence but he stands his ground, 
gulps a couple of times and says, “Why not? Most of 
our customers are men. They all have to shave. These 
new Remington electric Close Shavers attract their at- 
tention. They ask about them. Many are skeptical 
about how they will treat their own chins so we just 


THE REMINGTON CLOSE 
SHAVER.—This new electric 
shaver is equipped with a close 
shaving head. The cutters are 
not of uniform thickness, but 
are reinforced at five points 
for strength, thus giving a 
rigid bridge construction. In 
this way the cutting edges can 
more easily get down to the 
skin line and give a_ close 
shave action without the scrap- 
ing edge of a blade. A seventy- 
five degree swing angle re- 
moves the necessity for hold- 








“JOE TRIES OUT THE REMINGTON ELECTRIC SHAVER 
AND FINDS IT 80 GOOD THAT HE IS WILLING TO PAY 
SPOT CASH FOR IT. 


ask them not to shave in the morning and drop in 
on their way to their offices and have a free shave. 
Most of them do. They like them. They buy them. 
Result? A satisfied customer still better satisfied and 
a swell profit for the house.” 

That tongue-tied Joe for a “sec” but he was in this 
thing up to his neck now and one thing that Joe al- 
ways does, he sees things through. So I was not too 
surprised to hear him say, “Let me see one of them.” 
And while the chap was giving him an earful about 
how the thing-magig did its stuff, Joe pushes his jaw 
into the mirror and goes to work. (Gosh, this was so 
good, I snaps a picture of him in the act. Here it is.) 
By this time Joe is completely under the spell and be- 
fore I know it, he digs down in his jeans and forks out 
the price and he picks up the razor and walks out, 
grinning like an ape. 

When I joined Joe outside I says, “OK, fellow, hand 
over the fiver.” And, Joe, the son-of-a-gun, he kinda 
smirks at me and says, “Sorry, fellow, but I spent your 
fiver on this new shaver. Go and collect your com- 
mission from that typewriter guy.” 

Distribution of Remington Close Shavers in the type- 
writer industry is being handled by the American Writ- 
ing Machine Company through its own direct branches 
and also through independent typewriter dealers. The 
office machines store is revealed above as a logical 
outlet for a device designed to assist men in their daily 
task of shaving. The writer of the story says, “It’s a 
good tip to smart typewriter dealers.” 


ing the shaver ‘‘just-so.’’ The 
new device operates better 
when it is inclined a bit. The 


‘tolerance’ makes it easy to 
shave around corners. The 
combing bar is an important 
feature. It is really a minia- 
ture comb that guides the indi- 
vidual hairs into the shearing 
head. This is an asset for 
shaving around the neck, 
where the tendency is some- 
times for hairs to grow almost 
flat against the skin. This new 
Remington product is wae 
with a Westinghouse motor 
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NEW MACHINEAND DEVICE» 





PITT PRODUCES NEW MULTIPLE BINDER 


A new ring binder involving a clever multiple sys- 
tem which provides a large potential sheet capacity 
was recently announced by The Pitt Corporation, Kan- 
sas City, Mo., under the name of the Style X. 

The new system, which may be started with a one- 
inch capacity ring book, is unique in that the user 
need but add additional one-inch sections as occasion 
arises. (See illustration.) In this manner, it is ex- 
plained, it is entirely practical to build up a ring 
binder with a capacity for 1000 or 1500 sheets, or a 
capacity of six or seven one-inch rings. 

Other features claimed for the Style X are l. a 


PITT’S NEW MULTIPLE BINDER 





quick device for the removal or insertion of sheets; 
2. a ring arrangement which permits the sheets to be 
read from margin to margin; 3. a construction of the 
book which keeps the sheets perfectly flat when 
opened. 

According to officials of the corporation delivery 
can now be made on the Style X binders and extra 
sections from stock in the 11x8'% size with standard 
ring punchings. Black imitation leather binding is 
used. 

a 
A NEW DUPLICATING MACHINE 

A new hand-operated rotary type duplicating ma- 
chine which is claimed to be rapid and of simple 
operation, has just been put on the market by Ditto, 
Inc., Chicago, under the name of the “Ditto R-4 Rotary.” 

The makers claim that it will deliver up to 150 
bright copies from one original on sheets of any size 
up to 8% by 14 inches and deliver them perfectly 
flat and without curling. It is self-feeding and self- 
ejecting, which makes for very high speed of opera- 
tion. Copies can be reproduced in as many as eight 
different colors at one time from typewritten copy 


arts or drawing done in ink or pencil, or in a 
combination of all three. The operation is exceedingly 
simple and can be learned in a few minutes. The cost 





DITTO’S R-4 ROTARY DUPLICATOR 


of operation is said to be less than five cents per 
hundred copies. 

Suggested uses for the Ditto R-4 Rotary include 
manuscript, examination questions, maps, 
charts and graphs, music scores, sales letters, bulletins, 
specifications, quotations, estimates and many other 


is recommended for general use in offices and 
schools as well as many other kinds of organizations 
where copies are necessary. 


*—- + - 


NEW AUTOMATIC TYPEWRITER A GREAT TIME 


SAVER 


The American Automatic Typewriter Company, 602 
N. Carpenter street, Chicago, Ill., has presented its im- 
proved “Auto-typist,” the device attached to standard 





AN OPERATOR TURNS DIAL FOR SELECTIVITY OF 
PARAGRAPH TO BE REPRODUCED BY THE NEW SELEC- 


TOR “AUTO-TYPIST”’ 


typewriters to form an “automatic” typewriter. The 
latest model is operated by dial selectivity. The ma- 
chine is capable of giving a correspondent a range of 
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twelve letters or fifty paragraphs. A large volume of 
routine correspondence may be taken care of in this 
way. 

The method of operation is simple. It can be learned 
by the average stenographer in a short time. A letter 
or letters or a group of separate paragraphs are pre- 
pared, and then perforated on an Auto-typist record, 
which is placed in the machine. The stationery is 
placed in the carriage of the typewriter, with carbons, 
if desired. The individual salutation is typed in by the 
operator, who then selects the proper letter or para- 
graph by turning the dial, which has fifty divisions. It 
is possible for the operator to stop the machine at any 
time to make insertions of various kinds. By pressing 
a button the machine resumes operation until the task 
is completed. 

It is possible to use any standard model typewriter 
on an Auto-typist and any Auto-typist may be used as 
an ordinary typewriter at any time without adjust- 
ment. The electrical equipment is located in the base 
of the typewriter desk. Auto-typist keys are operated 
pneumatically. 

ROYAL ANNOUNCES NEW JUNIOR MODEL 


The Royal Typewriter Company, 2 Park avenue, New 
York, N. Y., has recently placed on the market a new 
improved Junior Model portable typewriter. 

The new machine has been modernized in appear- 
ance and design. Among many of its features are: 
squared mask similar in appearance to the Royal 
standard and de luxe portables, popular white on 
black key cards, clear legible pica type, full length 
ribbon, full size paper table, full length carriage re- 
turn and line spacer, dust proof construction, two 
shift keys, rubber feet, Royal accelerating typebar 
action, manual ribbon reverse and an overnight type 
carrying case. 

This new model has been designed especially for the 





ROYAL'S JUNIOR PORTABLE 


junior market. It is intended to serve modern needs 
of the younger student, children and those who want 
a typewriter light in weight and easily handled. It is 
not a fundamental machine, but is sized and built to 
specifications. The parts in the machine were made 
especially for the model; it forms a complete unit. 


. —— > 


NEW DE LUXE PENCIL INTRODUCED BY 
AUTOPOINT 
Autopoint Company of Chicago has introduced its 
new De Luxe oversize pencil, No. 48-GT. The new 
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feature in this latest creation by Autopoint is modern 
design, especially the “diamond cut” ornamental cap, 
in black Bakelite molded. Metal parts are gold filled 
included among which is a new decorative band at the 
junction of the barrel and finger grip, and the “under- 
slung” ball clip. The finger grip is black Bakelite 
molded, with gold filled tip. 

This new model is similar to the Nos. 48 and 48G. 
The range of colors includes maroon, blue, red, green 
and ebony black and maroon, green and orange in the 
mottled colors. This new pencil has been displayed at 
several recent conventions and the recent National 
Business Show. 

SSS en ee 
ART STEEL ADDS TO CARD CABINETS 


Art Steel Company, Inc., 145th street and College 
avenue, New York City, has added two new numbers 
to its card cabinet line, Nos. 1211 and 811. No. 1211 is 





ART STEEL'S NEW 
CARD CABINET 
a twelve inch hinged cover box that will take sheets 
834 inches wide by 1134 inches high. The No. 811 will 
take a sheet 1114 inches by 9% inches. 

These boxes are used for filing and transferring 
ledger cards and for the filing of order forms. They 
are equipped each with a positive follower block. They 
have rubber feet to prevent the marring of furniture. 
The boxes may be obtained with or without lock. They 
come in olive green, grained walnut and grained ma- 
hogany finishes. 


——xx—>-e__—_—_ 


BOORUM & PEASE CREATES NEW STYLES IN 
DIARIES 

Boorum & Pease Company, 84 Hudson avenue, Brook- 
lyn, N. Y., has recently brought out a number of new 
styles in its line of Standard diaries, which they have 
distributed for over forty years. 

Five of the newer designs in diaries are illustrated 
in the company’s latest bulletin to dealers. They are 
as follows: Style No. 3, a record of investments and 
income, stocks, bonds and short term securities. Style 
No. 648, “The Aristocrat,” whose paper is 100% rag con- 
tent and whose binding is done in English paste-grain 
leather. Models 702, 704 and 706 feature convenience 





AUTOPOINT'’S DE LUXE OVERSIZE PENCIL 
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in size and are flexible, flat-opening books with turned 
edges and rounded corners. All are “Wire-O” bound. 





NEW EQUIPMENT BY CONVERSAFONE.—Illustrations of part of 
the complete new line of inter-communication system recently intro- 
duced by the new Conversafone Company, 17 West 60th Street, New 
York City. A descripticn of this equipment appeared in the June 
issue of Office Appliances on page 48. 
NEW TYPEWRITER RIBBON BY OZALID 

“No carbon backing required” is the keynote of a 
new message released by the Ozalid Corporation, New 
York City, concerning their new “Opaque” typewriter 
ribbon. With this new style of ribbon, its makers strive 
towards more delicate work and for cleaner and 
sharper reproduction in typing. Interesting illustra- 
tions in comparative reproduction were shown on a 
recent folder distributed by Ozalid. 

a - 
NEW REVERSIBLE OFFICE CUSHION 

National Office Cushion Company, 110 Grand avenue, 
New York City, announces a new two-inch office 
cushion which is reversible for all year round. For 
summer use, one side is designed with cool, shine proof, 
fine woven cane fibre, well stuffed with new shredded 
clippings. The reverse side, for use during winter 
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REVERSIBLE CUSHION FOR THE OFFICE 


months, is made up of rubberized leatherette, which 
has a shine-proof covering. 

This new item is the latest addition to the extensive 
line of sponge rubber cushions manufactured by Na- 
tional Office Cushion Company. The cushions come in 
either green or brown in all sizes. 

> 
KAMKET’S MODERN LOOSE-LEAF LINE 

A new line of loose-leaf binders, featuring the Kam- 
ket loose-leaf wire binding device, has been introduced 
by the Kamket Corporation which has offices at 401 
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Broadway, New York City. The factory is located at 
Holyoke, Mass. 

The Kamket loose-leaf line includes pocket note- 
books, brief folders, photo albums, scrap books, and 
other items. These come in a variety of sizes, sub- 
stances and colors. Genuine pigskin and sheepskin 
are used as well as imitation leather and a number 
of novelty cover papers. In addition to an entire 
line of office and business binders, special numbers 
were specifically designed for lecture and laboratory 
use in universities and high schools. 

The manufacturers report that the new Kamket 
wire binding device is of light-weight material and has 
withstood successfully the hard usage to which loose- 
leaf books are constantly subjected, thus being con- 





NEW LOOSE-LEAF LINE BY KAMKET 


sistent with the modern trend for durability, con- 
venience and simplicity. 

The Kamket Corporation also carries filler sheets 
of twenty pound paper, punched to fit the Kamket 
wire-bound brief covers. Further details will be fur- 
nished by the manufacturer upon request. 

DICTATING MACHINE WITH FILM RECORD 


Zeitschrift fur Organisation (Berlin) printed an il- 
lustrated description of a new type of dictating ma- 





DICTATING MACHINE UTILIZING FILM 


chine which records voice impulses on a film. Essen- 
tial details are lacking at present, but we hope to 
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have added particulars in the future. After dictation 
the typist reverses the direction of the record for 
transcription. Our information indicates that each 


side of the film can absorb 100 tone impressions. 
—__—_o—>—0—_—_ 


DIEBOLD’S REKORDESK SAFE 
Designed for use wherever vertical ledger records 
and index or signature cards require convenient hous- 
ing facilities, a item, Known as the Junior 


new 





THE NEW REKORDESK SAFE 


Rekordesk safe, has been manufactured by the Diebold 
Safe & Lock Company, Canton, Ohio. 

The Rekordesk, which is ideal for use at the point 
where the records are made, offers a two-hour fire 
protection and reduces floor space because it elim- 
inates the extra equipment required when separate 
housing is provided for ledger and signature cards and 
when separate equipment is used for daytime use and 
night storage. It also saves the time and expense in- 
volved in transferring records to and from a central 
safe or vault by combining daytime housing facilities 
and night protection in one unit. 

A combination lock provides the operator with ex- 
clusive control over the ledger records and definitely 
fixes responsibility for all accounts. A perfectly coun- 
ter-balanced door completes the new item. 

NR Ee 

“Y AND E” DESKS—NO. 7900 SUSPENSION LINE 

Augmenting their steel desk line, the Yawman and 
Erbe Manufacturing Company, Rochester, N. Y., has 
added a complete new series known as the No. 7900 





NO. 7900 BY YAWMAN AND ERBE 


Suspension line. The new desks are of a four leg con- 
struction, designed to allow more knee space and foot 
freedom. 
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Many features of the No. 7800 series, reviewed in a 
previous issue of Office Appliances, have been incor- 
porated in the new line. These features include 
rounded corners on the tops, legs and bottom of end 
panels, full hand grip drawer pulls and bronze leg 
cups and binding for holding and protecting floor 
linoleum. Spot welding is featured in the construction 
of the reinforcing framework throughout the desks, 
all of which allows & weight capacity of two hundred 
pounds per drawer. A special construction of three 
channel bars and one bar running the full length of 
the top is included to insure increased strength. 

This new line of “Y and E” desks features all types 
and includes executive, typewriter and stenographic 


desks. 
—— o—~—ee 


NEW CATALOGUE SHOWS ALLEN CALCULATORS 

Four specialized lines of adding machines and calcu- 
lators offered by Allen Calculators, Inc., New York, 
N. Y., are featured in a recent catalogue. The machines 
illustrated vary in capacity from six to thirteen col- 
umns. They are as follows: heavy duty machines, 
capable of thirteen column capacity, for banks and 
general accounting work; portables, hand operated for 
departmental, branch offices and small businesses; 
calculation machines, for multiplication and division, 
in factories and offices; and cash register units, which 
were designed primarily for retail merchants. The last 
machine combines the functions of both the cash 


register and the adding machine. 
ee ee 


SUN RUBBER ISSUES NEW CATALOGUE 

Done completely in colors and enclosed in a hand- 
some yellow jacket, a new eight-page catalogue has 
recently been issued to the trade by The Sun Rubber 
Company, Barberton, Ohio. The eight-page book is 
especially adapted to use in stationery stores due to 
the fact that it deals exclusively with stationery items, 
including the Sunruco chair cushions, stool cushions, 
desk pads, pin and clip trays, sponge cups, moisteners, 
cuspidor pads, typewriter twirler rings, utility pads, 
finger pads, telephone ear rings, coin mats, furniture 
shoes and chair protectors. 

A copy of the new catalogue may be obtained by 
writing to the company’s home offices. 


I 
COMPLETE ALPHABET SENTENCES 

Fifty years ago, D. C. Baldwin of Fort Smith, Ark., 
got himself a job demonstrating and exhibiting the 
Caligraph by writing the following sentence at the 
rate of 140 words per minute: 

“The judicious advocate will never forget that a good 
cause may be quickly lost by too much zeal.” He re- 
ports that later one of his stenographers suggested 
taking out the word “a” before the word “good” and 
substituting the words “an exceptionally” which made 
the sentence contain all the letters in the alphabet. 

During his half century connection with the type- 
writer industry, Mr. Baldwin has collected six other 
sentences containing all the letters in the alphabet. 
They are as follows: 

“The quick brown fox jumps over a lazy dog.” 

“J. Gray pack my box with five dozen liquor jugs.” 

“Frowzy quacks jump, blight and vex.” 

“Quick blowing zephyrs vex daft Jim.” 

“J. Q. Vandz struck my big fox whelp.” 

“God gives the grazing ox his feed, 

He quickly hears the lamb’s low cry; 
But men who taste his finest wheat, 
Just live your praizes high.” 

The last sentence is a Ripley “Believe It Or Not,” 

dated January 22, 1936. 
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BOOTHS AT THE HOSKINS-MEYER COM- 
PANY BUSINESS SHOW AT BISMARCK, 
8. D. 


1. Yawman and Erbe Manufacturing Com- 


pany. 

2. Eaton Paper Company visited by Charles 
Ramsey, Ever Ready Calendar Manufac- 
turing Company. 

8. General view of the show. 

4. Acco Products, Inc. 

5. Niagara Duplicator Company. 

6. F. S. Webster Company with Represen- 
tative Jack Ellis. 

7. National Blank Book Company with Rep- 
resentative Tom Hanson. 

8. Sengbusch Self-Closing Inkstand Company 
with Representative M. D. Hasty 


HOSKINS-MEYER STAGES 
BUSINESS SHOW 

On June 11 and 12 the Hoskins- 
Meyer Company gave business men 
and women of Bismarck, N. D., an 
opportunity to see demonstrated 
the latest developments in record 
keeping and finding and account- 
ing methods and office procedure 
by staging a business show in the 
Grand Pacific hotel. 

From the hour the show opened up to the closing 
time of the second evening, the show was packed with 
hundreds of visitors from Bismarck and adjoining 
communities who showed deep interest in the various 
exhibits and booths with which the show was equipped. 
Practically every item known to and sold in the sta- 
tionery and office supply industry was on exhibition, 
including stencils, duplicators, desks, chairs, filing 
systems, visible records, stapling devices, autographic 
registers, bookkeeping systems, and social security 
systems. 

Ten nationally known manufacturers maintained 
booths at the show, each of which was in charge of a 
manufacturer’s representative who was an expert in 
his line and was eager to demonstrate his product for 
the benefit of the visitors. Among those who exhibited 
at the show were: 

Acco Products, Inc., Long Island, N. Y.; American 
Pencil Company, Hoboken, N. J.; Crosby-Wirth Mani- 
fold Company, Minneapolis; Eaton Paper Corporation, 
Pittsfield, Mass.; Niagara Duplicator Company, San 
Francisco and New York; National Blank Book Com- 
pany, Holyoke, Mass.; Parrott Speed Fastener Corpora- 
tion, New York City; Sengbusch Self-Closing Inkstand 
Company, Milwaukee; F. S. Webster Company, Boston; 
and the Yawman and Erbe Manufacturing Company, 
Rochester, N. Y. 
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EAGLE-OTTAWA LEATHER FEATURE OF SHOW 

What is believed to be the first exhibition of its 
kind ever to be made in Michigan was the recent 
display of hundreds of articles made entirely or partly 
of leather originally supplied by the Eagle-Ottawa 
Leather Company of Grand Haven, Mich. 

More than $11,000 worth of leather and leather mer- 
chandise was loaned for the exhibition by manufac- 
turers of a wide variety of products, and the display— 
which was set up in the Hatton Recreational Hall 

-occupied hundreds of square feet of space. 

In addition to this display of manufactured prod- 
ucts by manufacturing concerns all over the country, 
the Eagle-Ottawa Leather Company presented a com- 
prehensive showing of more than 300 leather hides of 
different grains, grades and colors, together with a 
complete outline of the manufacturing processes and 
a huge stack of tan bark. A large world map at one 
end of the hall visualized the dozens of foreign coun- 
tries to which Eagle-Ottawa leathers are shipped. 

Of particular interest to the thousands of visitors 
who saw the display were the costumes, saddles, 
bridles, belts, holsters, etc., used by various well known 
screen stars in recent movie productions which were 
loaned by the Western Costume Company of Holly- 
wood. These included among many other articles, the 
saddle used by Cardinal Richelieu, the leather belt 
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THERE'S NOTHING LIKE LEATHER.— 

That was the theme of this excellent ex- 

hibition presented recently by the Eagle- 

Ottawa Leather Company at Grand Haven, 

Mich. When the show ended the display 

was repeated at the Eagle-Ottawa plant at 
Whitehall, Mich. 


and dagger sheath worn by one of the Mauch twins 
in “The Prince and the Pauper,” the original whip 
handled by Charles Laughton in “Mutiny on the 
Bounty,” and articles from “The Garden of Allah” 
and a number of well known “westerns.” 

Of no less interest to many others, however, were 
the exhibitions of shoes, luggage, sporting goods, la- 
dies’ handbags, safety garments, belts, gloves, sus- 
penders, garters, furniture, bus seats, desk accessories, 
picture frames and sundry novelties, all of which bore 
the names and addresses of the various manufacturers. 

The original purpose of the show was to acquaint 
employees of the company with the many finished 
articles manufactured from the leather they make, 
and to create a greater interest and pride in their 
work. No effort was made to advertise the show or 
to capitalize upon the resultant publicity which not 
only drew ali the workers and their families to the 
displays, but “leather conscious” visitors from all over 
Western Michigan. 

The show was repeated at the Eagle-Ottawa plant 
at Whitehall, Mich., the week following the Grand 
Haven display. Plant executives state that the good- 
will and fellowship created among the employees and 
the educational value of the show made the effort 
doubly worthwhile. 

eo 2 —_______ 
AUTOPOINT A BIG DRAW AT THE INFORM-A-SHOW 


The brilliant exhibit of Autopoint Company, Chi- 
cago, at the recent Pittsburgh “Inform-A-Show” (Na- 








tional Association of Purchasing Agents) was of 
unusual interest and drew immense crowds. A new 
background had been designed for the occasion, with 
showcase facilities to display the many Autopoint 
models, “styled for every purpose.” The pencils attract- 
ing the most attention were the new numbers—Over- 
size 48GT with diamond point cap, and the No. 4 
pencil for 4-inch lead. The Bakelite pencils in color 
harmony, and the flashing brilliance of the Pyroxolin 
pencils, made an effective contrast. 

Supplementing these were lead and eraser refills in 
handy “cartridges”; desk pads of rich black Bakelite; 
the well-known “one-hand” knives and files (blades 
by Gits); Autopoint’s high-grade leather line—secre- 
taries, billfolds and key-cases; the unique Post-a-lett 
scale in fountain pen form, for handy pocket use; 
gift sets comprising pencil, knife and Post-a-lett, in 
fancy boxes in metal and color. 

Autopoint’s efficient economy in organization use 
was graphically illustrated by blow-up charts, dia- 
grams and sketches, with striking comparisons in cost. 
Harry Dressel, retail sales manager, was in charge, 
assisted by District Manager Laymon, Messrs. Agnew, 
Swinston and Autopoint Company’s purchasing agent, 
C. L. Leighton.  —_s_|" 


HOLLAND PUBLICATION COMPLIMENTS AMERICAN 

Administrative Arbeid (Rotterdam) discussed the 
Taylor system of shop management, as developed by 
F. W. Taylor, an American engineer, who set new 
standards in scientific shop management. 


AUTOPOINT OFFERING.—The Autopoint 
Company recently staged this fine display 
of its many products at a Pittsburgh ‘‘In- 


form-A-Show,”’ an exhibition sponsored by 
the National Association of Purchasing 
Agents. Retail Sales Manager Harry Dressel 


was in charge of the booth. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 
] l g y 


the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 
Mr. Jackson’s association with the trade and his contacts with its organiza- 
tions afford him information valuable to those desiring to cultivate the British 


market. 


In subscription matters, O. Viborg-Larsen, Dalforet 16, Copenhagen, 


Denmark, is the authorized representative of Office Appliances in the British 
Isles. 


London, June 4, 1937 

CORONATION May! Frankly this month seems to 
have been more full of festivities, processions, decora- 
tions and special broadcasts, than of business. Any- 
how in so far as London is concerned, we have rather 
been turned upside down. It has been difficult to get 
about the street despite the absence of the buses 
through strikes because many more people brought 
their cars to town than usual. On top of that, London 
is full of visitors and the decorated streets were well 
worth seeing. You have read something of this in your 
newspapers no doubt but I find it difficult to get any 
interesting or striking news out of members of the 
Trade! Moreover there has been no meetings of the 
Office Appliance Trades Association. 

Our friends, Burroughs Adding Machine, Ltd., held 
a very interesting private exhibition for directors and 
executives in the early part of May which was well 
attended. 

Whilst mentioning Burroughs, as far as I know theirs 
was the only premises of members of the trade on the 
direct route of the Coronation. Their offices occupy a 
fine position in Regent street but, unlike the majority 
of firms on the route, they did not take the oppor- 
tunity of profiteering in seats but allocated them to 
their staff and families. 

The end of May marked the Twelfth Annual Meet- 
ing in Paris of the International Union of Office Appli- 
ances Trades Association. Quite a number of members 
of our trade went over for this function. Although I 
have not yet received any official report of the pro- 
ceedings, I had the opportunity this morning of a 
short chat with Mr. Edgar Smith, director of Block & 
Anderson, Ltd., one of the delegates. I gathered that 


it was a remarkable meeting both from the enthusiasm 
of those that went and for the marvellous provision 
that was made for visitors in the way of entertain- 
ment. 

At the main meeting held on Monday last discussion 
took place on such matters of the guarantee on ma- 
chines, maintenance contracts, supply of spare parts 
and price maintenance generally. The delegates took 
back to their various National associations recom- 
mendations as to how this should be standardized with 
a view to co-operation amongst the members of the 
trade in their respective countries. Mr. Smith had 
the greatest admiration for those who acted as in- 
terpreters, translating the various speeches into sev- 
eral other languages for the benefit of those who were 
unable to understand the speaker. On the days im- 
mediately preceding the meeting and again after the 
meeting a round of visits were arranged to various 
places of interest around Paris. The great event of 
course was the banquet held at the Hotel Palais 
D’Orsay, preceeded by the reception by the president 
of the International Union of Office Appliances Trades 
Association. 

This was a magnificent affair. The banquet itself 
was presided over by Mr. Spinasse, Ministre de L’Econ- 
omie Nationale and Madame Spinasse. Amongst the 
special guests were the secretary general of the Inter- 
national Chamber of Commerce and the president of 
the Chamber of Commerce in Paris. Altogether, judg- 
ing from Mr. Smith’s account of the proceedings, it 
was a really great week-end and reminded me of some 
of the conventions that you hold and we read about. 

Amongst those in the news recently was our old 
friend, Mr. A. W. Thomas, of Royal Typewriters, to 
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whom a complimentary dinner was given on comple- 
tion of his three years service as President of the 
Typewriter Trades Federation of Great Britain. The 
dinner was presided over by Mr. A. E. Low, president of 
the federation. One cannot but admire the enthusiasm 
and energy of the T.T.F.—a young but very live or- 
ganization!—V.E.J. 
= -o—___ 
THIRTY NATIONS JOIN IN WORLD ADVERTISING 
CONGRESS 

Preparations for the World Advertising Congress to 
be held in Paris July 5 to 10 have proceeded to a point 
at which they indicate a considerably greater impor- 
tance for the enterprise than was anticipated. The 
active participation of more than thirty different na- 
tions is expected, as follows: From Europe: Germany, 
Austria, Belgium, Denmark, Spain, Estonia, Finland, 
Great Britain, Hungary, Italy, Latvia, Norway, The 
Netherlands, Poland, Portugal, Roumania, Sweden, 
Switzerland, Czechoslovakia, and the free city of Dan- 
zig. From America: Argentina, Canada, Cuba, Mexico, 
the United States. From Asia: China and Indo-China. 
From Africa: Algeria, Egypt, Morocco, Tunisia, Union 
of South Africa. Australia has also agreed to take part. 
Particularly large delegations will come from the 
United States, Great Britain, Austria, Hungary, Poland, 
Sweden, Switzerland, and Czechoslovakia. 

The Congress will be an opportunity for men from 
many different countries to exchange views. The pro- 
gram will be limited to subjects of genuine significance. 
Emphasis will fall upon education in the art of pub- 
licizing, international law and publicity, and interna- 
tional relations among publiicty workers. 

The Congress will afford an opportunity for con- 
structive steps to be taken by those interested in or- 
ganization work. In this connection may be cited the 
reunion of the committee of the International Adver- 
tising Association (I. A. A.), which has not occurred 
since the world congress in Berlin in 1929. There will 
also be the celebration of the tenth anniversary of the 
Continental Union of Publicity, founded in London in 
1927. In addition to the general meetings there will be 
gatherings for photographers, for display artists, and 
for those who work through radio. Attention will be 
given the problems of those who advertise banks, in- 
surance companies, railroads, and the telephone and 
other public utilities. 

Reduced rates for traveling and for hotel service 
have been arranged for. Inquiries should be made 
early, for reservations must be made by May 15. Com- 
munications may be addressed to: IIIe Congres Mon- 
dial de la Publicite, 27bis, Avenue de Villiers, Paris 
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GERMAN PUBLISHER RECALLS SEGMENT 
INVENTOR 

Franz Xavier Wagner, inventor of the typewriter 
segment was given posthumus recognition by Die Buro 
Industrie (Berlin) in a May issue of that publication. 
His genius as an inventor was commented on, and his 
early work in the United States as a mechanic. He 
was called the master builder of the caligraphic 
mechanism. 

Se 
CONFUSION CAUSES NAME CHANGE 

The Association of Accounting Experts and Account- 
ants of Belgium has resolved to change its name to the 
Association of Accounting Experts, Accounting Licen- 
tiates and Commercial Engineers. There had been 
some confusion because a similarity with the name of 
another organization. 
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DINNER TO MR. AND MRS. GARVIN 

The British Stationer reported that while Mr. and 
Mrs. Charles P. Garvin were welcomed to England on 
the occasion of their recent trip abroad, they were 
entertained at the National Liberal Club. 

Those attending included Mr. Percy Barringer, who 
presided; Mrs. Barringer, Mr. H. A. Mead, Mr. and 
Mrs. F. H. Bridges, Mr. and Mrs. A. E. Rawlinson, Mr. 
and Mrs. F. C. Guildford, Mr. A. E. Owen-Jones, Mr. 
and Mrs. H. R. Marsh, Mr. L. Spicer, Mr. L. G. Sloan, 
Mr. and Mrs. H. W. Holt, Mr. and Mrs. G. H. Redfern, 
Mr. and Mrs. H. Limbrey, Mr. and Mrs. S. E. Sandle, 
Mr. and Mrs. C. H. S. Cox, Mr. C. Tollit, Mr. E. W. Dan- 
caster, Mr. and Mrs. G. S. Vivian. 

Mr. Barringer expressed the appreciation of all who 
had visited the American association of all that Mr. 
Garvin had meant to them and paid tribute to the 
important work he had done for the stationery trade. 
The active members of the British association present 
recalled the big heartedness and the wise leadership 
of Mr. Garvin. After Mr. Garvin responded to these 
kind expressions, and Mr. L. G. Sloan had proposed the 
toast of the chairman, the assembly dispersed, happy 
to have spent the evening in doing honor to the fine 


colleague and to his charming wife. 
_—_—— oe 


STENOGRAPHIC CONTESTS IN GERMANY 
DEVELOP EXPERT TYPISTS 

Distinctive gains in shorthand and typing marked 
the annual contests in shorthand and typing, held at 
Charlottenburg, sponsored by the leaders in German 
stenography and interested business men. Recognizing 
the value of education in the field of stenography 
above individual contest honors, experts in this fleld 
have been trained to satisfy a demand among business 
people searching for capable stenographers. 

One hundred eighty contestants participated this 
year. In the typing contest, 121 of the 180 were ac- 
knowledged the title of “Master Typists.” Of the 121, 
114 were German, four Austrian, two Danish, and one 
from the Netherlands. The contest indicated a dis- 
tinct improvement in typing standards over last year, 
inasmuch as only 104 out of 400 participating in the 
1936 affair earned the distinctive title. 

In the shorthand contest, 140 entrants took part. 
Judged on the basis of speed, first prize was awarded 
to George Pauker, Munich, with a speed of 400 syl- 
lables. Second and third speeds were 340 and 320 
Syllables, respectively. An interesting feature of the 
contest was shorthand in languages other than Ger- 
man. Among the German participants, twenty-seven 
wrote in English, eleven in French, five in Spanish 
two in Dutch, one in Portuguese, one !n Swedish and 
one in Italian. One person showed his versatility by 
writing 280 syllables in German, 200 in English and 
140 in French.—ERB 

- Or 2 
ITALIAN ADDING MACHINE 

L’Organizzazione Scientifica del Lavoro, Milan, de- 
scribed a new Italian adding machine manufactured 
at Milan. This is the Alfa-Inzadi, which is equipped 
with full keyboard and tape. 

= —___ 
AUSTRIA INCREASES OFFICE MACHINE IMPORTS 

The Tenger Schreibmaschinen und Birobedarf Zei- 
tung (Vienna) reports increased imports of office ma- 
chines into Austria. Typewriters imported in 1936 were 
16,482 machines, valued at 2,560,000 shillings. The same 
classification in 1935 accounted for imports valued at 
2,153,000 shillings. 

Calculating machines imported in 1936 were 1,278 
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units, valued at 562,000 shillings. Imports were domi- 
nated by machines from the United States. 

Bookkeeping machines imported were 88 units, 
valued at 252,000 shillings. Here, also, imports from 
the United States had the lead. 

— 
AUSTRALIAN PUBLICATION CHANGES NAME 

In conformity with the purpose it strives to serve, 
The Booksellers, Stationers & Fancy Goods Journal of 
Australia and New Zealand has changed it name to 
“‘Ideas,"—for Everybody.” It still remains a trade 
journal written for the stationery, news agency, book- 
selling and allied trades. 

The first issue of “Ideas” was published last May 20. 
The publication felt the need for a change in name, 
with a new organization of publication resulting. New 
departments were added in the form of “sidelines,” 
designed to be of special interest, if not necessity, to 
stationers, news agents and booksellers in the Aus- 
tralian Commonwealth. 

Not wishing to “stand still,” the publication desired 
to keep progress and thus help its readers progress. 
With new ideas in various old and new lines continu- 
ally being sought, “Ideas” was selected because of its 
timeliness and relative importance to the field which 
the magazine covers. 

“Ideas” is published monthly from 191 Queen St., 
C. 1., Melbourne, Australia. 


no 


NEW PUBLICATION IN JUGOSLAVIA 

Hartija (translated “Paper’), published by Adminis- 
tracija, Osijek, Jugoslavia, is a new sixteen page and 
cover journal devoted to paper and allied trades. The 
editor is Miroslav Friedmann. 

Volume One, Number One contains the story of the 
development from hand to machine in typesetting. 
Among other features of this initial issue are accounts 
of Books for the Blind, Increases in the Price of Paper, 
and general news columns. 

Listed for recommendations in the number are some 
of the leading trade journals in the paper, printing 
and stationery trades in England, Germany and the 
United States. 

The publication is classed as a “Technical Journal 
Regarding Commerce of Paper and All Writing Ma- 
terials and Also for Printing, Bookbinding and Books.” 

a ee 
BUSINESS SHOW AT RIGA 

Papier Zeitung (Berlin) reported that a business 
show was held at Riga, Latvia, a short time ago. This 
show was organized by the Latvian Trade and Com- 
merce Department. In pictorial and graphic demon- 
stration the citizens had an opportunity to become 
familiar with modern business equipment. About 200 
firms and government officials partook of the oppor- 
tunity to study modern office equipment. A number 
of German firms took opportunity to demonstrate 
their products and services. 
oe 


MUSIC TYPEWRITER SALES INCREASING 
Sales of the recent music typewriter are being built 
up by the German business firm, Nototyp-Rundstatler 
G. m. b. H., Berlin, owners of patent rights of the 
Rundstatler music typewriter. The sale of patent 
rights occupies most of the present selling efforts. 
The German firm is handling the sales of these 
machines in Germany, and another firm, Nototyp- 
Export Rechnitz & Company, Berlin, handles sales to 
other countries, principally Great Britain and the 
United States. 
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SHORTHAND EXHIBIT AT PARIS FAIR 
Le Stenographe Illustre (Paris) pictured an album 
of post cards prepared for exhibit at the Paris fair 
this year. The editor stated that “We have, at several 
times, spoken of postal cards written entirely in Du- 
ploye shorthand—which one is able to use speedily for 
correspondence—that we have wished to collect at the 
exposition of 1937. These cards have been collected 
in albums which will hold 200 cards each.” 
—- 
VIENNA PUBLICATIONS CONSOLIDATED 
The Tenger Papier und Schreibwaaren-Zeitung, 
Vienna, has been consolidated with the “Anzeiger fur 
papier and Schreibwaaren.” Under the new title there 
has been added a section devoted to bookbinding and 
another covering the carton industry. We wish the 
publications increased success under the new arrange- 
ment. 











— 
OSLO STATIONERY BUSINESS THIRTY-FIVE 
YEARS OLD 
Papirhandleren (Oslo) congratulated Johan E. 


Schoubye, of Oslo, on the celebration of his thirty-fifth 
anniversary in the stationery business. 
I 
GERMANY’S TYPEWRITER EXPORT RATIO 
Biuro-Bedarf Rundschau (Berlin) made the state- 
ment that every third office machine manufactured in 
Germany is exported from the Reich. 
—— io 
KONSELMAN TO HEAD ROYAL STANDARD 
W. H. Beckwith, advertising manager of the Royal 
Typewriter Company recently announced the appoint- 
ment of Charles B. Konselman, Jr., as managing editor 
of the company’s house organ, The Royal Standard. 








CHARLES B. KONSELMAN, JR. 


Mr. Konselman has also assumed the managing editor- 
ship of the Royal Dealer Keynote. 

According to the announcement Norman J. Hender- 
shot, former managing editor of the Standard, becomes 
assistant advertising manager, and Margaret C. Eisen- 
trager, Keynote managing editor, takes over the duties 
of advertising assistant at the Royal advertising offices, 
2 Park avenue, New York City. 

eet adiaienininiiens 
STERLING CHAIR COMPANY ORGANIZED 

The Sterling Chair Company was recently organ- 
ized, with plant at 52 East Lynn street, Columbus. 
R. C. Hagemann is president; Allen M. Lefkowitch, 
vice-president, and Mrs. Faith Lefkowitch, secretary. 
New firm manufactures upholstered chairs and occa- 
sional chairs.—AK 
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PORTRAITS OF UEF FOUNDERS UNVEILED 

At the meeting of the board of directors of the 
Underwood Elliott Fisher Company held May 13, 1937, 
P. D. Wagoner, president of the company, had the 
pleasure of unveiling the two portraits in oil in the 
UEF board room at the executive offices in New York. 
The paintings are attractive and accurate portraits 
of John T. Underwood, the founder of the Underwood 
Typewriter Company, and Grant B. Schley, the 
founder of the Elliott-Fisher Company. 

As part of the unveiling ceremony, Mr. Wagoner 
reviewed the history of the predecessor companies, 
whose amalgamation resulted in the present Under- 
wood Elliott Fisher Company. He indicated that the 
Wagner Typewriter Company was incorporated in 
March 1895; the Underwood Typewriter Manufacturing 
Company in June 1898, and the Underwood Typewriter 
Company in January 1903, the latter company taking 
over the business of the former. At that time the 
Underwood Typewriter Company was a New Jersey 
corporation. In March 1910 the Underwood Type- 
writer Company of Delaware was incorporated, taking 
over the business of the New Jersey corporation. 

From the time that the Wagner Typewriter Com- 
pany was established in 1895 to the close of 1927, when 
the Underwood Typewriter Company joined forces 
with Elliott-Fisher Company, John T. Underwood 
served as president and was the active head and guid- 
ing genius of the organization. Since the merger he 
has been a member of the board of directors of the 
Underwood Elliott Fisher Company. 

In commenting upon Grant B. Schley, Mr. Wagoner 
indicated that the Eliott & Hatch Book Typewriter 
Company was incorporated in January 1896, the 
Elliott-Fisher Company being organized in May 1903 
as a result of the consolidation of the Elliott & Hatch 
Book Typewriter Company, and the Fisher Book Type- 
writer Company which was incorporated in 1900. At 
the time of his death on November 22, 1917, Mr. Schley 
was chairman of the board of Elliott Fisher Company. 

— 2. —__ 
CHICAGO O. A. MANAGERS HOLD JULY OUTING 

The July meeting of the Chicago Office Appliance 
Managers Association was held July 9 at the Evanston 
Golf Club, which is located at Niles Center, Ill. After 
putting in a half-day at their offices the members ar- 
rived in time to tee off at two o’clock for a delightful 
afternoon. Dinner and other entertainment followed. 
The office appliance managers were guests of A. E. 
Blackstone of Dictaphone Sales Corporation, who is a 
member of the Evanston club. At the dinner E. L. 
Capehart, president of the association, announced that 
he would donate a trophy, to be known as the Presi- 
dent’s Trophy, which would be awarded at the next 
outing, to be held in August, at the Bob-O-Link Coun- 


try Club. 
—>-. 


SALES TAX COMES TO KANSAS 

Effective June 1, the two per cent retail sales tax 
put the Kansas ultimate consumer on a penalty for 
all purchases of goods, not services. Mason McCarty, 
of the Eckdall-McCarty Book and Stationery Company, 
Emporia, Kan., estimates this new tax will more than 
compensate stationers in extra record books and ma- 
terials sold, for any retardation of retail buying the 
tax might occasion. 

“Whatever we think about the federal and state 
legislation,” said Mr. McCarty, “from AAA on through 
the list, we have to admit that it all plays into the 
hand of the man who merchandises office equipment 
and supplies.”—ATW 
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THE OLD AND THE NEW.—Top to bottom: 1. The old store 
of A. Espenscheid, Peoria, Ill.; 2. The new and modern store 
of today; 3. View of the interior showing wide expanse of 
showcases and counters, and 4 The magnificent furniture 
display. A story of this new store appeared in the June issue. 
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Elliott Cardvertisers in Movable 
Display; Results Very Favorable 


By Roff Elliott, Vice-President, Elliott 
Addressing Machine Company 
Cambridge, Mass. 


j= Elliott Addressing Machine Company owes its 
existence to the bicycle. For if my grandfather, Ster- 
ling Elliott, had not operated a bicycle repair shop 
and been president of the American Wheelmen’s Asso- 
ciation, he would never have tried to lighten his 
monthly chore of sending bulletins to members by in- 
venting an addressing machine. 

Now it looks as if the baby of transportation, the 
trailer, might have a good deal to do with the future 
sales of Elliott Cardvertisers, our direct-by-mail equip- 
ment for business and professional men. Our experi- 
ments with trailer selling have been so fortunate that 
we keep a bus in commission in New England and are 
putting four new trailers on the road in outside terri- 
tory. If trailer sales continue to climb after the nov- 
elty of this type of demonstration has worn off, we 
may put a fleet of thirty trailers in commission next 
spring, allotting one to each branch office. 

One of our new Kabin Koach trailers is going to Mil- 
waukee and another to Detroit. Managers of these 
branches were the first to put in requests for a trailer. 
We have not yet decided where the other two are to 
be routed first. The bus will remain in New England. 
We plan to send trailers through the northern part of 
the country in summer and route them South in win- 
ter, to centers in Florida, to Atlanta, Memphis, Dallas 
and possibly lower California. 

Branch manager allotted trailers will have their 
salesmen use them in rotation. When they consider the 
territory covered, they will turn the trailer over to an- 
other office. 

I am obtaining from trailer salesmen weekly reports 
showing the locations covered, the number of dem- 
onstrations made, the amount of sales, problems and 
suggestions. These will be carefully analyzed and by 
fall we should have a good idea of the effectiveness of 
the method and should be ready to roll a fleet by 
spring, if conclusions are favorable. Suggestions solv- 
ing the problems that are uncovered may be embodied 
in specifications for new trailers. 

I know details first hand, for about two months ago 
I spent ten days testing out a trailer in the Boston 
suburbs, demonstrating the Cardvertiser. During those 
ten days in the trailer with one salesman, we sold more 
machines than any four salesmen in the territory sold 
together. We are still making sales to customers who 
tell us that their interest was aroused by that first 
demonstration. 

Our trailers are gray. The lettering is large enough 
to be seen at a distance, but is dignified. Red script 
on both sides features “Elliott Cardvertiser.” Black 
lettering on one side reads “The World’s First Adver- 
tising Machine. Business Men Come In And See It;” 
on the other side, “The Machine That Both Prints and 
Addresses Post Cards.” 

Our bus remains in New England where it has proved 
a splendid adjunct to our sales force and has thor- 
oughly converted our personnel to trailer selling. R. H. 
Farmer, who has charge of the bus, works on a straight 
salary basis, turning back all commissions on sales he 
closes to the regular salesmen in the field. When he 
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goes into a salesman’s territory, he discusses prospects 
with him, and then calls at every office. 

During a week in Rhode Island, this bus made eighty 
demonstrations, each followed up by the salesman. In 








ELLIOTT ON WHEELS.—(Lower) An interior view of the 
demonstrator truck of the Elliott Addressing Machine Com- 


pany, showing the ample space within the large vehicle. 
(Upper) The truck's exterior showing the ‘Cardvertisor’’ 
sign. 
one instance a customer who spent half an hour 


watching the demonstration and who purchased was 
one who could not be approached by a salesman suc- 
cessfully. Some people like to visit a demonstration 
on their own initiative and will sell themselves after 
seeing the machines in operation. 

Trailer selling presents legal problems occasionally 
which the salesman or office manager must be capable 
of handling. We make advance inquiries about the 
attitude of different states to our demonstrations. 
Maine is very hospitable to trailers. In some states, as 
in Massachusetts and Rhode Island, there are statutes 
making sales from a moving vehicle illegal. When this 
is the case, signed orders may be taken.—GB. 

— => —___ 
WATSON HEADS INTERNATIONAL C. OF C. 

At the ninth biennial congress of the International 
Chamber of Commerce recently in session in Berlin, 
Thomas J. Watson, president, International Business 
Machines Corporation, was elected president of the 
organization, succeeding Dr. F. H. Fentener van Vlis- 
singen of the Netherlands. Approximately 1600 dele- 
gates, representing forty countries, attended the ses- 
sion. 

Mr. Watson, attended the congress as a member of 
the Council of the International Chamber, and chair- 
man of its American section. He has been identified 
for fifteen years with the work of the Chamber in fos- 
tering codédperation among business men of the world 
to solve international economic problems. 
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In 1925 he became a member of the American com- 
mittee, and in 1933, its chairman, having since that 
time been in charge of the committee’s work in the 
United States. In the latter year he also became a 
member of the Council of the International Chamber. 


At the Washington congress in 1931, Mr. Watson 
presided over the plenary session at which merchan- 
dise distribution was discussed and which led to the 
establishment of distribution studies as an important 
feature of the Chamber’s work. At the Paris congress 
in 1935, he served as chairman of the plenary meet- 
ing on the organization of production, dealing with 
the production of agricultural products, raw mate- 
rials and industrial products. 

From 1935 until the present time, Mr. Watson served 
as a member of the joint committee of the Interna- 
tional Chamber of Commerce and the Carnegie En- 
dowment for International Peace, of which he is a 
trustee. The committee is conducting a comprehensive 
study of the needs for world economic restoration, 
giving particular attention to international commer- 
cial policy and monetary stabilization. The committee 
has already produced a volume of findings which is 
being widely utilized, by the League of Nations, among 





THOMAS J. WATSON 


other institutions, as a source of basic information in 
this field. Mr. Watson has also participated in a num- 
ber of bankers’ and other special conferences held 
under the auspices of the Chamber. 


The International Chamber of Commerce represents 
an organized international movement by business men 
of the leading countries of the world to secure per- 
manent peace and advance world prosperity by co- 
operative action to improve world conditions as they 
affect commerce, industry, transportation, currencies, 
communications, and other allied fields. Among its ob- 
jects are the stabilization of currencies, the consum- 
mation of international trade agreements, the reduc- 
tion of trade barriers and the readjustment of trade 
restrictions hampering international air communica- 
tions and transportation. The present congress at 
Berlin has on its program discussions by world busi- 
ness leaders of such problems as the glut and scarcity 
of raw materials, planning, ordered international 
monetary relations and economic nationalism. 


EEE 


RUDOLF DOLGE, FIRST AMERICAN BUSINESS 
AMBASSADOR, HONORED IN NEW YORK 


Distinguished honors have been accorded Rudolf 
Dolge, pioneer business ambassador from America, by 
the Pan American Society and by Remington Rand, 
Inc. The occasion was a luncheon at India House, 
New York, which was held just after Mr. Dolge’s recent 
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arrival from Venezuela, where he has been a legal 
resident for forty years. 

His first mission was with the National Association 
of Manufacturers forty years ago; at that time the 
Association was only a year old. He was sent abroad 
to Venezuela, and with him he took the first business 
machine introduced in that country. It was an old 
“Remington No. 6,” now a museum piece. His first pur- 
chaser expressed keen disappointment that the ma- 
chine did not write by itself. 

Mr. Dolge then proceeded by giving a job to 
“Tommy,” son of a noted Venezuelan officer who asked 
the Yankee sales promotor to teach his son North 
American business. Tommy progressed very rapidly. He 
later came to the United States, where he is now 
known as Thomas Ybarra, author. For several years 
he was editor of the New York Times Sunday Maga- 
zine and is now European correspondent of Collier’s. 

Mr. Dolge was honored for his service to interna- 
tional friendship as organizer and president of the 
Venezuelan section of the Pan American Society. His 
services and outstanding accomplishments in the way 
of promoting American business in foreign fields were 
reviewed by a member of the society, Earl Harding, 
assistant to the President of Remington Rand. In cere- 
monious style, Mr. Harding uncovered the old Reming- 
ton machine of forty years ago. As a token of esteem 
Mr. Dolge was presented with the latest noiseless Re- 
mington portable as a traveling companion on his 
return voyage. 

“Typewriters,” said Mr. Dolge, “are excellent ambas- 
sadors. But, after forty years, I observe that they still 
require operators. And mastery of language is more 
important than ever. It is essential to good business. 
I hope to live to see a first class secondary school 
established and endowed in every Latin American 
capital, with English obligatory, so as to prepare stu- 





“THE EVOLUTION OF THE TYPEWRITER.”—Earl Hardin 
(left), assistant to the president of Remington Rand, Inc., behin 
a new Remington Portable, and Rudolf Dolge, of Venezuela, with 
the Remington No. 6, the machine he took to South America forty 
years ago. 
dents for North American Colleges. Also, I hope to see 
more North American youths learning Spanish and 
completing their studies in the excellent universities of 


South America.” 
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SMITH TYPEWRITER HELPS WIN CUP 
Miss Valera C. Barton, of Lakeland, Fla., and the 
Lakeland high school, wins the Florida cup and gold 
medal for the best record in the Novice typing class 
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MISS VALERA BARTON, LAKELAND, FLA., 
L. C. SMITH TYPEWRITER WITH WHICH SHE WON 
RECENT HONORS. 


for the term ending in June. Her record of 64.16 
words a minute with eight errors sets a pace for all 
time in the Novice, or first year class. The runners-up 
were Norine Farr, vocational school, Orlando, 52.28 
words with ten errors; Miss Jean Louise Barnett, Sen- 
ior high school, Miami, 52.81 words, nine errors; Miss 
Ruth Asbery, Ponce De Leon high school, Miami, made 
fourth position. Miss Barton used an L. C. Smith. 
The winner of the second year, or amateur class, also 
used an L. C. Smith. Miss Barton was under the direc- 
tion of C. M. Thompson, head of the commercial de- 
partment of the Lakeland high school.—HWL 
oe 
MARBER COMPANY MAKES IMPORTANT 
ANNOUNCEMENT 

In a statement issued to the trade on June 18, the 
Marber Company of Chicago, manufacturers of Draw- 
O-Matic drawing boards, reported a change in price 
and construction of its products. 

The changes and improvements in the Draw-O- 
Matic drawing board are as follows: 

Increase in two sizes; angle steel supports changed 
to reduce over-all height to 2% inches; elimination of 
cap nuts above surface of board making entire top 
area usable; spring clip on under side of board to hold 
triangles when not in use; a length of drafting tape 
with instructions for use, attached to parallel bar, 
instead of a separate roll; improved and strengthened 
shipping cartons to insure safe arrival and simplify 
stock-room storage; and now available at a slight extra 
cost, transparent triangles. 

—— 
STEEL FIXTURES COMPANY REMODELS OFFICE 

New acoustical ceiling blocks at the Steel Fixtures 
Manufacturing Company, Topeka, Kan., are not only 
shutting out the noises from the shops, but are cooler 
for workers in the offices, because of the air space 
between them and the former lath and plaster ceil- 
ing. Offices are being redecorated. R. E. Krueger is 
president of this company, housed in the same build- 
ing with the Capital Iron Works.—ATW 
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HOLDREDGE BUSINESS ATTAINS MAJORITY 

The Holdredge Typewriter Company, Wilkes-Barre, 
Penna., celebrated its twenty-first anniversary a few 
weeks ago—in its twenty-one years of operation the 
business sold more than 4,000 typewriters. 

H. J. Holdredge entered business at Wilkes-Barre 
and opened the first typewriter store at 56 West Mar- 
ket street, continuing at the location until the build- 
ing in which he was a tenant was closed. In 1909 he 
was graduated from the Remington typewriter school 
at Ilion. He was employed in New York City several 
years; later he became manager of the Booth Office 
Appliance Company at Utica, N. Y. Under his man- 
agement his firm enjoyed the distinction of selling 
more Corona typewriters in six weeks than any other 
dealer in the United States. 

Mr. Holdredge has opened a new store in Wilkes- 
Barre at 40 North Main street. 

onduaitbadiittiepia a 
STATEWIDE TYPING CONTESTS BANNED 
IN KANSAS 

According to E. A. Thomas, commissioner of the 
Kansas State High School Activities Association, state 
typing contests are banned, for future years, under 
the association. 

There are several reasons for this. Typing is not, 
the educators feel, essentially a contest activity. In 
the second place, typing interest is so universal now 
that it is not necessary to stimulate it by competition 
on a state-wide scale. This big event has become a 
burden—too big, and too expensive. 

This does not mean, Mr. Thomas explains, that there 
is any feeling against county contests, or leagues of 
schools undertaking their own regional competitions. 

-ATW 





ABOVE.—This attractive stewardess from one of the United 
Air Lines planes is inspecting the new Globe-Wernicke filing 
equipment recently installed in the company’s general offices 


in Chicago. The Twinguard files and Safeguard filing plan 

speed up filing and finding, increase office efficiency and make 

work easier for the file clerk. This installation was made 

by the Graver-Dearborn Corporation of Chicago. Lower: An 

installation of Globe-Wernicke steel Globe Art desks placed 
in the same offices by the Chicago dealer. 
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ROYAL HONORS CHARLES B. COOK 


Recently at Hartford, Conn., the Royal Typewriter 
Company, Inc., honored its vice-president, Charles 
Bannister Cook, upon completion of thirty years service 
with the Company. Mr. Cook started with Royal in 
Brooklyn, April, 1907. 

From the beginning of his employment with Royal 
Mr. Cook showed the qualities which have carried him 
to his present high position. In 1908 when expansion 
and increased business made larger quarters impera- 
tive, a site in Hartford, chosen for a new and enlarged 





THEY HONOR VICE-PRESIDENT COOK.—‘‘Congratulations and 


felicitations,’’ they said to Mr. Cook, ‘‘And the same to you,’ 

he replied to those shown above, each of whom bears a record 

of lengthy service with Royal. They are (left to right) Edward 

L. Boesch, Anthony Utz, thirty-two years with Royal; James C. 

Reynolds, Mr. Cook, Cornish Bennett, Walter Dagley, Thomas 

J. Horan. 
factory, Mr. Cook moved to that city and began to 
create the Royal of today. 

Through the years Mr. Cook has labored to maintain 
the high standards of the Royal. He has constantly 
encouraged labor-saving, more efficient and better ma- 
chinery. The efficiency and smoothness with which 
the plant operated is a result of these efforts. Visitors 
from all parts of the world visit the factory every year 
to see this famous plant in operation. Mr. Cook and 
his colleagues have been responsible for many advances 
in the technique of the manufacture of typewriters. 
In 1936, at its commencement, Trinity College recog- 
nized Mr. Cook’s distinguished achievement in the in- 
dustrial field by awarding him the honorary degree of 
Master of Arts. 

In spite of the many duties and details to which 
Mr. Cook personally attends, he has found time to de- 
vote to philanthropic and civic affairs in Hartford. He 
is a trustee of the Hartford Theological Seminary and 
of the Y. M. C. A. He has been active on the executive 
committee of the Community Chest, and is on the 
advisory board of the Salvation Army. He is also a 
director of several local firms. In addition Mr. Cook 
is vitally interested in a host of philanthropic activities. 

At the Royal typewriter factory Mr. Cook is well 
known and beloved of every employe. From the newest 
worker to those veterans of many years service they 
all praise him. Coincident with Mr. Cook’s celebra- 
tion, Royal also honored its other veterans of long 
service. They were: Edward L. Boesch, Anthony Utz, 
who has been with the company thirty-two years, 
James C. Reynolds, Cornish Bennett, Walter Dagley 
and Thomas J. Horan. Each of these men have demon- 
strated their loyalty to Royal through the years and it 
is with great pleasure that the entire organization 
everywhere extends to them congratulations and best 


wishes. een eee 
BUTTERFIELD TOURING EUROPE 
Sidney Butterfield of Smith & Butterfield, office 


equipment dealers, 310 Main street, Evansville, Ind., 
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and his wife, sailed on the SS. Queen Mary from 
New York on May 26 for France, where Mr. Butterfield, 
former president of the Evansville Rotary Club, at- 
tended the International Rotary convention at Nice, 
France. After the convention, Mr. and Mrs. Butter- 
field made a tour of France and other countries in 
Europe. They also will make a tour of England before 
returning home some time in July. This is the second 
visit of the Butterfields to the old world.—_WBC 
—_——_o—=§—e—____ 


MORSE CELEBRATES THIRTY YEARS IN BUSINESS 


It was thirty years ago that J. S. Morse, now vice- 
president and treasurer of the Morse Typewriter Com- 
pany, Inc., 305 Canal street, New York City, hung out 
his first sign in Boston, Mass.—a sign which an- 
nounced that the National Typewriter Exchange Com- 
pany was open for business. While the city did not 
appear to be unduly enthusiastic over the news, a stern 
program of energy and industry brought Mr. Morse 
success during his seventeen years in the Massachu- 
setts historical city. 

In 1924 Mr. Morse, together with his brother, Harry 
I. Morse, who is president of the present company, left 
for New York where the two men established the 
business. 

His long association and activity in the wholesale 
end of the typewriter business has made J. S. Morse 
a familiar figure with dealers and typewriter people 
everywhere. Coupled to this is his willingness to use 
his energy and time in any constructive forward move- 
ment in the industry and his constant attendance at 
national conventions and local meetings which have 
helped make him prominent in the industry. 

Another pleasing trait which Mr. Morse exhibits 
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from time to time is his unusual ability to recall per- 
sons and places involved in typewriter history. Many 
of his friends have marveled at this incredible memory 
while reminiscing with him. 

Office Appliances joins with the hundreds of friends 
of Mr. Morse in wishing him many more years of suc- 


cess in the field. 
ee 


JACKSON PAPER COMPANY BUYS VALUABLE SITE 


Sale of the old Southern Foundry property in Jack- 
son, Miss., to the Jackson Paper company as a site for 
a new plant was announced April 18 by H. T. Newell, 
president of the company. 

The price paid was $6,550 and Mr. Newell stated 
that his company in the near future will build a new 
and modern brick building on the site. It is under- 
stood that the company plans to spend between $30,000 
and $50,000 on the structure. 

The Jackson Paper company has been in business 
for the past sixteen years—GHW 
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BELGIUM COMPLIMENTS PONCA CITY LIBRARY 

An unusual compliment has been paid the beautiful, 
new library at Ponca City, Oklahoma, and American 
craftsmanship in the form of a request from Mrs. 
Gertrude Sterba, librarian, of Brussels, Belgium, ask- 
ing for complete information and photos of interior 
arrangements. This data is sought as an aid in the 
construction of a national library in Brussels in mem- 
ory of His Late Majesty, King Albert I. 

The Ponca City library was equipped by the Globe- 
Wernicke Co. of Cincinnati, the order being obtained 
by its local dealer, Schall & Starke. 

The letter from Belgium was sent upon instructions 
from the president of the board of trustees, of the 
“Fonds Bibliotheque, Albert Ier, Count Lippens,” and 
was signed by J. F. Vanderheijden, general secretary. 
It was written on the Belgian royal letterhead. 
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AT THE TEXAS AND PAN AMERICAN 
EXPOSITION WHICH OPENED LAST 
MONTH IN TEXAS EVEN THE OFFICE 
WORKERS CONTRIBUTED THEIR 
SHARE TO THE COLORFUL DECORA- 
TIVE THEME.—This picture shows one 
of the stenographers at work on the 
Royal typewriter in her picturesque cos- 
tume. The exposition is representative 
of displays from many South American 
countries and many of the states. 
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PHIL ANDERSON BUILDS UP EARLY SCHOOL 

BUYING 

To spread his crowd, and give better service to school 
book and supply shoppers, Phil Anderson, president of 
the Kansas Book Dealers Association, Newton, Kan., 
begins in early August to promote the “Get Ready for 
School” event. 

He gets into every rural boxholder’s hands, and into 
every home in the towns, a broadside, printed on good 
stock, in clear non-rub black and light-face. It is 
profusely illustrated, every one of the twenty-seven 
feature items carrying a true cut of some nationally 
known school supply. 

Mr. Anderson induces prompt shopping by offering 
a free toy airplane favor with all school book orders 
sold in August. He calls attention to the fact that early 
buyers can save on good used books. He offers to pay 
cash or trade for good used books. 

The broadside carries a coupon for a special pencil 
deal. 

The vast army of school children, Mr. Anderson 
reminds other stationers, are going to buy their school 
supplies somewhere. A dealer may get an equal break 
with town shoppers; but he finds this catalogue type of 
advertising, with illustration, price, and selling patter, 
brings excellent results from the rural shoppers, who 
always buy best from a printed list —AG 
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PACIFIC NORTHWEST NOTES 

The Stationers, Inc., has announced recently that 
C. Howard Armstrong, who has been connected with 
this firm of complete outfitters of offices located at 
926 Pacific avenue, Tacoma, Wash., for the past quar- 
ter century, has become president of the organization. 
For twelve years he was secretary, and during the 
past six years has been vice-president and manager 
of this important stationery and office equipment out- 
let on Puget Sound. Coincident with this announce- 
ment, J. A. Wilburn, for nineteen years connected with 
the Federal Reserve Bank at Seattle, has been named 
as the new vice-president and treasurer of The Sta- 
tioners, Inc.; John F. Hunt, with the firm for fifteen 
years and treasurer during the past six years, has 
become second vice-president, and J. H. Gonyea, who 
was president of the corporation until recently, has 
retired from active participation in the management, 
but remains associated as secretary and member of 
the board. 

Enjoyable vacation days in Canada were recently 
spent by Frank Dayton, service expert of the Adding 
Machine & Typewriter Exchange, 821 Third avenue, 
Seattle. 


* * * 


Dr. August Dvorak, inventor of a new keyboard for 
typewriters at the University of Washington, has been 
promoted from associate professor to full professor 
at the university in Seattle. Dr. Dvorak recently an- 
nounced with pride that his first speed-typist under 
the new keyboard system of simplified typing, Miss 
Nellie L. Merrick, has gone to the top-flight summer 
session of the University of Chicago, to widen the 
scope of his theory of typewriter technique by teach- 
ing simplified typing to teachers and others. She has 
been director of personal typing in the Tacoma schools, 
and Dr. Dvorak’s assistant in research under the grant 
of the Carnegie Foundation for the Advancement of 
Teaching. 

Thomas M. Pelly, president and general manager 
of Lowman & Hanford Company of Seattle, generally 
widening the scope of his civic and business leader- 
ship, has been newly named as trustee on the board 
of the Seattle Chamber of Commerce, and was wel- 
comed to his post by Chamber President George K. 
Comstock. 


a * * 


Brightening its facade and entrance is the brilliant 
new Neon sign for the Ruggles Stationery Company 
on Second avenue near Cherry street, Seattle. 

W. E. Finzer & Company, 328 Southwest Stark street, 
Portland, Ore., held a business show and first North- 
west presentation of Model 100 Mimeograph recently, 
with many executives and office people viewing the 
presentation of Elliott addressing and payroll sys- 
tems, and Standard mailing machines in operation, as 
well as the special sound picture “Geared Progress” 
which was continuously shown. 


* * * 


Following extensive alterations to the premises, the 
Royal Typewriter Company established new district 
offices in Seattle this June on the second floor of the 
Columbia building on Second avenue, opposite the 
Hanford building. The Royal organization for many 
years was located at Second avenue and Madison 
street, but is now ensconced on the second floor of 
the Columbia building at 1516 Second, where a large 
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portion of the office space has been given over to 
typewriters. 
* - * 

Formerly branch manager in Portland, Ore., for 
Remington Rand, Inc., Augustus B. Sandberg has re- 
cently been appointed to the staff of Consolidated, 
Inc., in Portland, for special real estate services in 
the Oregon metropolis. 

* - ” 

Several Puget Sound stationery and office equip- 
ment organizations vied with each other in bidding 
for contracts for furnishing equipment to the new 
Public Lands building at Olympia, Wash. Taken under 
advisement were bids of the B. F. Shearer Company 
of Seattle, $21,246; the Dando Office Equipment Com- 
pany of Seattle, $23,207, and the Capitol Stationers 
of Olympia, $24,181, for chairs, tables and desks; and 
for furnishing office files, the Bank and Office Equip- 
ment Company of Seattle, $15,513; Capitol Stationers, 
$15,590, and Lowman & Hanford Company at Olympia, 
$16,704. 

. x - 

Leaving order books behind, a large group of busi- 
nessmen of Seattle, started a trek to Alaska this June 
under the captaincy of Thomas M. Pelly, chairman 
of the cruise committee, as a special Good Will trip 
into the Northland. With Mr. Pelly and a host of 
other leading businessmen of Seattle and members of 
the Chamber of Commerce was W. A. Cooley, district 
agent of the Marchant Calculating Machine Company, 
and Mrs. Cooley. Although order books are left be- 
hind in Seattle, friendly Good-Will visits will be made 
upon Alaskan businessmen who buy their products 
in Seattle. 

* . . 

The Art Metal furniture for the new home of the 
New York Life Insurance Company opened in the 
Insurance building of Seattle was furnished by Trick 
& Murray of Seneca street; custom-built Venetian 
blinds by the Venetian Blind Company of Seattle, 
and typewriters by the Royal Typewriter Company. 
—CML 
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NEW BOOKLET BY STANDARD MAILING MACHINES 
COMPANY 

“How Standard’s Direct Process Lowers Costs,” a 
publication of Standard Mailing Machines Company, 
Everett, Mass., is now off the press, and its publishers 
announce that it will be mailed upon request. The 
booklet is the latest of Standard publications on dupli- 
cating. 

A complete description of the operation and advan- 
tages of the “direct fluid process” of making copies, as 
incorporated in Standard’s new process duplicator, is 
given in detail. A description of how to obtain 
brighter copies, increase speed and in other ways en- 
courage efficiency of duplicator operation follows. This 
booklet, twenty pages in content, is bound with an at- 
tractively designed cover printed in two colors. 

I 


TOWNSEND OPENS OAKLAND STORE 

The James E. Townsend Company, featuring Victor 
visible equipment and Victor safes, has established a 
store in Oakland, where its showing of a wide range 
of items is highly appreciated. With the main store in 
San Francisco, formerly but an office was maintained 
in Oakland. Expanded business and prospective fu- 
tures because of advanced and progressive promotional 
methods have warranted the opening of this East Bay 
Store at 391 Seventeenth street—BART 
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MR. MORGENTHAU SR. VISITS THE UEF 
HARTFORD FACTORY 


According to the Hartford Times, Mr. Morgenthau 
Sr., father of the United States Secretary of the Treas- 
ury, visited Hartford May 10 in the company of Philip 
D. Wagoner, president of the Underwood Elliott Fisher 
Company. Mr. Morgenthau is a director of the com- 
pany and was making a periodical visit to inspect the 
company’s Hartford plants. 

Mr. Morgenthau and Mr. Wagoner had luncheon 
with Morgan B. Brainard, president of the Aetna Life 
Insurance Company, who is also an Underwood Elliott 
Fisher director. 

In an interview with the Hartford Times reporter, 
Mr. Morgenthau said the principal obstacle to success 
for international economic negotiations lies in the 
fact that monetary stabilization is a vital pre-requisite. 

“That has not yet been accomplished,” Mr. Morgen- 
thau said. “And it is a thing that must be done grad- 
ually, step by step, over a period of time. Without 
Stabilization, a conference would be utterly useless, 
and for that reason I do not think one will be called 
for a considerable period of time.” 

The two Underwood officials were met at the rail- 
road station by Frederick U. Conard, works manager 
of the Hartford plant. 

They spent the afternoon inspecting the typewriter 
factory, where more hands are at work than ever 
before in the company’s history, and the General 
Research Laboratory. 
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SHOWBLOTT FEATURED IN BULLETIN OF WRENN 
PAPER COMPANY 

In the latest issue of “The Wrenn House,” bulletin 
published regularly by the Wrenn Paper Company, 
Middletown, Ohio, is featured the new and improved 
Wrenn “Showblott,” metal display case designed for 
stationers for their presentation of the complete line of 
Wrenn Embossed blottings. 

The publication contains timely and vital informa- 
tion to the stationer to assist in the augmentation of 
blotter sales. 





BIGGER AND BETTER MUN-KEE PADS.— 
The Bates Manufacturing Company has ney 
discovered a new cloth and more penetrating in 
for its line of Mun-Kee pads, one of which is 
illustrated above. The cloth, made of long staple 
cotton, is extra fine, strong and absorbent, and 
is the type used for making typewriter ribbons. 
The new, super-penetrating Mun-Kee ink adds 
another substantial improvement in the line of 
Mun-Kee pads. 
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GF EMPLOYEES FORM OWN UNION 
Employees of the General Fireproofing Company 
have organized the General Fireproofing Employees’ 
Independent Industrial Union, divorced from both the 
C. I. O. and the A. F. of L. Spokesmen of the union 
announced that 1,200 already have joined it and that 
plans are under way to organize further—AK 








SHREVEPORT HOUSE IN NEW HANDS 

The Caddo Typewriter & Supply Company, 109 Ardis 
building, Shreveport, La., has been purchased by Cortez 
Locke and Elgin Roy. The transaction includes stocks 
on hand, and good will. Mr. Locke has been engaged 
in the office equipment business at Shreveport the past 
ten years, and has taken charge of sales under the new 
management. Mr. Roy was in charge of the service 
department under the former ownership. He will con- 
tinue in that capacity under the new arrangement. 
Mrs. Kathleen Bounds is associated with Mr. Locke 
in the sales department. She is well known in the 
Shreveport district. Mr. Roy will be assisted in the 
service department by Bill Jean. 

The Caddo Typewriter & Supply Company sells and 
services the various makes of typewriters and adding 
machines. It stocks Remington adding machines; all 
makes of portable typewriters, new Woodstock type- 
writers and factory rebuilt typewriters of all makes. 

—_-—>—e-_—___ 
FORT WAYNE COMPANY MOVES 

The Fort Wayne Business Machines Company ex- 
clusive agents here at Fort Wayne, Ind., for the Under- 
wood Elliott Fisher Company has moved into a building 
at 111 West Jefferson street from its old quarters at 
1108 South Harrison street. The new quarters were 
completely remodeled, and will be used as a store, office, 
and warehouse. The company is installing direct fac- 
tory service for the typewriters and adding machines 
handled by the local firm. Harry I. Chambers and 
Wilbur F. Schell are local managers of the company.— 
AK 

—- - 
CINCINNATI O. A. M. ELECT OFFICERS 

With a record crowd in attendance, the Cincinnati 
Office Appliance Managers Association held its annual 





Left, F. S. Brading, Bo- 
stitch Sales Company, president of the association; 
Glad W. Bailey, Cincinnati branch manager, Dicta- 


THEY WERE THERE! 


Corporation, chairman of the golf 
party. 


phone Sales 


election of officers and outing at the Kenwood Country 
Club on June 9. 

Those chosen to head the organization for the period 
of 1937-38, are: 

President, Leo J. Taylor, Addressograph-Multigraph 
Corporation; vice-president, Al Schmitt, branch man- 
ager, Gilman Fanfold Company, and secretary, John 
Evans, branch manager, KeeLox Manufacturing Com- 
pany. 

*— 
THOMAS WINS IBM HONORS 

Ross G. Thomas, Jr., divisional manager in the 
Cleveland office of the International Business Ma- 
chines Corporation, has been admitted to the com- 
pany’s One Hundred Per Cent Club of sales leaders 
and will attend the annual convention to be held early 
next year.—AK 
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HOAGLAND ENDS WORLD TOUR 

Warren L. Hoagland, vice-president in charge of 
foreign sales of L. C. Smith & Corona Typewriters 
Inc., Syracuse, N. Y., returned to the factory at Syra- 
cuse early last month after a trip around the world 
that lasted eighteen months. Mr. Hoagland sailed 
from New York December 11, 1935, and arrived at Los 
Angeles June 3, 1937. 

He went first to London, where his headquarters are 
and during the succeeding ten months made several 





W. L. HOAGLAND 


visits to the Continent, calling on the company’s deal- 
ers in most of the European countries. He was in 
Spain in the spring and left there only about four 
weeks before the present revolution broke out, signs 
of which were even then very much in evidence. 

In London he spent considerable time searching for 
new premises for the company’s British organization 
and arranging for the move to the present location, 
52/56 Osnaburgh street, near Regents Park and close 
to the center of the automobile trade of London. These 
magnificent premises are among the finest occupied 
by typewriter selling companies in Great Britain. 

At the end of October last year he sailed from Tou- 
lon, France for a trip to the Near and Far East during 
which he visited the company’s representatives in 
Egypt, Palestine, British India, Ceylon, Australia, Java, 
Federated Malay States, the Philippines, China, Japan 
and the Hawaiian Islands. 

Altogether Mr. Hoagland visited some twenty-six 
different countries and traveled over 40,000 miles since 
leaving America. He is now at Syracuse, N. Y., where 
he expects to remain a few weeks before returning to 
London. In general he reports conditions throughout 
the world much improved and business on the up- 
grade almost everywhere in spite of many political 
uncertainties in different parts. 

ee 


ADDING MACHINE PROVES GOOD LEADER 


Excellent as a leading feature for the Kenon-Taylor 
Co. typewriter and office supplies store, Memphis, 
Tenn., is the line of adding machines recently taken. 

Together with the line of typewriters sold, the add- 
ing machine receives major promotional emphasis in 
circular advertising, several times a month, and per- 
sonal contact by three representatives working out of 
the office. Contact calls are usually made at the rate 
of 15 to 20 each day, though no set rule applies here, 
and representatives are required to make only as many 
calls as feasible. 

Promotion of the adding machine has contributed 
materially to the 20 per cent increase of the firm’s 
business over a recent 12 months period, J. W. Canon, 
of the firm, believes—BART 
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THE GUEST BOOK 


Harold O. Atwood signed the Guest Book June 10. 
Formerly working out of the Chicago office of Eber- 
hard Faber, he stopped to see a number of his old 
friends and paid a visit to the Wis-Ill Club of which 
he was an active member prior to leaving for the 
East six months earlier. His main business in Chicago 
was to visit with G. J. Aigner Company and Frank 
Mashek Company, both of whom he represents in the 
New York Metropolitan area. 


Elmer Breuer, Paris, France, who has made frequent 
trips to this side for the past three or four years, re- 
maining a few months each time, called on June 22nd. 
In Chicago on special business relating to patents for 
Breuer’s “1000 Sheet Feeder” and “Belloprint Office 
Folder” described in the June issue of Office Appli- 
ances. Both mechanisms are manufactured by Bello- 
print G. m. b. H., Berlin, Germany. A week after his 
Chicago visit, Mr. Breuer sailed for Paris. 

A. A. Bratton, president, The Bratton Company, 
Columbus, Ohio, for many years Ediphone agent in 
part of that state and elsewhere, looked in upon us on 
June 22nd. In Chicago for part of a day to view the 
fistic contest for prize ring supremacy between Mr. 
Louis and Mr. Braddock. Got a poke in the wallet by 
the “brown bomber.” A lot more comfortable than a 
“poke in the slats” from the same source. And slept 
as soundly in the pullman that night as Mr. Braddock 
in his dressing room. Pleasant visit we had. Remi- 
niscing about the old days. When OA was young and 
the “North American Supply Company” of Columbus 
was launched. Discussing other subjects also. Ways 
of life and what’s worth while. A visit with “AA” is 
stimulating. The years have not reduced his snap and 
go. He keeps step and tempo with the times. 


A. W. Kartous, Dallas, Tex., manager of the southern 
branches of the Ames Supply Company at Dallas, Tex. 
and New Orleans, La., made Friday, June 23 a pleas- 
ant day for us. He brought our neighbor, Hazen Ames, 
secretary of the company, along to contribute to the 
good cheer of the occasion. Mr. Kartous makes his 
headquarters at Dallas. Although still young, Mr. Kar- 
tous has twenty-five years’ typewriter and supply ex- 
perience. Which fits into the pattern of his present 
work with the platens, parts, ribbons and carbons of 
the Ames Company which he joined about a year and 
a half ago. All general conditions in the south rather 
good, under which the Ames Supply Company is mak- 
ing considerable progress. 


Henry Simler, president, The American Writing Ma- 
chine Company, in Chicago on some special appoint- 
ments, gave us the pleasure of a visit on June 25th. 
Active in several things, he is also chairman of the 
“Employment Committee” of the Sales Executive Club 
of New York. And had something interesting and con- 
vincing to say about the fallacy (somewhat prevalent) 
of choosing youth to be trained in various departments 
of business, in preference to experienced men of forty 
and more. Showed us, too, how the Rand electric razor 
brings down whiskers as efficiently as a Deering mower 
clips timothy or clover. And we just getting used to 
our Christmas “safety,” first step toward “going mod- 
ern.” (But one can’t ride an electric razor). Nor does 
it afford the acrid odor of a sweating horse and the 
pleasant sound of creaking harness.) But the big thing 
in the conversation was our caller’s setting out the 
next day for a week’s visit, plus over the “Fourth,” 
with the folks in “the grand old Hoosier state” in the 
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very center of the wild flower and honey bee section. 
Boy. What a vacation! As every Hoosier knows. 


Maurice S. Blier, Universal Products Company, 
Buenos Aires, called on June 28. Having been in Chi- 
cago a few weeks arranging with several manufactur- 
ers for handling their lines in Argentina. Now in New 
York, with headquarters at 2 Broadway, to remain 
until October, when he sails for South America. Else- 
where in this number Mr. Blier has written of the 
plan he follows in developing the office specialty busi- 
ness in Argentina. Mr. Blier was born in Germany, but 
spent his boyhood in Vladivostok, Russia. In his early 
teens he was employed in Harbin, Manchuria. Had 
some experience in Tokyo. Spent a short time in 
Seattle. Had a few years of stenographic and secre- 
tarial service with “Amtorg” in New York. Studied “off 
hours” and got an engineer’s degree in Brooklyn Poly- 
technic. Practically all of his experience was in one 
or another department of the export business. The 
first being wrapping packages at the start of the Har- 
bin job. He impresses us as being a careful student of 
all factors in export trading. The lines he has added 
give his company a fine range of office utilities. 


E. Y. Horder of Magnolia Springs, Ala.; Oak Park, 
Ill.; London, England and Swampscott, Mass., gave 
us a delightful three-quarter hour on July 6. Conver- 
sations. Fruits and flowers of Alabam. (Nothing com- 
arable in Florida.) Fishing and golf. And viewing 
the two blocks length of the Chicago river from our 
window, some observations about the old days when 
the stream exhaled an odor none too pleasant. A bit 
of reminiscence too, about the start of the Horder 
business and the dream for a “$40.00 a day” volume. 
Which, with very many other dreams, came true. To 
be off with Mrs. Horder for Swampscott on the 12th. 
So we got out the road map and traced the route up 
the west side of Lake Michigan to the “Soo.” Across 
Canada to North Bay. A detour to see the “Quints.” 
From there to Ottawa. Down to Kingston and across 
the St. Lawrence river to Watertown. Thence over 
picturesque ways across New York and Massachsetts 
to Swampscott. 


Mrs. Rollin H. Sprague, Monroe, Mich., wife of Secre- 
tary Sprague of the Weis Manufacturing Company, 
delighted us with a call on July 7. In Chicago with 
her daughter for a few days, looking about during 
the latter’s over-the-Fourth holiday from library 
work at the University of Michigan at Ann Arbor. 
Agrees with the opinion that Monroe, Mich. will have 
a place in the history of these times because of deter- 
mination of its citizens to defend themselves against 
the “ten thousand” which certain labor leaders threat- 
ened to send to “take Monroe.” Reminiscent of “Bunker 
Hill” and Patrick Henry’s “Liberty or Death” speech. 
But Monroe (then Frenchtown) furnished a thrilling 
chapter to earlier history of the country when, in the 
war of 1812, tomahawks and scalping knives were 
wielded on the western front. But the River Raisin 
massacre and the check of the “ten thousand” were 
secondary in interest to Rol Sprague’s oil venture. We 
naturally made some inquiries and got a thrill in 
learning from Mrs. Sprague that the third well on the 
property is gushing. And the product going through 
pipe lines and tank cars. Pretty soon the thirty-five 
persons who participated in comparatively small Mon- 
roe shares allotment for the venture will be trading in 
their old cars, putting new roofs on their houses and 
buying electric ice boxes, etc. Maybe putting new 
linoleum on the kitchen floor. And, we have the 
notion, thinking of Rol Sprague as Santa Claus. 
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TAMANY ELECTED PRESIDENT OF 
BOORUM & PEASE 


Ninety-five Year Old Concern Announces Changes 
in Executive Lineup 


At the annual meeting of the board of directors of 
Boorum & Pease Company, Brooklyn, N. Y., held June 
24, 1937, John W. Tamany was elected president of 
the company and Fred C. Bingham, who has served so 
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FRED C. BINGHAM JOHN W. TAMANY 


ably in this capacity of late years, now becomes chair- 
man of the board. 

Mr. Bingham will still retain his active contact with 
the affairs of the company and his broad experience 
and training in the business will continue to be a 
factor in the conduct of its affairs and the continu- 
ance of its policies, particularly with regard to ad- 
vancing men in the organization as they become 
equipped to assume greater responsibilities. Mr. Bing- 
ham has always supported the theory that the inter- 
est of the employees and the company are essentially 
one. A. W. Bingham, secretary and treasurer, and 
W. S. Schoonmaker, vice-president in charge of manu- 
facturing, were both re-elected to their respective 
posts in the organization. 

Mr. Tamany is a graduate of the School of Com- 
merce and Finance of New York University and started 
his commercial career with the Pictorial Review in 
1914. In 1916 he resigned to become auditor of the 
Boorum & Pease Company and he has held succes- 


sively the offices of auditor, assistant secretary, as- 
sistant treasurer, secretary and treasurer, executive 
vice president, and he now becomes president. 

Mr. Tamany brings to his new post a fine personality 
and an enviable record. He is well known in the in- 
dustry and has traveled extensively in South America 
as well as in the United States. He is thoroughly ac- 
quainted with the problems of the industry as a whole 
and the blank book and loose leaf division in par- 
ticular. 

The long service of Mr. Tamany with the Boorum & 
Pease Company brings to its presidency a man well- 
versed in the company’s policies and thoroughly im- 
bued with the company pride in being constantly alive 
to the service of the distributor in the field. He ex- 
pressed himself as looking forward to a constantly 
increasing opportunity to be of service to dealers and 
to a continued expansion of the loose leaf and blank 
book business. 

Mr. Tamany’s many friends in the field join in con- 
gratulating him and the Borrum & Pease Company 
upon the promotion. 

a 


OHLAND RECOVERING AFTER 
OPERATION 

George Ohland, contract sales manager for the Metal 
Office Furniture Company, Grand Rapids, Mich., was 
recently removed from a local hospital to his home at 
1122 Calvin avenue, S.E., after undergoing a major 
operation. He had been a patient in the hospital for 
nearly a month. 

Mr. Ohland, who had gained an enviable reputation 
in the Central West territory which he covers, was well 
known as a football player in his younger days, having 
represented his high school team from 1914 to 1916. 
During the World War he was a member of the Thirty- 
Second division football team. 

canemcsiaiaideaiiicmilees ate 


BATES ANNOUNCES VACATION SHUTDOWN 


The Bates Manufacturing Company, Orange, N. J., 
last month announced to the trade that its annual 
shutdown of the factory for vacations will be from 
Monday, July 10, to Saturday, July 25. Although the 
New York office, 30 Vessey street, will remain open as 
usual, no shipments will be made during the vacation 
period, officials of the company said. 
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RUSSELL STATIONERY COMPANY NEW OFFICIALS 


While the death of Horace Russell, founder of the 
Russell Stationery Company, Amarillo, Tex., necessi- 
tated new executive appointments, it makes no change 
in the company personnel. 

Mrs. Charles P. Woodburn, sister of Mr. Russell, was 
elected president. David T. Mead, who has been con- 
nected with the business since 1921, has been made 
manager. R. L. Stroud, who has been in charge of 
inside sales for ten years, was promoted to manager 
of the office supplies department. The printing de- 
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DAVID T. MEAD 


partment is under the management of George M. 
Autry, who has held that office for the past five years. 
For fifteen years L. A. Vahue has been manager of the 
appliance department. 

The business was so capitally organized and ordered 
by Mr. Russell with each division of the business so 
capably managed that no change in the personnel was 
necessary. Nor will there be any change in policy. 
The same service to the public upon which the prestige 
of the business was built through the years will be 
continued. The company will continue its same posi- 
tion in the trade territory and maintain its pleasant 
relations with the firms with which it deals. 

“If we had a creed or statement of purpose,” writes 
one of the officials, “it would be to the effect that we 
try to be of genuine help to our customers; to trans- 
late a need which exists in the customer’s office into 
tangible tools for economy and efficiency. That is the 
policy which was established by Mr. Russell in 1909 
and under which this business was developed through 
the years to an organization of nearly thirty persons 
with a financial foundation which has brought us 
through more than one depression and which allows 
for expansion in the future.” 

Mr. Mead, who takes general management, is a 
young man of thirty who has worked in the depart- 
ments of printing, office machines and stationery at 
various times until 1928, when he became bookkeeper 
for the company. While attending the University of 
Texas, he found employment with office machine 
dealers at Austin, returning to Amarillo in 1932 to be- 
come credit manager. 
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COMMERCIAL COMPANY WINS CONTRACT 

The Public Works Administration, Nashville, Tenn., 
on June 14 approved a contract with the Commercial 
Stationery and Supply Company of Chattanooga, 
Tenn., for $13,628.72 worth of equipment to be used in 
Hamilton county public schools, according to Ken- 
neth Markwell, state PWA director. The equipment 
will be purchased for use in five high schools and 
eight elementary schools—-CG 
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MERCANTILE BEGINS REMODELING JOB 

Work of remodeling has begun on the new home of 
Mercantile Paper Company at 116-118 Commerce 
street, Montgomery, Ala. The property was bought by 
this firm several months ago and is a substantial brick 
building, four stories and basement, fronting 50 feet 
on Commerce street and running back 180 feet to 
private trackage. 

The building will be entirely reconditioned, with new 
walls, floors and ceilings throughout. A new front with 
modern show windows will be built, new elevators and 
modern heating and lighting systems will be installed. 

The improvements will likely be completed by Aug. 
1 and the Mercantile Paper Company will move from 
its present location at 108 Commerce street—_GHW 
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EWING COMPANY EXPANDS STORE 
The S. L. Ewing Company, dealers in typewriters, 
adding machines and supplies at 1606 Commerce street, 
Dallas, Tex., has recently completed an expansion pro- 
gram which has more than doubled its former space. 
According to J. T. Boyce, owner and manager of the 
firm, which was established in Dallas in 1902, the com- 
pany leased the building next door to its location, cut- 
ting through the wall to turn the two establishments 
into one large one. In addition, the building has been 
completely refinished throughout and has been mod- 
ernized in every particular. 
a 
FORT WAYNE CORPORATION FORMED 
The Office Machine and Supply Corporation, 203 
West Washington boulevard, Ft. Wayne, has filed 
articles of incorporation with County Recorder Pat 
J. Cain. The capital stock comprises 1000 shares of 
stock of a par value of $10 a share. Bernard F. Girar- 
dot, 2816 North Clinton street, is the resident agent, 
and he and T. M. Lehman, and Irma M. Girardot, 
are the incorporators.—AK 
2 
HOUGH RETURNS TO JOB 
W.E. (Bill) Hough, well-known representative of the 
Victor Safe & Equipment Company in Pennsylvania 
and the surrounding territory, has returned to his job 
after a month layoff occasioned by sickness. His hun- 
dreds of friends in the field will be pleased to know 
that his many sessions with the dentist are over and 
that he is again on the job. 
Oe 
SKINNER REPRESENTS GF AT CREDIT MEETING 
William D. Skinner of the General Fireproofing Com- 
pany, Youngstown, was among those who represented 
the Youngstown Association of Credit Men at the 
forty-second annual convention and credit congress 
of industry of the National Association of Credit Men 
at Chicago, June 20-24.—AK 
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AUSTRALIAN IMPORT CHANGES RESTRICTED 


The information presented on page 51 of the April, 
1937, issue of Office Appliances under the heading 
“Austrian Changes of Imports” was obtained from an 
issue of Commerce Reports published by the United 
States Department of Commerce, but unfortunately 
the writer of the item failed to observe that the ex- 
emption of typewriters and covers from primage is 
applicable only to entries on the British Empire pref- 
erential list. Which, of course, excludes the United 
States. The incompleteness of the item is regretted. 
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CURRENT FINANCIAL STATEMENTS 

Directors of Royal Typewriter Company, Inc., have 
declared a dividend of $2.50 a share on the common 
stock, payable July 22 to stockholders of record July 
12. An interim dividend of 75 cents a share was paid 
on the common stock June 15. 

Due to the change in dividend dates and dividend 
periods on the preferred stock, a separate dividend of 
58'4 cents a share was declared on the preferred stock 
for July, payable July 22 to holders of record July 12. 
(New York Herald Tribune, July 1, 1937.) 

Stockholders of the Addressograph-Multigraph Cor- 
poration recently held a special meeting at which 71 
per cent of the outstanding shares were represented 
by proxies solicited by the management and were 
favorable to the proposal to create an issue of 100,000 
shares of 442 per cent cumulative $50 preferred stock, 
of which 63,000 shares would be issued now. President 
Joseph E. Rogers stated that owing to present market 
conditions and upon advice of the management, action 
on the proposal has been deferred and the meeting 
was adjourned to June 10. Part of the proceeds of 
this issue of stock would be used to retire $1,700,000 
serial debentures having an average interest charge 
of 5.35 per cent, and the bulk of the balance would be 


used for constructing a plant addition AK 
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BRADEN-STUPHEN LEASES NEW HOME 

The Braden-Stuphen Ink Co., Cleveland, has taken a 
lease on the first and second floors of a new building 
that is to be erected after May 1 and which will be 
known as the Chester Avenue building, located at 3700 
Chester avenue. The building will be 115 feet wide and 
165 feet deep and will be ready for occupancy about 
October 15. The company is at present located at 1376 
East Twenty-Second street. Their new quarters will 
contain 30,000 square feet of space. 

Albert C. Stuphen, secretary-treasurer of the com- 
pany, is also president of the Cleveland Hockey Club, 
Inc., and owns the International Hockey League team 
in Cleveland.—AED 
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BUSINESS CENSUS OFFICES CLOSE 

With its Business Census project completed, the Bu- 
reau of the Census offices at 2401 Chestnut Street, Phil- 
adelphia, were closed late last month. Voluminous 
records and files were immediately moved to the Com- 
merce building in Washington, D. C. 

The temporary offices at Philadelphia were estab- 
lished to conduct the recent nation-wide Census of 
Business, under the direction of Fred A. Gosnell, Chief 
Statistician for Business. Many reports and interpre- 
tations made by the Census Bureau related to the office 
equipment field. Analytical study of them will prove of 


value to members of the industry. 
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UNIQUE NEON SIGN NEWLY ERECTED BY DENVER 
OFFICE APPLIANCE CO. 

A huge and novel neon sign now identifies the loca- 
tion of the W. H. Kistler Stationery Company, Denver. 
Made in the form of an old fashioned quill pen, and 
with the name “Kistler’s” printed down the center, no 
one walking down the street fails to notice it. The sign 
is forty-five feet high and six feet wide at the widest 
point. The pen part of the quill is at the bottom. The 
color combination is attractive in daytime as well as 
at night, the quill and the name Kistler’s being in dif- 
ferent shades of blue. A relatively small yellow enve- 
lope cuts across the center of the quill. The trade name 
used by Kistler’s on all their goods is “Kwill.” The 
selection of the neon sign fits in with this—BART 
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HANSELL CELEBRATES SIXTY-FOURTH YEAR 

From a modest little stationery store to one of the 
largest stationery and office supply houses in the 
South. 

That is the record today of F. F. Hansell & Bro., 
131-33 Carondelet street, New Orleans, which recently 
celebrated its sixty-fourth year in the stationery and 
office supply industry during the same week that the 











SCENE OF CELEBRATION.—The home of F. F. 

Hansell & Bro., Ltd., in New Orleans wherein the 

company recently celebrated its sixty-fourth anni- 

versary. (Inset) F. F. Hansell, president of the 
pioneer house. 


New Orleans Item held a like ceremony to commemo- 
rate its founding sixty-years ago. 

The company’s first store was located on Camp 
street but a comparatively short time saw the need for 
larger quarters and the organization took a new home 
on Canal near Camp. Still later another move was 
made, this time to Carondelet near Canal where the 
company remained for twelve years gradually building 
up the prestige for which it is noted throughout the 
South today. 

Simultaneously with 
company moved into its present fine quarters. 


its sixtieth anniversary the 
But no 
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policy changes marked the move—the company striv- 
ing as in the past to achieve another step on the road 
to progress. A line borrowed from an advertisement in 
the pages of the Item’s anniversary number aptly de- 
scribes the Hansell organization’s steady climb to the 
enviable position it now occupies in the field. It reads: 

“Business enterprises as large as ours—firms with 
the reputation which ours enjoys—are not built over- 
night. Advancing continually to meet advancing con- 
ditions—absorbing new ideas without relinquishing re- 
liable old principles—we have grown from a modest 
little stationery and book shop to one of the largest 
and most completely stocked stationery and office sup- 
ply houses in the South today.” 

And, speaking of the change in conditions F. F. Han- 
sell, Sr., president of the company, said: 

“The desires and tastes of people have changed 
along with the time. Take Christmas cards. Very few 
want the elaborately scalloped, lacy, tinselled cards 
that were in vogue a half-century or more ago. A dig- 
nified engraved card bearing the greetings of the 
season is the fashion of today. 

“So it is with office furniture. The rolltop desk has 
gone from the office equipped in the modern manner 
and the glass-covered tabletop desk has taken its place. 
Fireproof metal filing cabinets have usurped the posi- 
tion of the wire spike. Office chairs are now comfort- 
able and handsome.” 

Indicative of the striving toward meeting advanced 
conditions is the fact that Mr. Hansell was the first 
in his territory to install air conditioning in the build- 
ing for the comfort of customers and employees alike. 

In addition to Mr. Hansell, senior, the officers of the 
organization are M. E. Hansell, brother of F. F. Hansell, 
Sr.; F. F. Hansell, Jr., and M. E. Hansell II. 


— ——o— 9 —______ 


ZERCHER STATIONERY EXPANDS CHURCH LINE 

According to T. L. Pattison, owner of the Zercher 
Book and Stationery Company, Topeka, Kan., he will 
expand his already large stock of church goods this 
summer. He plans to put two outside men on the road 
with this type of merchandise. 

This decision has been reached because of the large 
mail order volume in ecclesiastical merchandise, com- 
ing in from inland towns and even good-sized little 
cities. There seems, Mr. Pattison feels, to be a real 
need for a broad selection of these lines and the sales- 
man should be some one who understands the sig- 
nificance of the literature, the figures, the vestments, 
and the jewelry included in the lines. 

Bringing a goodly representation to each parish will 
be, this stationer feels, a really appreciated service. He 
now has the most extensive stock of church goods in 
the northwest section of Kansas.—AG. 


ee ee 
WITH THE OFFICE APPLIANCE DEALER IN 
MEMPHIS 


Enlargements from time to time of display space 
for its various departments have contributed to im- 
proved business done by the S. C. Toof and Company 
office supplies store of Memphis, Tenn., St. Elmo New- 
ton, president, reported recently. 

Most recent move of this kind was the enlargement 
of the unit devoted to mimeograph supplies and 
stocks. The change is such as to catch the eyes of the 
customers moving down the central aisle of the store. 

Constant and repeat advertising has also done its 
Share to maintain the business increase sought, Mr. 
Newton said. 
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MESSRS. MORELAND AND SEA TAKE IN THE 
CORONATION 


As winners of the Underwood Elliott Fisher Corona- 
tion Sales Contest, B. H. Moreland of New York and 
P. N. Sea of Chicago boarded the S. S. President 
Harding with Mrs. Sea on April 28. A small delegation 
from the UEF general office and the New York sales 
offices was present to wish them Godspeed. In addi- 
tion they were provided with a plentitude of gratis 
advice as to the manner in which they should conduct 
themselves while viewing the coronation ceremony. 


The trio landed at Plymouth, England, and traveled 
through the British countryside to London where they 
stopped at the Imperial Hotel. They found pleasure 
in mingling with the 3,000,000 people who gathered 
in the appointed place in England to view the corona- 
tion cavalcade on May 12. The memory of events will 
remain with them always. Also lingering in their 
memories is the fine reception accorded them by the 
British sales organization of Underwood Elliott Fisher. 

Among Mr. Sea’s valued possessions is a letter ad- 
dressed to him by Mayor Edward J. Kelly of Chicago 
who congratulated him upon winning a trip to the 
coronation of King George VI. 

Before leaving Chicago Mr. Sea was a guest of 
honor at a luncheon sponsored by the Chicago sales 
staff. The salesmen in New York thought the idea 
was a good one and honored their coronation winner, 
Boyd H. Moreland, with a luncheon on April 27. 





A GUN IN ONE HAND AND A ROYAL 
IN THE OTHER!—A Rifle and a Royal 
portable are the two main articles in 


the life of John B. Adams, champion 
shot and well-known newspaperman. Mr. 
Adams holds the international rifle cham- 
—— of 1408x1420, a mark he set at 

ixley, England, in 1932 and which still 
stands. He is a reporter on the San 
Francisco Examiner and is editor of 
“The Pacific Sportsman."’ He carried his 
Royal portable on his jaunts to all parts 

of the world. 


——————=—e —____ 


NEW MEMBERS FOR WIS-ILL CLUB 

Since the start of the Regional Meetings this year 
in the Middle West, many travellers in the fifth and 
sixth districts of the National Stationers Association 
have joined the Wis-Ill Club. Six were added at a 
business meeting held June 25. Their names are as 
follows: 

Joseph G. Weiskopf, G. J. Aigner Company; Joseph 
A. McDonnell, The Carter’s Ink Co.; H. L. Hewson, 
Scripto Manufacturing Company; Homer Weber, 
Richard Best Pencil Company; C. M. Groves, S. 8S. 
Stafford, Inc., and Hartley R. Cheek, Esterbrook Steel 
Pen Manufacturing Company. 

It is expected that a roster of the club membership 
will be published and distributed in the near future. 
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ROCKY MOUNTAIN NEWS NOTES 

Business conditions are bettering as indicated by a 
run of remodeling and delivery truck purchasing 
among local office appliance firms. Reports are that 
the usual summer slack is taking its toll of profits, 
but at that, books show considerable increases over 
last year’s sales for the same period. The lull in trade 
is being taken advantage of to do repairing and re- 
modeling in preparation for an expected pickup in 
the near future. ‘2. « 


Kistler’s front windows have been shrouded for the 
last three weeks with temporary scaffolding, making 
the entrance a mere tunnel and darkening the interior. 
However business has been going on as usual. A new 
balcony is being erected, lining the four walls, which 
will give considerable additional display space on the 
main floor, as the offices and manager’s department 
will be moved up to the balcony. Plans include en- 
larging the wholesale display room on the main 
floor, also. ~ - ~ 


Kendrick-Bellamy Company has recently purchased 
a new Chevrolet delivery truck. Jack Kendrick and 
wife have been vacationing in California; while there 
they attended the graduation ceremonies of the oldest 
of their two daughters in Claremont. 


* * * 


J. S. Stahl & Company, Denver typewriter firm, has 
also recently invested in a Chevrolet delivery truck. 
> > > 


The Region Ten stationers and the Rocky Moun- 
tain Travelers Club held their first annual picnic Sun- 
day, June 20, in Elitch’s Gardens, Denver amusement 
park. The program for the day-long affair included 
a soft ball game—tTravelers vs. Stationers, a women’s 
rolling-pin throwing contest, novelty races, dancing 
in the afternoon and the picnic. Prizes to be awarded 
to winners of the various competitions have been 
donated by Denver stationery firms. 

* © * 

L. W. White, manager of the Woodstock Typewriter 
Company, 729 Fifteenth street, Denver, has *een in 
the hospital recovering from the effects of an opera- 
tion. It is the second operation he has undergone 
lately, the last one necessitated by an infection from 
the first. He is expected to return to the office shortly. 


> > > 

E. Frank Winfield, of Grand Junction, Colo., has 
recently retired after twenty-five years in active busi- 
ness as a stationer. He will devote his time in the 
future to his finance company in Durango, Colo., and 
has turned his stationery business over to former 
employees. The officers of the new organization are: 
L. M. Long, president; E. G. Hopper, vice-president 
and manager; F. A. Lindsay, secretary and treasurer. 

> . > 

Recently in Denver were Harold Richardson of the 
Sentinel Richardson Office Supply Company, Grand 
Junction, Colo., and William Mason III of the Outwest 
Printing and Stationery Company of Colorado Springs. 

> > * 

Jerry Clemens of the Santa Fe Book and Stationery 
Company is spending his vacation in Colorado. Walter 
Stevenson of the Stevenson Office Supply Company, 
Ogden, Utah, has also been a visitor in Denver. 

J > 7 

Harry B. Gorline, formerly store manager of A. 
Carlisle & Company of Nevada, Reno, Nev., is now 
assisting John B. Hibbard, western representative of 
The Globe-Wernicke Co., and will be calling regularly 


OFFICE APPLIANCES 


on the trade in Colorado, Wyoming, Utah, Montana, 
Idaho, Oregon, and Washington. 
* * * 
George O'Day has been recently made representative 
in this region for the Parker Pen Company.—_ATW 


SO Ee 





HE GOES ROYAL.—Charles B. 
Doyle has recently been ap- 
poined new portable fieldman 
in Indianapolis and the sur- 
rounding territory by the 
Royal Typewriter Company. 
He takes many years of ex- 
perience to his new job. 


- _—- © 
MORTON SLOBIN WINS IBM SCHOLARSHIP 
According to an announcement released May 26, 

Morton Slobin, eighteen, a senior in Shaker high 
school, Shaker Heights, Cleveland, Ohio, is the na- 
tional winner of the third contest in creative writing 
held by the International Business Machines Corpora- 
tion for juniors and seniors in high schools throughout 
the United States. His prize is a four-year tuition 
scholarship for university study. Fifty-two state and 
territorial winners were also announced. 

The contests were established by Thomas J. Watson, 
president of International Business Machines Corpora- 
tion, to stimulate creative thinking and intellectual 
ambitions among young people. More than fifty thou- 
sand essays were submitted in the competition. 
—_-  — 
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PESTLINGER WHOSE 





A. J. 

NEW ORGANIZATION WAS 

DESCRIBED ON PAGE 139 OF 
THE JUNE ISSUE. 


Saas 
SENGBUSCH ISSUES NEW CATALOGUE 
Containing thirty pages and a four-page supple- 
ment, as well as information on a number of new 
items, a new and handsome catalogue has recently 
been issued by the Sengbusch Self-Closing Inkstand 

Company, Milwaukee. 

With the new catalogue is a letter to dealers which 
reads in part: “To meet present conditions, it has 
become necessary to raise prices on certain items. 
Therefore, we deemed it advisable to print the cata- 
logue itself without prices. Study carefully the sepa- 
rate price list inserted next to page 30. Changes in 
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prices appear on pages 5, 6, 7, 14, 16, 17, 18, 19, 20, 21, 
22, 23, 24 and 25.” 

Illustrated throughout, the catalogue deals with 
every item manufactured by the Sengbusch organiza- 
tion, including its famous Dip-a-day pens, Handi-pen 
desk sets, (with and without lamps) de luxe sets, Ideal 
sanitary moisteners, No-Over-Flo sponge cups and 
other items. 

Copies of the new book may be obtained by writing 
to the company’s home offices, 2222 West Clybourn 
street, Milwaukee, Wis. 

——— 
BUSINESS MACHINE SERVICE COMPANY 
OPENS NEW OFFICE 

The Business Machine Service Company, 96 Liberty 
street, New York City, has recently opened its new of- 
fice and show room. The old quarters were practically 
destroyed by fire last March 12. 

All the equipment is of steel, including desks and all 


: | ff 
1 | 














TWO VIEWS OF THE EXCELLENT NEW OFFICE AND SHOW- 
ROOM OF THE BUSINESS MACHINE SERVICE COMPANY IN 
NEW YORK CITY 


filing equipment. The display equipment is a com- 
bination of chromium and light colored woods and 
includes a modernistic linoleum floor in two colors 
with alternate designs for office and show room. The 
layout is pleasingly modern in its effect. 


—_—__ oo 


BRITON SUGGESTS BADGES FOR STATIONERS 

A writer in The British Stationer suggests that assis- 
tants in stationery stores might wear badges embody- 
ing the emblem of the Stationers Association of Great 
Britain and Ireland. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


late THE present time, after a period of chilliness 
which we are assured is not unusual at this time of the 
year, we are having mild, delightful days. In down- 
town Los Angeles people show a tendency to walk on 
the shady side of the street, but at the seashore there 
is always coolness, and on Sundays and holidays liter- 
ally hundreds of thousands of people visit the beaches, 
save on those exceptional days when the weather de- 
cides to be notional. 


The writer recalls with profound sentiment that it 
was fifty years ago when, as a boy in his teens he 
accompanied his Mother on a three months’ trip to 
California for the benefit of her health. We visited 
San Francisco, crossing from Alameda where the Pull- 
man cars were pushed upon flat scows and taken 
across the arm of the bay. At the landing on the San 
Francisco side we were met by Mr. Edwin Coe Tinker, 
educated gentleman, traveller, miner, prospector, 
ranch cook and faithful friend, who passed on a few 
years ago in San Diego at an advanced age. Mr. 
Tinker had selected rooms for mother and me in a 
little new hotel overlooking a small park not far from 
the Mint. 

On the way from Cheyenne to California we fell 
into conversation with a distinguished looking gentle- 
man seated across the aisle. He was about six feet 
tall, very straight and had a long white beard and a 
heavy head of white hair. He was an Englishman, 
told us he was a botanist, and from his conversation 
we realized that he had travelled extensively through- 
out the world. But this happened to be his first trip 
to California. His name was Wallace, and his bag- 
gage was initialed “A. R. W.” 

Mother and I, with Mr. Tinker as guide, went early 
to Golden Gate Park, looked with amazement and 
admiration at the wonders there to be seen, and again 
met our acquaintance of the train—Mr. Wallace. Later 
we found out through Mr. Tinker that “A. R. W.” was 
Dr. Alfred Russell Wallace, co-worker with Darwin in 
developing the theory of plant and animal evolution, 
Darwin taking up the zoological side and Wallace the 
botanical. 

We saw many of the places of interest, even to 
Chinatown, the Cliff House, etc. 

Next we want to Oakland, stopping at the ancient 
Tubbs hotel, a frame structure with wide porches. It 
passed out of existence years ago, I believe. 

To make a long story short, we went next to Santa 
Cruz, where I enjoyed my first experience of sea bath- 
ing. The next hop brought us to San Jose via a narrow 
gauge railroad which passed through the famous Big 
Tree Grove. From San Jose we went to Los Angeles 
via the South Pacific Coast railroad—an inspiring trip, 
with the sea on one side and the mountains on the 
other. Los Angeles then had a population, as I recall, 
of 60,000 or 70,000 people. It was a beautiful little 
city, surrounded by vineyards, orchards and smaller 
towns. We hired a horse and buggy and drove out 
through the peach country to Pasadena, taking a day 
for the trip, and bringing back some luscious peaches. 


(Turn to page 84, please) 
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MEETINGS — CONVENTIONS — DINNERS 


FIRST REGIONAL MEETING HELD 


Marked by a splendid attendance and a spirit of 
enthusiasm which characterizes all New England 
meetings, the First Regional District convention was 
held at New London, Conn., last month, 

The meeting opened June 17 in the Griswold hotel 
with Regional Governor Leo Burt wielding the gavel. 
As soon as the delegates were assembled he expressed 
the hope that everyone present would derive pleasure 
and profit from the conclave about to begin and com- 
mented on the large registration. The governor also 
welcomed the ladies and announced that Miss Beverly 
Joyce would direct the entertainment arranged for 
them. 

After reading a telegram from William C. Clegg, 
president of The National Stationers Association, ex- 
pressing the inability of the writer to be present, Gov- 
ernor Burt then appointed a nominating committee 
composed of Sidney Challenger, Rhys Llewellyn, Ben 
Agronick, Frank McGee, Mel Wheeler and Leon Berry. 

The next item on the program was the reading of 
a message from Charles P. Garvin, general manager of 
the NSA, who is at present in England. After a con- 
siderable quantity of typical Garvinian wit and humor 
the message got down to brass tacks when it turned 


serious and gave the following message to the con- 
vention delegates: 

“And so I give you this message. Our trade has 
grown and the NSA has developed in power and influ- 
ence for good. In fifteen months 270 new voyagers 
have boarded the craft which carries the letters on 
its flag—NSA. The fullness of my good wishes go 
forward to you and when the old ship heads her prow 
towards the land that is my land and your land, my 
greatest anticipation will be to again meet with sta- 
tioners, to again march with the cavalcade and to 
again find myself shoulder to shoulder with the finest 
group of men that I have ever known.” 

This stirring message was read to the assembled sta- 
tioners by C. H. Everly of Office Appliances. 

The morning session also included two speeches 
which have been heard at many other regional meet- 
ings throughout the country. They were “The Value 
of Codperation Between Dealer and National Associa- 
tion,” by Harold J. Hampton, vice-president of the 
NSA, and “The Steel Office Furniture Situation,” by 
E. A. Keeling, sales manager, Art Metal Construction 
Company, who pinch-hitted for J. S. Sprott, president, 
The Globe-Wernicke Co. 

Unanimous approval was voiced when the nominat- 
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SOME OF THOSE AT THE EIRST REGIONAL MEETING, NEW LONDON, CONN. 


1. Some visitors watching the water sports. 

2. Ladies aboard ship on the way to visit the submarine 
base. 

3. Mrs. Raymond Cowles, Mrs. Arthur Shearman, and Ray- 
mond J. Cowles, Bradley & Scoville, New Haven, Conn. 

4. Miss Hope Nichols, Mrs. Walter P. Nichols, the family 
of Walter P. Nichols, Weis Manufacturing Company. 

5. Harold J. Hampton, vice-president, NSA, who repre- 
sented General Manager Charles P. Garvin at the 
regional meeting. 

6. Gene Dulaney, Cooke Cobb Company, Brooklyn; Richard 
Bohaker, Oakville Company, Boston. 

8. Mr. and Mrs. Gustave Fischer, Hartford, Conn. 


9. Unidentified members of the ‘‘German’’ band which led 
the campaign for Mel Wheeler's reelection as president 
of the New England Travelers Club. 

10. Mrs. Jim Armington and Mrs. Bill Evans watching 
water sports. 

11. Claude Allen, General Fireproofing Company; Stanley 
McGar. Molloy’s, Meriden, Conn.; Howard Palmer, Gen- 
eral Fireproofing Company. 

12. Mr. and Mrs. H. R. Frisbie and daughter, 
Portland, Me. 

13. Cort Worth, Esterbrook Steel Pen Manufacturing Com- 
pany; D. N. Briggs, Sun Rubber Company; Ed. South- 
worth, Southworth Paper Company; Charlie Chase, 
American Pad & Paper Company. 


Jane, of 
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CANDID CAMERA SHOTS AT 


1. O. H. Davison, Associated Patents Corporation, San 


Francisco; Walter P. Nichols, Weis Manufacturing 
Company; Mrs. Robert Sainberg, New York; T. ; 
Cassara; Harold McPike, Weis Manufacturing Company. 


2. Walter Dolliver, Providence Paper Company, Provi- 
dence; Senator R. H. Llewellyn, R. H. Llewellyn Com- 
pany, Manchester, N. H.; Ted Hargen, Yawman and 
Erbe Manufacturing Company. 

3. Tom Mason, Mason-Preston Company, Woonsocket, R. 
I.; J. O. (Jim) Hobart, Eberhard Faber; Lee Paddock, 
Wilson-Jones Company; Thomas Groom, Thomas Groom 
& Company, Boston. 

4. J. W. (John) Tamany, Boorum & Pease Company; 
Cc. G. (Cort) Worth, Esterbrook Steel Pen Manufac- 
turing Company; Garry E. Dell, Acco Products, Inc.; 
Harrie Copeland, Wilson-Jones Company. 

5. H. T. McCann, Loring, Short & Harmon, Portland, Me.; 
Frank J. Horie. Boorum & Pease Company; C. E. How- 
lett, Hodgeman Rubber Company, Newtonville, Mass. ; 
Richard Bohacker, The Oakville Company. 

6. Joe C. Bonney, E. L. Freeman Company, Providence; 
Bill Taylor, L. E. Waterman Company; Wallace Lovett, 
Standard Diary Company, Cambridge, Mass.; T. A 
Stonhouse, W. A. Sheaffer Pen Company. 

7. G. Mockler, Donnelly’s, South Norwalk, Conn.; E. J. 
Roberts, The Wahl Company; R. E. Gooley, Acco Prod- 
ucts, Inc.; George B. McGlade, Acco Products, Inc. 

8. J. S. Croke, National Blank Book Company; A. 
(Art) Frey, Hampshire Paper Company, South Hadley 


ing committee named Edgar Berry, Loring, Short & 
Harmon, Portland, Me., as the next regional governor. 
His election was greeted with a storm of approval 
which did not cease until the governor-elect spoke 
briefly and said he would strive to justify the con- 
fidence placed in him by the organization. 

Following a quick luncheon most of the delegates 
left for the Shenecossett Golf Club to witness the 
standing feud between the New England and the New 
York teams. The fight for the Wilson-Jones trophy 
was slightly one-sided, the New England team, com- 
posed of Cort Worth, Garry Dell, Bill Keppie, Doc 
Traver, Jim Towhill and Ed. Polmetier, eclipsing the 
New Yorkers by a score of fifteen to three figured on 
the Nassau system. The defeated golfers were John 
Tamany, Harrie Copeland, Julius Kahn, Bob Sain- 
berg, Bill Evans, Rudy Franz. 

James Armington, chairman of the golf committee 
then introduced Mr. Copeland, of the Wilson-Jones 
Company, who then presented his firm’s beautiful 
trophy to Garry Dell, chairman of the victorious New 
England team. Still another presentation was made 
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Falls, Mass. ; pemnee Conway, E. C. Eastman Company, 
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Concord, 

% mm. Mm <2. General Fireproofing Company; Claude 
W. Allen, General Fireproofing Company; H. R. Fris- 
bie, Roberts Office Supply Company, Portland, Me.; 
J. E. Feeley, Springfield Office Supply Company, Spring- 
field, Mass. 

10. James Towhill, James Towhill Company, Boston: Ed. 
Parmenter; Rudy Franz, Parker Pen Company; W. D. 
(Bill) Evans, Sheaffer Pen Company. 

1l. G. W. Hackbarth; Jack Dorfman, Trump Stationery 
Company, Hartford, Conn.; W. F. Block, Victor Safe 
& _—_ Company. 

12. EB. L reeman, E. L. Freeman Company, Providence: 
R. P. Towne, National Blank Book Company; R. Crane, 
Byron Weston, Dalton, Mass.; Harry J. Ferry, National 


Blank Book Company. 
Kahn, Inc.; W. B. Keppie, Eaton 


13. Julius Kahn, David 
Paper Company; R. Sainberg, Sainberg & Company; 


E. H. (Doc) Traver, Parker Pen Company. 

14. H. W. Simpson, National FiberstoK Envelope Com- 
pany; 8. F. Chidsey, Bradley & Scoville, New Haven, 
Conn.; Frank H. Palmer, Eaton Paper Company; J. E. 
Merrel, Bradley & Scoville. 

15. J. J. Barnett, American Crayon Company; M. Russo, 
Thorpe & Martin Company. 

16. J. E. Neary, Andrew Geyer & Company; Mort A. 

Chute, Bainbridge, Kimpton & Haupt; J. F. Kennedy, 
Trussell Manufacturing Company; Stanley McGar, Mal- 
loy’s, Meriden, Conn. 

by Gene G. Dulaney, Cooke & Cobb Company, who 

gave to Retiring President Burt a handsome ten-gal- 

lon cowboy hat. 


The results of the golf game were as follows: Group 
1, handicaps up to fifteen inclusive low gross Doc 
Travers; low net, Ed Polmatier; O. T. Davidson, Bill 
Keppie, Jim Towhill, John Tamany, Harold McPike. 

Group 2, handicap sixteen to twenty-two, low gross, 
Henry Simpson; low net: Bob Sainberg, Ed Pemberton, 
Julius Kahn, Steve Mason, Rudy Franz, R. Richardson, 
G. Dell, C. Worth, Paul Dell, Mrs. Bob Sainberg. 

Group 3 handicaps twenty-three to forty, low gross, 
Frank Palmer, low net, Jack Roberts, George McGlade, 
Ted Hargan, F. L. Jeffers, Charles Ashland, H. Ferry, 
Bill Taylor, Walter Dolliver, Tom Stonhouse, H. W. 
McCann, R. H. Llewellyn, J. Hobart, J. Bonnie, J. 
Neary. 

The prizes for this event were awarded Friday after- 
noon, the presentation being made by Mr. Armington 
in his usual able and efficient manner. 

There was a pleasant time preceding the banquet 
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in the evening cocktail hour in which everyone pres- 
ent was introduced to everyone else. The banquet 


went off in fine style, the food being excellent and 
the entertainment and dancing as equally good. Ac- 
cording to regional officials 250 persons attended the 
dinner. 

Friday morning saw the resumption of business ses- 
legislation 


someone suggested federal 


after 


sions 

















LEO BURT EDGAR M. BERRY 
against foghorns. It appeared that many of the dele- 
gates from inland cities were not accustomed to the 
series of noises produced by that particular device. 
Throughout the convention there were delivered 
several more standard speeches which have been 
heard at other regional meetings since Charlie Garvin 
and his NSA troupe began touring the country some 
time ago 
Among the speakers and their subjects, most of 
which are familiar to NSA members were: Harold 
Hampton, “Better Selling of Better Grade Merchan- 
dise”’; Elmer W. Nelson, district sales manager, Die- 
bold Safe & Lock Company, “The Safe Market Today”; 
Prof. D. M. Staley, Staley School of the Spoken Word, 
“What Constitutes a Salesman”; W. R. Block, Victor 
Safe & Equipment Company, “We Need More Men.” 
R. A. Maish, Dennison Manufacturing Company, who 
was to have addressed the delegates on the subject of 
manufacturers’ coOperation, was unable to be present 
due to the sudden illness of Mrs. Maish. An address 
on “The Positive Value of Association Membership,” 


¥ 
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which was to have been delivered by Harry Tehan, 
vice-president of the manufacturers’ division, was 
omitted because of a lack of time. 

There was plenty of entertainment for the visitors 
including the showing of a “talkie” motion picture 
entitled “How to Make a Sales Presentation Stay Pre- 
sented,” and an excellent water sports exhibition in 
the hotel swimming pool. 


—— 
12:30 CLUB HOLDS FINE OUTING 


To New Yorkers passing Walker and Church streets 
at ten o’clock the morning of June 10, the scene must 
have resembled a miniature riot—but it was only the 
high-spirited, good-natured group of members and 
friends of the Stationers 12:30 Club of New York City 
“taking off” for their annual outing held at the Elks 
Club in Staten Island—a gang of good fellows holi- 
day bound. 

The facilities of the Elks Club in Staten Island are 
commodious. They offer opportunity for such a variety 
of pursuits that it would be a poor crowd, indeed, 
if it did not have a large and glorious day—rain or 
shine. And, speaking of weather, there was plenty of 
variety of that, too, though mostly on the good side. 

Some of the party attempted to get the jump on 
the crowd on the way and squeezed in on one of the 
ferries just before the gates were closed. The rest of 
the party with dignity wounded, uttered sufficient 
vocabulary to permit anyone to know just what their 
feelings were in the matter. But fate was up to one 
of her usual pranks. Another ferry came along, the 
remainder of the party climbed aboard and in due 
time were headed down the bay. Just as the Staten 
Island slip was neared, there many yards from shore 
stood the “missed” ferry with her “innards” tempo- 
rarily on the hummer. So again, “the last shall 
be first.” 

Without further delay or mishap the party sped to 
the Elks Club where they found a high-noon break- 
fast waiting to appease new found appetites. A great 
idea that high-noon breakfast, it just hit the spot. 

The 12:30 Club Outing is unique in that everyone 
can do—and does—just about as he pleases when he 
pleases—that is, all except for the unfortunate being 
who is chosen for the umpire of the ball game. Did 
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Officers and outing committee: Front row: Herman Von Frank, 
Oakville Company; Lou Caracci, Norwood Company; L. E. Farm, 
American Manufacturing Concern; Philip Coulter, Eastern Tab- 
let Manufacturing Company. Rear row: Dwight N. Briggs, Sun 
Rubber Company; Jack Walder, Boorum & Pease Company. 
Albert McLane, Spencerian Pen Company; Harold McNeill, Wil- 
son-Jones Company. 

Jim Treanor and Charles Watson, Peerless Key-Imperial Manu- 
facturing Company. 
Irving Gross, Standard Office Equipment Company; Howard 
Shoemaker, Eberhard Faber Pencil Company; A. E. Gall, Geyer’s 
Stationer. 

J. Arnold, Sackett & Wilhelm; Lou Schwagerl, L. A. Schwager! 
& Company; L. A. Levy, Levy Company; W. A. Miller, General 
Pencil Company. 

J. Pomerantz, C. Howard Hunt Pen Company; Bill 
David Kahn, Inc.; Charles Sehringer, A. L. Salomon. 


Mayers, 


we say, umpire? To some who were on the other side 
we may seem to be unduly appreciative of the efforts 
of Al Ficks of Wilson-Jones who was “roped in” for 
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A little impromptu horseplay which did not worry the Umpire. 
Lou Weinberger, A. Haupt; Dave Pomerantz, A. I. Goldberg & 
Brother; Leo Kirstel, Guide System & Supply Company. 

Ted Reichard, Cardinell Products; Leo Wertheimer, Joseph 
Redegeld & Company; Bill Schmall, Swan Pencil Company; J. W. 
Moore, Binney & Smith Company. 

Charles Epifano, Automatic Pencil Sharpener Company; Bill 
Donnelly, Modern Stationer; J. Linehan, Joseph Dixon Crucible 
Company; R. Anderson, American Crayon Company. 

Al Ficks, Wilson-Jones Company; A. Wax, Bell Stationery Com- 
pany; R. R. Fritz, Fulton Specialty Company; Jack Hempling, 
Silver Stationery Company; Lou Wachtel, American Pencil Com- 
pany. 

Ed. Dooley and Ed. Meade, Wilson-Jones Company; George Mein- 
hilder, Atlas Stationery Corporation; L. ©. Milton, Bainbridge, 
Kimpton & Haupt, Inc. 


the job. Al was in a jam on more than one occasion 
where he had to make adverse decisions against cus- 
tomers who good-naturedly “threatened” to throw his 
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line out. To his credit, he but swelled out his chest 
and shook his head with such determination the 
players finally thought he must mean it. We are 
sorry to report the consensus of opinion indicating 
Al, the loose leaf salesman, was far superior to Al, the 
“ump.” Mebbe, it is just as well. 

But baseball was not for the sedate and corpulent 
to whom the baseballers hurled the appellation of 
“Sissies.” No, indeed. This group shed their poundage 
pummeling a soft ball at the other end of the field. 
Lacking an umpire to officiate they had to fight it 
out themselves. Fortunately it didn’t take all summer, 
as you might suppose. And don’t get the idea it was 
a “pink tea” affair, either. Did you but see some of 
those veritable steamrollers huff and puff running 
out a sock into the outfield you would have realized 
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THEY MADE IT A SUCCESS!—tThe fall outing committee of 

the Stationers 12:30 Club, left to right: Harry Tehan, 

Charles M. Higgins & Company; Dwight N. Briggs, Sun 

Rubber Company; Philip Coulter, Eastern Tablet Company; 

Ed. Dooley, Wilson-Jones Company; Louis Caracci, Norwood 

Company; Herman Von Frank, Oakville Company; George C 
Wheeler, Office Appliances. 


their earnestness. In fairness, we must remark that 
their enthusiasm for the game waned after a few 
trips around the bags. 

The canteen was a popular spot during the after- 
noon. There, foaming refreshments did much to ease 
the strain of creaking muscles and joints which com- 
plained from unaccustomed use. Seems to us, it was 
from the same place we heard such classical high- 
brow vocal renditions as “Sweet Adeline,” and such. 
There, too, one heard the old familiar, “Hey, pal, did 
you ever hear this one?” 

Of course, the softball and baseball games had their 
galleries. And, too, the galleries were adept at spotting 
weaknesses and errors in the play and vociferous in 
voicing their displeasure but strangely silent when a 
good play was made. It was all in fun, friends, all 
in fun, although “you’d have never thunk it.” 

On the spacious porch of the club were numerous 
followers courting Lady Luck at cards and dominoes. 
From the looks of some we feared they had lost their 
shirts, but checking up at dinner, we discovered every- 
one had a shirt. Perhaps it was the lack of barrels 
to use on the way home that made the boys careful. 

Several foursomes were travelling the rolling fair- 
ways of the Richmond Country Club golf links during 
the afternoon. It’s a beautiful course and the golfers 
all returned with a deeper shade of tan—and alibis, 
of course,—no records nor bones broken. 
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The bowling alleys took an awful licking from the 
efforts of a perspiring group of adherents. Surprising 
how some of those pins just would stay up, regardless 
of how much “body english”, vocal threats and ad- 
monishments were hurled at them. The balls were too 
heavy, the waistlines too big and the practice insuffi- 
cient, but there was every indication that everyone 
was having a good time—especially that gallery. 

Regardless of the fun these fellows were having, 
they have never been known to slip up on a chance 
to eat. Were they on hand for dinner? Were they? 
You know they were. And a swell feed, too. A nice 
juicy steak and all the “befores and afters” that go 
with it. Probably what made it taste so good was that 
the assembly was permitted to eat without having to 
listen to speeches. None were necessary and none 
were made. 

The boys made short work of the dinner. Once 
again they all went their own way and eventually, 
as and when they pleased, left for home. 

The very informality of this outing year after year. 
attracts a fine bunch of fellows. Chairman Louis 
Caracci and his entertainment committee ably assisted 
by President Dwight N. Briggs put up a great day. 
To them plaudits are due. 
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MARKING DEVICES CONVENTION IS SUCCESS 

One of the most successful and best-attended con- 
ventions in the history of the organization was held 
by the Marking Devices Association at the Edgewater 





SOME OF THE INDUSTRY LEADERS WHO ATTENDED THE 
CONVENTION OF THE MARKING DEVICES ASSOCIATION AT 
THE EDGEWATER BEACH HOTEL IN CHICAGO: 

1. A. C. Johnson, Dorson Time Instrument Company; Floyd Sigwalt, 
Sigwalt Manufacturing Company; T. M. Wroble, Dorson Time 
Instrument Company. 

2. The new officers: F. H. Eyman, Art Novelty Manufacturing Com- 
pany, treasurer; Philip Sheridan, Sheridan & Nichols Company, 
director; Herman Bloom, Hiss Stamp Company, director; Charles 
0. Lee, Superior Seal & Stamp Company, president; John E. 
Schweizer, Charles K. Schweizer Company, director; H. J. Han- 
son, C. H. Hanson Company, director; W. 8S. Lord, secretary. 

3. The Melind group: Louis Melind, Roy L. Melind, E. Ruthe and 
Harry Traugh, all of the Louis Melind Company. 


Beach hotel, Chicago, on June 17, 18 and 19. 

Measured by any size standard the conclave was 
one which brought a glow of pleasure to the officers 
and members of the organization. Records were 
broken in the total attendance, firms represented and 
the annual dinner-dance attendance. 
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S CONVENTION DINNER 


(Photo Courtesy of Kaufmann & Fabry Company, Chicago) 


One of the chief events was the election of officers 
at which the following-named men were elected to 
govern the association for the next term: President, 
Charles O. Lee, Superior Seal & Stamp Company, De- 
troit; treasurer, Frank H. Eyman, Art Novelty Manu- 
facturing Company, Chicago; secretary, W. S. Lord, 
Chicago; directors, John E. Schweizer, Charles K. 
Schweizer Company, St. Louis; Philip V. Sheridan, 
Sheridan & Nichols, Inc.; Henry J. Hanson, The C. H. 
Hanson Company, Chicago; Heeman A. Bloom, Hiss 
Stamp Company, Columbus; Sherman W. Reese, S. W. 
Reese & Company, New York. Of these Messrs. Eyman 
and Sheridan were re-elected, while Messrs. Bloom 
and Reese were holdovers. 

One of the special features of the convention was 
the splendid exhibition of products held in the East 
Lounge. Here were twenty-one handsomely decor- 
ated booths in which the following named manufac- 
turing companies displayed their latest merchandise: 

Art Novelty Manufacturing Company, Atlantic Rub- 
ber Manufacturing Corporation, Bates Manufacturing 
Company, Burning Brands Company, Consolidated 
Stamp Manufacturing Company, Dorson Time Instru- 
ment Company, Eagle Stamp Works, Wm. A. Force & 
Company, C. H. Hanson Company, H. H. Hellesoe, Hill- 
Independent Manufacturing Company, A. D. Joslin 
Manufacturing Company, Marking Devices Publishing 
Company, Louis Melind Company, Meyer & Wenthe, 
Pryamid Stamp & Tool Company, Sachs-Lawlor Com- 
pany, Geo. T. Schmidt, Inc., R. A. Stewart & Com- 
pany, Superior Type Company, B. G. Volger Manufac- 


CANADIAN STATIONERS ON NIAGARA FALLS JAUNT. 
—(Not in order of appearance) L, F. Beattie, Bixby Beat- 
tie Company, St. Catherines; L. W. May, Niagara Falls; 
J. O'Dowd, Hamilton; Alex Cloke, Wilf Holmes, R. 8S. 
Curll, W. T. Holmes, 8S. McPhee and J. E. Mason, all of 
Cloke & Son, Hamilton; E. W. Sampson, G. A. Moggridge 
Company, St. Catharines; J. A. Wilson, Viceroy Manufac- 
turing Company, Ltd., Toronto; J. F. Taylor, W. J. Gage 
& Company, Ltd., Toronto; Walter Stewart, Venus Pencil 
Company, Ltd., Toronto, and Fred R. Smart, The Stationers 
Guild of Canada. 


turing Company. Three other manufacturing concerns 
whose exhibits were in the Crystal Room balcony 
were: S. G. Adams Company, Sigwalt Manufacturing 
Company and Hartley Akin Backing Company. 

Several hours of judging resulted before the annual 
awards for (1) most original display, (2) most attrac- 
tive display, and (3) most helpful display were made. 
These prizes went in the order given to A. D. Joslin 
Manufacturing Company, Superior Type Company and 
Wm. A. Force & Company. 

Before the convention came to a close the delegates 
witnessed an impressive ceremony wherein certificates 
of honorary membership were presented to Maurice L. 
Willard, Charles W. Steiner and William Jenkins for 
their “sacrifices of time and money to build the asso- 
ciation out of nothing.” 

According to Secretary Lord, twenty new firm mem- 
berships were accepted during the convention. 


—_—_———_ a 
LOCAL ONTARIO STATIONERS GROUP MEETS 


On Friday evening, June 4, a very pleasant dinner 
meeting was enjoyed by a group of sixteen stationers 
at the General Brock Hotel in Niagara Falls, Ontario. 

The meeting was arranged by Bert Nichols of Ham- 
ilton, Ontario, district chairman of The Stationers’ 
Guild of Canada. It was just a friendly get-together 
for the consideration of mutual interests. St. Cath- 
arines, Niagara Falls, Hamilton and Toronto were 
represented. 

The forthcoming All Canada convention was one 
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of the topics discussed. Plans for this October affair 
in Montreal are well under way and it looks as though 
success will mark the effort. There will, of course, be 
an exhibition in connection with this convention, and 
it is reported on good authority that the hall will be 
filled to capacity. 
(oe _ 
STATIONERS DISCUSS FAIR TRADE 
PRACTICES ACTS 

Members of the Stationers’ Association of Utah de- 
voted their last meeting, held Wednesday, May 12, in 
Salt Lake City, to a discussion of the fair trade prac- 
tices acts passed by the 1937 state legislature, accord- 
ing to J. H. McGibbeny, secretary-treasurer of the 
organization. 

“This set of acts designed to regulate trade and 
eliminate ‘chiseling’ will help the stationers,” Mr. 
McGibbeny said. “Especially is this true of the anti- 
discrimination clause of house bill seven, which says 
that it is unlawful for any person engaged in com- 
merce to discriminate in price between different pur- 
chasers of commodities of like grade and quality.” 

“This means,” he continued, “that the stationers 
will have to classify their customers, and stick to 
such classifications.” 

Adrian Pembroke, Sr., is chairman of the stationers’ 
association, which is composed of six office appliance 
dealers in Salt Lake City. Regular meetings are held 
the second Wednesday of each month.—ATW 
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CLEVELAND DEALERS TO MEET IN AUGUST 


The May meeting of the Cleveland Typewriter and 
Adding Machine Dealers Association was the last that 
will be held until August. This was decided upon at the 
dinner and business session on May 11 at the Allerton 
hotel. It was also agreed that the present officers 
should continue to carry on until early Fall instead of 
having election at the present time as previously 
planned. There will be an outing during the summer 
the date to be announced later on. There was a good 
attendance at the meeting and instead of having a 
speaker there was a round table discussion of matters 
of trade interest—AED 
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CHICO STATIONERS HOLD GOLF OUTING 
With more than thirty players present for the event 
which is one of the outstanding tournaments in the 
Chicago area, the Chico Stationers Club held its first 
golf tournament of 1937 at Navajo Fields, June 23. 
Despite threatening weather which throughout the 
day bore promises of rain, the players began teeing off 
at 1:30, playing the difficult course throughout the 
afternoon and quitting only in time to attend the din- 
ner which was held in the clubhouse towards evening. 
Ernie Lund, Englewood Blue Print Shop, the pres- 
ident of the Chico Club, was the official host at the 
annual tournament. 





SOME OF THOSE AT THE CHICO STATIONERS CLUB OUTING AT CHICAGO 


Gordon Kickels, Globe-Wernicke Co. 

Bill Schuster, National Blank Book Company. 

Cc. M. Flight, Oxford Filing Supply Company. 

Herb Walsh, Southworth Paper Company; Bill Dalton, Bankers 
Box Company and Noesting Pin Ticket Company; E. H. Behmer, 
Marshall-Jackson Company. 

Harry Balch, Quality Park Envelope Company. 

Ollie Stevens, Stevens, Maloney & Company. 

Bill Cox, Carter’s Ink Company. 

R. J. Vojta, Frank Mashek Company; R. B. Vail, Vail Manu- 
facturing Company. 

Ernie Lund, Englewood Blue Print Shop: Bennie Powell, A. W. 
Faber, Inc.; George Cormack, Wilson-Jones Company; O. T. 
Stahl, Dr. Scat Chemical Company. 

10. 8S. J. Friedman, Wilson-Jones Company; James McShane, North- 
ern Indiana Stationers, Hammond, Ind. 
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11. Arnold Berglund, Joseph Dixon Crucible Company; O. V. Olsen, 
Wilson-Jones Company. 

12. Tom Gillice, Rockwell-Barnes Company; H. Pieritz, guest; F. H. 
Hanson, guest; Rudy Janovsky, Wilson-Jones Company; R. 
Pieritz, Pieritz Brothers. 

13. C. O. Burras, Burras Stationery Company; W. M. Boardman, 
Corry-Jamestown Manufacturing Company. 

14. B. Feldstein, Western Book & Stationery Company; M. Rosen- 
thal, Wicker Park Stationery Company; 8S. Hurtig, Wicker Park 
Stationery Company; Lon Hancock, P. V. Volland Company. 

15. Folger Fellowes, Bankers Box Company. 

16. J. G. Weiskopf, G. J. Aigner Company; Bill Leinemeber, Asso- 
ciated Stationers Supply Company; O. C. Hamilton, F. §5. 


Webster Company. 
(Pictures Nos. 1, 2 and 6 were not taken at the outing.) 
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STATIONERS ASSOCIATION 


SOUTHERN CALIFORNIA STATIONERS MEET 


The first quarterly meeting and banquet was given 
by the Stationers Association of Southern California 
at the Cafe de Paree on Wednesday evening, June 23. 
The event was an emphatic success. It was given for 
commercial stationers and their employees, who at- 
tended to the number of 366 persons—more than the 
most enthusiastic sponsors of the meeting believed 
would be present. 

After an excellent steak dinner, Harry Morgan, pres- 
ident of the association, and head of the Stationers 
Corporation of Los Angeles, called the meeting to order 
and outlined its purposes. He spoke briefly, and then 
introduced the first speaker, Edward H. Wobber of 
Wobber’s, San Francisco, president of the Stationers 
Association of Northern California. Mr. Wobber spoke 
on the California Fair Trade Act, explaining briefly 
the value of the act to the stationery trade of this 
state, and how to employ its provisions. Mr. Wobber 
is thoroughly well qualified to discuss this act, since 
it was mainly through his efforts that California sta- 
tioners were able to make use of it. 

Mr. Wobber was followed by Dr. Frederick P. Woell- 
ner, wit, writer and noted lecturer, and professor of 
education at the University of California in Los An- 
geles. Dr. Woellner took fifteen minutes to make a 
speech full of sound advice and replete with humor. 
He illustrated his remarks with apt stories and anec- 
dotes. His subject was the psychology of salesmanship, 
which took in a moderately large territory and gave 
opportunity for the utterance of ideas both sound and 
witty. The salesman should sell himself, his line and 
his country. He should believe utterly in every prin- 
ciple that will strengthen him in his work. 

The next and last speaker was William F. Johnston, 
head of the Schwabacher-Frey Company of Los An- 
geles, and vice-president of the Stationers Association 
of Southern California. He spoke on suggestive selling, 
outlining ways in which the customer might be led 
to buy more merchandise than he intended to pur- 
chase by the judicious use of suggestion. 

Mr. Johnston’s remarks were listened to with close 
attention by everyone present. 

Following the dinner and the speeches the Cafe de 
Paree put on a lively floor show. There was popular 
dancing also, music being supplied by the Cafe de 
Paree orchestra. 

The evening was such an emphatic success that the 
next one will probably pull an even larger attendance. 


OF SOUTHERN CALIFORNIA 


BALTIMORE STATIONERS HOLD ANNUAL DINNER 


With the regular attendance considerably swelled by 
the appearance of several members of the Penn-Mar- 
Va Travelers Club, the annual dinner of the Baltimore 
Stationers Association was held on June 18 in the 
Emerson hotel, Baltimore. 

Prior to the dinner the organization held a meeting 
at which the following officers were elected: President, 
H. G. Bishop, Bidem Company; vice-president, Joseph 
Schmidt, Paul M. Adams Company; secretary, Jesse 
Kauffman, Lucas Bros.; treasurer, Lewis R. Curlett. 

W. Booth Settle was toastmaster at the banquet and 
early in the evening announced that speeches were 
out of order, the night being devoted to good food 
and good entertainment. 

As a proof of the latter statement is the following 
list of members of the industry who displayed their 
talent as entertainers: Joe Kearney, Lucas Bros., who 
sang several Irish songs; John Dwyer, of Acco Products, 
Inc., who told several of his amusing stories; and 
Stanley Woodruff of the Penn-Mar-Va Club who 
proved to be an excellent master of ceremonies as he 
introduced George Weber who in turn announced the 
various actors and entertainers. 

The Penn-Mar-Va organization was well represented 
by sixteen members who ably assisted in making the 
event one to be remembered. These Penn-Mar-Va-ites 
presented a clever sketch in which Mr. Dwyer took the 
leading role—that of a salesman in a stationery store. 
His acting was excellent and will doubtless be much in 
demand for future occasions. 

Those who attended the banquet from the Penn- 
Mar-Va Club were: President John J. Kerns, First 
Vice-President Stanley M. Woodruff, Second Vice- 
President A. W. Williams, Secretary William H. Cravens, 
Albert Abrams, Mr. Dwyer, George Harschied, Mack 
J. Kenna, John G. Kalb, C. P. Nicolai, Arthur E. Peter- 
sen, Earl H. Prentzel, David E. Price, W. H. Skinner, 
Walter G. Stringer and William Whittig. 

After Russell Smith asked the stationers to become 
interested in the bowling league there was read a tele- 
gram from Bill McClellan who was in Utica and there- 
fore unable to be present at the affair. 

ne 
SEATTLE DEALERS HOLD BUSY MEETING 


At the last meeting of members of the Seattle Type- 
writer Dealers Association June 1 until the middle of 
September, there was considerable discussion concern- 
ing the opinion of the State Tax Commission relative 
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to a new ruling to the effect that the sales tax must 
be collected on the sale of parts. It was agreed that 
any member questioning this ruling should contact 
the Seattle office of the Washington State Tax Com- 
mission. 

Suggested service schedules were distributed by 
President H. O. Harvey. Credit information was also 
interchanged by the members. 

Messrs. Norby, Eylar and Roper were appointed by 
President Harvey to compile a new price schedule on 
used machines, following a suggestion by U. G. Moore, 
vice-president, and submit it at the next meeting 
in the fall. 

It was unanimously agreed that the typewriter deal- 
ers meet on call only during the months of July and 
August. All dealers agreed, also, to close their stores 
at 1 o'clock Saturday afternoons during June, July 
and August. 

The members devoted the remainder of the meeting 
on discussing the development of some system to 
check intentional bad credit risks. Those present 
agreed that when they found a purchaser of a machine 
where questionable intentions were involved, to mail 
to the other members present the purchaser’s name 
and address. The system will be tried out in the three 
summer months.—JCJM 
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LEOPOLD DEALERS AND SALESMEN 
MEET AT BURLINGTON, IA. 


Dealers representing the Leopold Company, Bur- 
lington, Iowa, and their salesmen met in conference at 
the Leopold Factory June 25-26. 

The first day of conference included a speech by 
Frederick Leopold, vice-president of the company, and 
a trip through the factory. Following that was a ban- 
quet, at which C. P. Swiler, Orchard & Wilhelm Com- 
pany, Omaha, Nebr., addressed the group on “Equip- 
ping Offices.” Sessions on Saturday, June 26, fea- 
tured several speakers, including Charles R. Storey, 
Storey-Kenworthy Company, Des Moines, Ia.; N. A. 
Winter, N. A. Winter Advertising Agency, Des Moines, 
Ia.; Sterling Lord, secretary of Leopold Company; J. 
Chris Hempel, Eagle-Ottawa Leather Company, Chi- 
cago, Ill.; Frederick Leopold; and Frank D. Mayer, 
Merchandising Institute of America, Chicago, II. 

The dealers and dealers’ salesmen who attended 
were: 


Emory Atkinson, Tulsa Station R. B. Dishman, Robert Keith 
ery Company, Tulsak, Okla Furniture Company, Kansas 
Joe Baldwin, Storey - Kenworthy City, Mo. 

Company, Des Moines, Ia D. E. Earnshaw, E. H. Sell Com 
Mrs. Belding, Orchard & Wil- pany, Columbus, Ohio. 

helm Company, Omaha, Neb Mark Farrar, Joplin’ Printing 
Earnest Brinkley, Joplin Printing Company, Joplin, Mo. 

Company, Joplin, Mo R. C. Haag, McClain & Hedman 
F. L. Brous, Crane Company, To- Company, St. Paul, Minn. 
peka, Kans Jack Hazlett, Reynolds & Iver- 
I P. Burlingham, Miller-Davis son, Ames, Ia. 

Company, Minneapolis, Minn. W. E. Harms, Business Equip- 
Bill De Brunner, Pacific Desk ment Company, Peoria, Ill. 
Company, Los Angeles, Calif. Lawrence Hedman, McClain & 


THIS IS THE GROUP WHICH ATTENDED 
THE DEALER AND SALESMEN MEETING 
STAGED BY THE LEOPOLD COMPANY IN 
ITS FACTORY AT BURLINGTON, IOWA. 
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Hedman Company, St. Paul, Mark Smith, Lammert Furniture 
Minn. Company, St. Louis, Mo». 
J. E. Heiser, Business Equipment R. Smith, Chicago, III. , 
Company, Peoria, IIL eS. »& Spliva, Joplin Printing 
R. C. Hiller, Hiller Office Sup- Company, Joplin, Mo. : 
ly Company, Indianapolis, D. Steele, Verstegen Printing 
nd. Company, Sioux City, Ia. 
C. C. Hoy, Office Specialties Com- Chas. R. Storey, Storey-Ken- 


pany, Fargo, N. Dak. worthy Company, Des Moines, 


V. Irgens, Miller-Davis Company, la. . 
Minneapolis, Minn. H. J. Switzer, Anderson Furni- 
E Madison, Storey-Kenworthy ture Company, Newton, Ia. 
Company, Des Moines, Ia C. P. Swiler, Orchard & Wilhelm 
H. Magne, McClain & Hedman, Company, Omaha, Neb. 


Mr. Thiesing, W. H. Kistler Com- 


St. Paul, Minn. . } hy 
M. Mann, Buchanan Stationery _ pany, Denver, Co 

Company, Wichita Falls, Kans. Cc. b gas > Crane Company, To- 
C. M. McFarland, McFarland Of- peka, ans. ‘ 

fi “ R. Will, Verstegen Printing Com- 

ford, a Company, Rock pany, Sioux City, Ia. 


Mr. and Mrs. C. H. Wolfert, 


H. D. McFarland, McFarland Of Wolfert Office Equipment Com- 


fice Equipment Company, Rock- pany, Toledo, Ohio. 


ford, Il. 
> B ess Equip- 
Fred Nail, Storey-Kenworthy gy ee ‘ . 
Company, Des Moines, Ia. R. B. Valleau, St. Paul, Minn. 
T. F. Peirce, Pacific Desk Com- Walter T. York, Syms-York Com- 


pany, Los Angeles, Calif. 


Idaho. 
W. Peterson, McClain & Hedman pany, Boise, a 


R. Benson, Free Press Company, 


Company, St. Paul, Minn. Mankato, Minn. 
Mr. Reams, Monroe Furniture T H. Schulze, Luberger Com- 
Company, Chicago, II. pany, Cedar Rapids, Ia. 

I. P. Rinker, Business Equipment J. Chris Hempel, Eagle- Ottawa 
Company, Peoria, “Leather Company, Chicago, II! 
R. D. Rogers, Horder’s, Inc., Chi- N. A. Winter, N. A. Winter Ad- 
cago, Ill. vertising Agency, Des Moines, 
L. Savard, McClain & Hedman Ia. = 
Company, St. Paul, Minn. Frank D. Mayer, Merchandising 
E. H. Sell, E. H. Sell Company, Institute of America, Chicago, 
Columbus, Ohio. Ill 
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PITTSBURGH 0. A. M. A. ELECT NEW OFFICERS 

At a recent meeting the Pittsburgh Office Appliance 
Managers Association elected the following officers and 
directors: 

President, Ray Manning, L. C. Smith & Corona Type- 
writers Inc.; vice-president, Ed Phillips, Multigraph 
Sales Agency; secretary, Jerry Griffin, Dictograph 
Products Company. 

The three directors appointed for the same term are 
P. V. Ward, Addressograph Sales Agency; Bill Dininger, 
Remington Rand, Inc.; and Joe Mooney, KeeLox Man- 
ufacturing Company. 

The election of officers was held on June 4 at an 
outing at the South Hills Country Club where the 
members enjoyed a session of golf and a splendid 
dinner before the installation of the officers elected. 
At the meeting it was announced that the organization 
will hold a business show similar to the event staged 


two years ago. 
ee 


CALIFORNIA STATIONERS ELECT 
OFFICERS 

The annual meeting and election of officers of the 
above named association took place on the evening of 
May 20 at the Rosslyn Hotel, Los Angeles. 

The attendance was exceptionally good. Thirty-five 
members were present to partake of the steak dinner 
and to participate in the meeting which followed. 

Officers and executive committee for the ensuing 
year are as follows: 

H. A. Morgan, The Stationers Corporation, president; 


SOUTHERN 
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EMPLOYES OF THE ART STEEL COMPANY ENJOYING THEIR ANNUAL OUTING AT HAWTHORNE, N. J. 


William F. Johnston, Schwabacher-Frey Company, 
vice-president; Blake Lockard, secretary-treasurer. 

Executive Committee: The three gentlemen above 
named, and— 

Carl G. Grimes, Grimes-Strassforth Stationery Com- 
pany, Los Angeles; W. R. Lindsay, West Coast Station- 
ery Company, Los Angeles; R. W. Graham, Stockwell 
& Binney, San Bernadino; Ivie Stein, Stein Stationery 
Company, Santa Ana; Joseph Savel, Commercial Sta- 
tioners, Los Angeles; and Norman V. Horton, Zeller- 
bach Paper Company, Los Angeles. 

In addition to the regular weekly meetings, the 
executive committee will hold monthly supper meet- 
ings to which all commercial stationers in Southern 
California are invited. 


—o——e—_____ 


STANDING OF NEW YORK GOLFERS 

In the fourth tournament of the season, which was 
played at Hackensack early last month, the standing 
of the Class A and Class B players of the New York 
Stationery Golf Association was as follows: 

Class A: R. Weissenborn, 13; D. Davies, 9; W. Hueg- 
lin, 4; J. Kahn, 4; A. Ficks, 3.50; K. Tiebel, 2.50; L. 
McCready, 2; T. Rudel, 1; G. Fairchild, 1. 

Class B: E. MacIntyre, 7; J. Bell, 7; H. Price, 5; 
R. Ballenger, 5; W. Whittemore, 5; E. Geehring, 3; 
E. Payne, 3; H. Bowman, 3; L. Messina, 1; H. Barnett, 1. 

The next tournament was scheduled for White 
Beeches Golf and Country Club at Haworth, New Jer- 
sey, where William Hueglin was to be the host. 
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GRISWOLD IS HOST TO K. C. STATIONERS 
H. T. Griswold and Fred Schaefer, general manager 
and representative respectively of the Sanford Manu- 
facturing Company were hosts at a luncheon on June 
16 to several members of the Kansas City Stationers 
Association. Four days prior to that date, the associa- 
tion held its regular monthly meeting at the Savoy 
Hotel in Kansas City at which Mr. Schaefer and R. C. 
Moore, Columbia Ribbon and Carbon Manufacturing 
Company, were the guests of honor. 
GLOBE..WERNICKE HOLDS ANNUAL OUTING 
The twelfth annual outing of The Globe-Wernicke 
Co., employes and their families was held at Coney 
Island near Cincinnati on Saturday, June 26. The 
factory and offices were closed all day for the affair. 
In addition to the many amusement facilities of the 
famous river resort, there was an interesting program 
of entertainment including a variety of games and 
contests for young and old. The outing was spon- 
Sored by the Globe-Wernicke Mutual Aid Society. 


ART STEEL EMPLOYEES ENJOY OUTING 

Though the morning of June 28 was bright enough 
any discerning individual who would cast his eye at 
the sky would agree with the weather man who prog- 
nosticated showers. But to the 180 members and 
friends of the Art Steel Employees Association gath- 
ered at the Art Steel Company, Inc., plant at 300 East 
145th street, New York, bound for their annual outing 
there was no thought of dim skies and the accom- 
panying dampness—and they were right, as it trans- 
pired. 

All was ready so three busses and a dozen autos slid 
into gear following a tortuous route which would have 
tested the keenest of the best of bloodhounds to fol- 
low. After an exhilarating drive the party reached its 
destination—Blasberg’s Resort at Hawthorne, N. J. 

No sooner there than the anguishing cry of “When 
do we eat” rent the air. Soon the pangs of hunger 
were quenched by a light lunch and the afternoon was 
given over to a rapid succession of competitive events 
that ran the whole gamut of sports. Yes sir! Even to 
the Hi-li demonstrations at which the youngsters 
proved more adept than the oldsters. Foot racing, soft 
ball, wrestling and what have you. It was a full day 
and everybody was kept on the go one way or another. 

After a chicken dinner which topped the day with 
just the right flavor, all assembled in the dance pa- 
vilion where prizes were awarded to all and the Cres- 
tonian Recording Orchestra kept the crowd busy for 
the rest of the evening. 

So came the end of the outing—a full and happy 
day bringing to the realization of each the debt due 
to the enterprising energy of Chairman of the Outing 
Committee Henry Burger, ably assisted by the officers 
of the Art Steel Company, Inc. 

9 
RECORD ATTENDANCE MARKS CREDIT 
CONFERENCE 

Renewed determination to promote better credits 
and collections for their industries, marked the talks 
and discussions at the Eleventh Annual Credit Confer- 
ence for Manufacturers associated with Stationery, 
Office and School Supplies and Allied Lines, held at 
Hotel Breakers, Cedar Point-on-Lake Erie, Sandusky, 
Ohio, June 23 to June 26 inclusive. 

The conference was attended by the largest and 
most widely representative cross-section of members 
in recent years. Prominent and interesting speakers 
handled subjects important to all credit executives 
of the industry, each address being followed by lively 
discussions which brought out many important points 
of information. New aspects of the problem of main- 
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VISITORS AT THE ELEVENTH ANNUAL CREDIT CONFERENCE 


1. Top (left to right) W. D. Comstock, G. J. Aigner Company; 
W. F. Kressbach, Weis Manufacturing Company; Paul Miller, 
Oxford Filing Supply Company; R. E. Sturm, Jasper Office Furniture 
Company; L. Ewerling, L. E. Waterman Company; H. S. Sanders, 
Stationers & Publishers Board of Trade; C. G. Montague, Neidich 
Process Company; A. L. Popper; Ray Miller, Wilson-Jones Com- 
pany; H. A. Parks, L. C. Smith & Corona Typewriters Inc.; 
C. Dietsch, J. R. Holcomb Company. (Lower row) G. C. Wilcox; 
J. P. Templeton, Joseph Dixon Crucible Company; R. L. Unser, 


taining codperative and harmonious relationship be- 
tween the credit men operating in the various indi- 
vidual branches of the industry also provided a topic 
of vital interest to all who were present. 

Guest speakers included J. S. Sprott, president, The 
Globe-Wernicke Co., Cincinnati, who handled the sub- 
ject “Coéperation between Credit and Sales Depart- 
ments”; F. I. Robertson, vice-president in charge of 
credits, The Cleveland Trust Company, Cleveland, “The 
Need for and Necessity of Closer Credit Understanding 
between Banker and Merchant”; Howard S. Sanders, 
secretary and credit advisor to members of the Sta- 
tioners & Publishers Board of Trade, New York City 
(an original member of this trade group and one of 
its founders) spoke on “Questionable Financial State- 
ments”; A. L. Popper, of Popper & Popper, New York 
City, attorneys for members of the Stationers & 
Publishers Board of Trade, touched on definite cases 
which have come to his attention, pointing out creditor 
weaknesses in handling bankruptcies, composition set- 
tlements and extensions. The Hon. Judge William B. 
Wood, referee in bankruptcy, District Court of the 
United States, Cleveland, spoke on “The Bankruptcy 
Law and Proposed Amendments Thereto.” 

Member speakers included Robert M. Kramer, credit 
manager of Wilson-Jones Company, who spoke on 
“Collection Team Work”; Maurice L. Weirick, credit 
manager, Parker Pen Company, spoke on “The Stand- 


MEETING OF DISTRICT MANAGERS OF ART 
METAL CONSTRUCTION COMPANY AT THE HOME 
OFFICE IN JAMESTOWN, NEW YORK, JUNE 24-26. 
—Sales planning meetings were held with talks being 
given by President and General Manager Algot J. E. 
Larson, Vice-president Edward A. Keeling, Vice-presi- 
dent Carl L. Elofson and Sales Promotion Manager 
Charles W. Simpson Pictured here, front row (left 
to right) John J. Barry, South Boston, Mass.; Rich- 
ard C. Gage, Dallas, Tex.: Raiph Bender, Jamestown; 
John M. Keeling, Kansas City, Mo.; Charles W. Simp- 
son, Jamestown; John H. Griffith, Philadelphia, Penna; 
Edward A. Keeling, Jamestown. Back row: Frank J. 
Link, Memphis, Tenn.; Roy E. Wells, Denver, Colo.; 
Carl Nelson, Jamestown; Rush H. Polgrean, Los An- 
geles, Calif.; and Boyd L. Henderson, Chicago, Ill. 


General Pencil Company; R. M. Kramer, Wilson-Jones Company; 
A. H. Mueller, Associated Stationers Supply Company; A. E. Bode, 
Victor Safe & Equipment Company. 

2. Pictured at Crystal Cave: (Top row) Mrs. R. E. Sturm, G. C. 
Wilcox, Mrs. Kressbach. (Second row) J. P. Templeton, A. H. 
Mueller. (Third row) Mrs. R. G. Echols, R. E. Sturm, W. F. 
Kressbach, C. B. Cramm, Ray Miller, Mrs. L. Ewerling, L. Ewerling, 
Cc. Dietsch, Mr. and Mrs. W. D. Comstock. (Lower row) R. G. 
Echols, E. V. Esmond, R. L. Unser, Paul Miller. 


ardization of Credit Policies and Procedures”; R. L. 
Unser, credit manager, General Pencil Company, spoke 
on “New Creditor Psychology to Meet New Debtor 
Demands.” 

A high light of the convention was the unanimous 
decision to draw a code of ethics for the credit pro- 
fession of the industry. A committee, composed of 
representatives of diversified lines manufactured with- 
in the industry, was appointed for this purpose and 
has already begun work to that end. In addition to 
the committee to do the actual drawing up of a code, 
it is proposed to have an advisory committee composed 
of executives associated with manufacturers who will 
have the opportunity of approving and endorsing the 
code of ethics before it is submitted to the general 
membership. 

After two and one-half full days of business ses- 
sions, Saturday, June 26, was devoted to a boat trip 
to “Put In Bay,” and a visit to Perry Monument and 


nearby Crystal Cave. 
© <a 


GREIST TO EXHIBIT AT O.M.A. SHOW 
The Greist Manufacturing Company, New Haven, 
Conn., featured its White Knight, Celestialite-equipped 
desk lamp, at the National Office Management Associ- 
ation held at the Stevens hotel, Chicago, on June 7 to 
9. The Greist exhibit will be located in Room 328 with 
Horace W. Smith, Chicago manager, in charge. 
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“BUSINESSES THAT SERVE BUSINESS” AT 
GOLDEN GATE EXPOSITION 
(An air view of the fair grounds appears on the 
frontispiece of this issue.) 


A mass representation of the “Businesses That Serve 
Business” will be shown in display at the Golden Gate 
International Exposition in 1939, at San Francisco. 
In the Building of Business Efficiency will be pre- 
sented, in logical, codrdinated scheme, the purposes, 
functions, processes and products of certain “founda- 
tional’ businesses whose mission it is to serve modern 
business. 

Under a two-acre roof will be presented a story of 
the “Businesses that enable Modern Business to Serve 
Civilization.” In the business pageant there will be 
shown how equipment, methods and education have 
served to create new efficiency and economy in the 
progress of industry. 

Important phases to be covered include business 
education, advertising, office appliances, the graphic 
arts as employed by business, and all business equip- 
ment and systems. 

Plans have been drawn from the experience of 
world’s fairs of the past decade particularly, from 
which it is believed that definite opportunities for 
sales exist for exhibitors who will have part in the 
business exhibition. A definite job has been foreseen 
whereby a great number of people will be brought 
into direct contact with the product through various 
business displays. 

Among these is one which has been created by the 
National Cash Register Company. It is a giant cash 
register on which will be recorded the total admis- 
sions to the show. 

The cash register, which will be exhibited on 8000 
feet of outside space leased in the exposition grounds, 
will stand sixty feet high and fifty feet square. Giant 
numerals will display the total admittance and the 
tabulation will be changed every thirty minutes.— 
CWG 
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“THE STORY OF AMERICAN WALNUT” 


The eighth edition of “The Story of American Wal- 
nut” by Burdet Green, M.F., Yale University School of 
Forestry, formerly of U. S. Forest Service, and Bernard 
C. Jakway, author of “The Principles of Interior Deco- 
ration,” was recently published by the American Wal- 
nut Manufacturers Association, 616 South Michigan 
boulevard, Chicago. In the foreword it is pointed out 
that about 200,000 copies of earlier editions have been 
distributed to readers. In the eighth edition the text 
has been rewritten throughout in order to take account 
of new developments in technology and design. 

The editors of the booklet admit that their presenta- 
tion is not an exhaustive treatise. The subject is so 
large that it could not be done in small compass. They 
say, “It is designed to interest the general reader 
rather than the expert.” Copies are available upon 


request. 
—_>-— — 


TYPEWRITERS FIGURE IN “HISTORY 
IS MADE AT NIGHT” PROMOTION 


In a unique tieup with the motion picture, “History 
Is Made At Night,” the All Makes Typewriter Com- 
pany, Omaha, participated in a co-operative ad as one 
of the firms which serves the city at night. In a 
photographic panorama of night activity the firm was 
represented with a picture of night office workers at 
their typewriters—ATW 


75 


FRANZ COMPANY REDECORATES ESTABLISHMENT 

The Franz Stationery Company, 119 S. Wells street, 
Chicago, last month completed an expansion and re- 
decorating of its large manufacturing plant according 
to a statement issued by S. M. Zenner and A. P. Franz, 
owners of the business. 

The third floor establishment of the firm has been 
equipped throughout with walnut paneling finished 
with black trim, indirect lighting, tile floors and a 
new reception hall. 

Marbleized and checker board flooring add a mod- 
ernistic touch throughout the entire establishment. 

The company was established in 1929 by Mr. Franz, 
Mr. Zenner joining the organization in 1936. 
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CHARLES W. H’DOUBLER AND HIS FOLDING 
KEYBOARD TYPEWRITER WHICH WAS 
FULLY DESCRIBED ON PAGE 47 OF THE 
JUNE ISSUE. 
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TIMELY WINDOW DISPLAYS 


The Nelson Stationery & Office Supplies, 212 West 
Forty-seventh street, Plaza district, Kansas City, Mo., 
have been causing comment and attention by two very 
attractive window displays: 

1—A miniature wedding scene of small figures ap- 
proaching the altar is carried out in detail. Wedding 
announcements engraved on beautiful stationery are 
displayed artistically on either side of the wedding 
procession. 

2—A very attractive display of photographs of young 
mothers with their children, have the correct names 
and addresses given below each photograph. These are 
surrounded by beautifully arranged mother’s day 
cards.—_ATW 


——————“—e—__ 


RICE PRODUCTS COMPANY BACK IN FIELD 


The Rice Products Company, 1122 Prospect avenue, 
Cleveland, Ohio, announces that it is back in the field 
with a complete line of office protective devices. This 
company is the manufacturer of the “No-Dent” re- 
Silient furniture shoe, which prevents the legs from 
denting or marking up the floors. 

Other products are “Protect’Ose,” a rubber desk leg 
guard, chair bumpers, phone bases, glass top stripping 
and matting. The company is soon to release a cata- 
logue which will be supplied upon request. 
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National Association News 


Information Concerning the Activities of The National Stationers Association 


President: William C. Clegg, The 
Clegg Company, San Antonio 
Tex. 


Vice-President & Chairman Distrib- 
utors Division: Harold J. Hamp- 
ton, Indianapolis Office Supply 
Company, Indianapolis, Ind. 


Vice-Chairman, Distributors Division: 
Arthur L. King, Ward's, Boston, 
Mass. 


Vice-President & Chairman, Manu- 
facturers Division: R. A. Maish, 
Dennison Manufacturing Com- 
pany, Framingham, Mass. 


OFFICERS 


Vice-Chairman, Manufacturers 
Division: Craig Sheaffer, W. A. 
Shaeffer Pen Company, Fort 
Madison, lowa. 

Vice-President & Chairman, Office 
Furniture & Office Outfittings 
Division: Charles W. Roth, Roth 
Office Equipment Company, 
Dayton, Ohio 

Vice-President & Chairman, Man- 
ufacturing Stationers Division: 
William H. Schmiederer, Buxton 
& Skinner Printing & Stationery 
Company, St. Louis, Mo. 

Vice-President & Chairman, Sales 
Managers Division: Harry Tehan, 
Charles M. oe & Company, 
Brooklyn, N. Y. 


REGIONAL GOVERNORS 


Vice-President & Chairman, Field 
Division: Fred Schaefer, Sanford 
Manufacturing Company, Chi- 
cago, Ill. 

Vice-President & Chairman, Whole- 
salers Division: Alvin R. Skibbe, 
Associated Stationers Supply 
Company, Chicago, III 

Treasurer: William E. Stockett, Jr., 
Stockett-Fiske Company, I!nc., 
Washington, D. C. 

Auditor: Woodson P. Waddy, 
Everett Waddey Company, Rich. 
mond, Va. 

Secretary & General Manager: 
Charles P. Garvin, 740 Investment 


building, Washington, D. C. 





No. 1: Leo Burt, Burt & No. 4: Ivan Allen, Jr. 
em Inc., Hartford, (Eastern Div.), Ivan 
onn. Allen- h ° 
No. 2: A. G. Preston, Utica oe Soe 


Office Supply Company, peny, Atiente, Go. 
Utica, N. Y. No. 5: Harold Hampton, 
No. 3: Ban Smith, Jr., Smith Indianapolis Office Sup- 
Printing Company, Inc., ply Company, Indian- 
Williamsport, Pa. apolis, Ind 
No. 4: Morris Hansell, II. ones 
No. 6: Harry Sylvester, 


(Western Div.), F. F. 
Hansell & Bro., Ltd., Sylvester-Nielsen, Inc., 
Appleton, Wis. 


New Orleans, La. 





No. 10: E. B. Healy, Santa 
Fe Book & Stationery 
Company, Santa Fe, 
N.M. ° 


No. 7: Ed Hansen, Miller- 
Davis Company, Minne- 
apolis, Minn. 

No. 11: Tom F. Pelly, Low- 


man & Hanford Com- 

pany, Seattle, Wash. 
No. 12: Jim Parsons, Smith 

Bros., Oakland, Calif. 


No. 13: A.J. Kerin, Tower 
Bros. Stationery Company 
New York, N. Y. 


No. 8: John Ford, Jr., Peter- 
son Litho. & Printing 
Company, Omaha, Neb. 


No. 9: Otto Eisenlohr, The 
Dorsey Company, Dal- 
las, Texas. 


General Offices and Information Bureau, 740 Investment Building, Washington, D. C. 
Place and Date of Next Annual Convention—Chicago, September 27, 28, 29 and 30. 


GEORGE TO BRING IMPORTANT MESSAGE 
TO CHICAGO 

The intricate working of the Undistributed Profits 
Tax which the individual business man finds added to 
his cost of operation, will be explained at the Chicago 
convention by Edwin B. George of Dun and Brad- 
street, according to a bulletin issued by General Man- 
ager Charles P. Garvin last month. 

According to Mr. Garvin’s statement, Dun and Brad- 
street has completed an analytical study of this tax 
and this will be the gist of an address by Mr. George 
when he appears as guest speaker during the conven- 
tion in Chicago. 

ne 


GARVIN SPEAKS FROM ACROSS THE SEA 


Delegates at the recent convention of the First 
regional district were afforded a novel treat when a 
stirring and inspiring message from General Manager 
Charlie Garvin was heard by them while the sender 
was in England some three thousand miles across the 
Atlantic Ocean. 

The message, which is of equal interest to everyone 
in the association regardless of their region or head- 
quarters, was read by C. H. Everly, of Office Appli- 
ances, who explained that the address was written 
by Mr. Garvin especially for the first region due to 
the fact that his journey across the ocean prevented 
him being present in person. The message follows: 
Mr. Governor and Members of the Convention: 


This is sort of a short wave address to be delivered 
by proxy at your request, the unusual method of 
delivery coming as a result of my being in Europe at 
this time. 

I suppose the thing to do would be to start off by 
saying cheerio, toodle-oo, a pip pip or something. How 
are you all over there? I have found out that the 





CHARLES P. GARVIN 


world’s a small place and the Atlantic is just a pond 
populated with ocean greyhounds blithely hurdling the 
waves or something. There are lots of things that 
come up on an ocean voyage and like good men, you 
can’t keep all of them down. The old Statue of Liberty 
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Progress—always progress ! To meet the demands of a rapidly 


expanding field-of-action comes this instrument of fine precision. It’s 
a handier, smarter, simpler and speedier Mimeograph. A fit flag-bearer 
of a famous line! Geared to present-day needs of business and edu- 
cation. You will want to know what it will do for you. See it at our 


branch in your city, or write today to A. B. Dick Company, Chicago. 
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isn’t Paint BUT 


They're both PIGMENT convenient 
form. You can buy both at a tempting 
price. And risk the future of the thing 
you expect them to protect. In one case, 
In the other, your business 


in 


your home. 
structure. 
In paint, you look for a reputable name 
on the can. 


In Carbon Paper— 


—see the name 


MERIDIAN 


on the back, for non-fading 
legibility .. . protection! 
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watches you go but it is comforting to know that she 
also watches for your return. 

They sure build these ships high these days. As we 
were pulling out from the dock in New York I was 
looking over the side and I saw what I thought was a 
sardine but a sailor informed me that it was a tug 
boat and I think he based his supposition upon the 
fact that smoke was coming out of the top which still 
leaves me with the alibi that maybe it was a smoked 
herring. 

I used to have a boat when I was a kid and to me 
it was some ship, but alas, it could go through a port 
hole on the scow that brought me over to Merry Old 
England and it not only could go through the port 
hole, but could go through with the mast up. How 
things have changed and what a difference from the 
old Fall River Line. 

You know, board ship is a great place to think. To 
start with, the ocean is so darn big and so different 
from the land. The ocean is a place of magnificent 
distances and it operates without any assistance from 
economists, labor leaders, the radio or any of the gov- 
ernment departments. The ocean, as I have seen it, 
and I have been closely associated with it ever since 
I was a kid, is Dame Nature’s chief exponent of rugged 
individualism. You may sail over the ocean but you 
can’t change it. Its daily comings and goings seem 
to be controlled by a power so great that our infi- 
nitesimal intellect cannot even visualize a measure- 
ment that would even approximate its power and its 
lack of subservience to mankind. 

There are many lessons to be learned from the 
ocean. Someone said one time that the reason the 
ocean is always uneasy is because of the star fish, 
lobsters, crabs and other scratchy things which attach 
themselves to its bottom. This may be true or not, 
but it is uneasy. It never stops moving. It goes up 
and it comes down but every time it comes down it 
goes up again and everything that rides the ocean 
must follow its inexorable movement and go up and 
down and yet keep going ahead for a destination, 
because the only place you can ever anchor is close 
to the shore and once a man gets out on its proud 
bosom, he has got to keep going or else. 

Another thing about the ocean that is interesting 
is the fact that it is so great and so large and so 
powerful and so all encompassing that the big fish 
has no particular advantage over the small one. He 
may pop out once in a while and wave his fins for 
exercise but outside of a curious look that he may 
get from some infinitesimal human navigating an 
uncertain course, he wastes his efforts and might just 
as well stay down where he belongs. True enough the 
ocean has some things in common with the land. The 
big fish feed on the smaller ones and the smaller ones 
upon those that are still smaller but the small fish 
have learned a trick or two and you find them riding 
the big fish and in some instances the big fish need 
the services of the smaller ones known as pilot fish 
in order to make sure that the big guy knows where 
he is going. 

We hear much about poor fish but as far as I can 
see, no fish needs to be poor if he keeps his flippers in 
condition and retains his sense of direction. 

But enough for fish and enough for the ocean. Iam 
supposed to be sending you a message having to do 
with the Commercial Stationery and Office Outfitting 
Trade and, of course, that brings the ocean in again 
because if those hardy pioneers who set sail so many 
years ago from the Mother Country had not had 
included among them men inoculated with the spirit 
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It prints all your pay-roll sheets, time-clock cards, pay 
envelopes or checks and pay record forms from a set 
of these new Elliott Typewriteable Address Cards. 


It automatically ejects the finished pay-roll sheets. It is 
quiet and more versatile than other pay form addressing 
machines. Since Jan. 1, 1937, it has been adopted by such 
famous business leaders as Standard Oil, Bethlehem 
Steel, American Thread Co., R. J. Reynolds Tobacco Co., 
Remington Arms Co., Singer Mfg. Co., Radio Corporation 
of America and scores of others. 


No noisy, costly address embossing machine is necessary 
because your employees’ names and numbers, etc., are 
stencilled into Elliott Address Cards with a regular type- 
writer as quietly and just as easily 
as regular typing. An Elliott Ad- 
dress Card has printed 200,000 per- 
fect copies of its address. Billions of 
these Cards are in use in over 60,000 
business establishments in the 
United States. Send for a copy of 
the new Elliott booklet ‘The Dawn 
of a New Day’’—of interest to every 
user or a user of address- 
ing machine equipment. 





Salesmen and office equipment dealers who know of prospects for 
addressing machine equipment will receive a proposition to their advan- 
tage by applying to our nearest branch office or by writing us direct. 


Elliott Addressing Machine Company 
143 ALBANY STREET, CAMBRIDGE, MASS. 
In Canada, 640 Craig Street West, Montreal 


ADDRESSING MACHINE OWNERS~—If your present 
address plates are not the typewriteable kind, it is very 
easy to change to the Elliott 






typewriteable cards because 
our present addressing system 
as a trade-in value. The cost 


of changing to typewriteabie 
address cards, including filing 
equipment, figures only Ic per 
adiven, plus the cost of the 
new Elliott Addressing Ma- 
chine. 
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of what I believe to be the finest business extant, 
we would not have been having meetings at New Lon- 
don or swimming contests. There would be no trav- 
elers’ clubs, no Governors, no General Manager and 
the stenographers in this new country would still be 
using a piece of slate and a stone hammer and a 
chisel to take their notes and to restrain the boss. 
We would not have had the eleven magnificent re- 
gional meetings which were held in all sections of the 
country this year—in New Orleans, Waco, Santa Fe, 
Los Angeles, San Francisco, Seattle, Kansas City, St. 
Paul, Milwaukee, Cincinnati and Philadelphia. No, 
sir! If it hadn’t been for the old ocean and for some 
highly sea-faring pioneers, there would have been no 
business world such as we know today and the inven- 
tive genius of the modern American business man 
would have been buried under an accumulation of 
tradition and superstition. What meetings those were 
and what a panorama of American business we saw! 
What a cavalcade of stationers was this and who can 
measure the value of these conferences and the ac- 
cumulated information and results of this getting 
together. 

The cynic wrinkles his bulbous nose and sneers at 
business conventions and as a result lives within him- 
self, gets no intellectual nourishment and loses all the 
opportunity that is at the beck and call of business 
men who are wise enough to realize that it is only 
from the interchange of information that any inven- 
tion can be created. 

Yea, my friends, this is almost a sermon but I would 
like to preach it from the house tops—that in a world 
which has never yet achieved a real economic balance 
the only free man is the man who has ability enough 
to depend upon himself, vision enough to share his 
information with his neighbor, intelligence enough to 
codperate with those who are in the same line of 
endeavor and common sense enough to realize that 
no man may become great who has not first trod the 
steps to greatness from the very first one to that last 
broad platform where he may survey his accomplish- 
ments, evaluate the value of his contribution and feel 
that his stay on earth has been worth while. 

Of course, I am a darned old sentimentalist. I be- 
lieve that the finest friends a man has are those that 
he makes as a result of his business contacts. I believe 
that the greatest game a man plays is the game known 
as business. I believe that the greatest satisfaction 
a man may obtain in life is the satisfaction that comes 
from a knowledge that he amounts to something in 
the business of which he is a part. Unlike political 


| life, the monuments in business are built in the hearts 


of men and in the memories of friends, for in business 


| a man builds his new monuments day by day and they 


are stronger and more valuable and more shiny be- 


| cause they are not built of cold stone but fashioned 


out of accomplishment, friendship, codperation and 
of fraternal effort. 

And so I give you this message. Our trade has grown 
and the N.S. A. has developed in power and influence 
for good. In fifteen months 270 new voyagers have 
boarded the craft which carries the letters on its flag, 
N. S. A. We have more participation than ever before 
and more people codéperating. We have a finer quality 
of good will than the trade has ever known; and so I 
offer to this meeting at New London, which I know 
will be a great meeting and where I have many 
friends, my best wishes for a close get-together, a new 
development of friendship among people and a new 
desire to accomplish things through codperative effort. 
I am with you in spirit—and I did not say spirits. The 
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Welcome 
OFFILE MACHINE DEALERS 


Wedon 


1 never will compete with you. 


ot anc 
Moreover, we DO cooperate. 


AMES SUPPLY COMPANY 


ufacturers and distributors of typewriter and adding 
tine platens—parts—tools—ribbons—carbons and supplies 


5964 West Randolph St. Chicago, Illinois 
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‘Ufice Seotien: 


ool SEATING means payroll waste because it causes 
employee discomfort, fatigue and poor health. Disregard 
of the physical comfort of office workers exacts a heavy 
penalty on business. 

GF Good Form Aluminum Seating consequently becomes a 
profitable business investment. Correct seating promotes health 
and efficiency and is not only the responsibility of management, 
but the opportunity of management to keep office workers 
alert, fit, and active 

GF dealers find in Good Form aluminum chairs unusual sales 
opportunity No employer would knowingly spoil a punctual 
and willing worker with a poor chair when with Good Form 
Aluminum Seating he can increase office production, make 


work more efficient and lessen nerve strain 
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THE GENERAL FIREPROOFING COMPANY 


— Youngstown, Ohic— 
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fullness of my good wishes go forward to you and 


when the old ship heads her prow back toward the 


land that is my land and your land, my greatest an- 


ticipation will be to again meet with stationers, to | 


again march with the cavalcade and to again find 
myself shoulder to shoulder with the finest group of 
men that I have ever known. 

So, my friends, go to it and have a great meeting. 
Have a good time and make it all worth while. Using 
the words of the immortal Daniel Webster, “If we work 
upon marble, it will perish. If we work upon brass, 
time will efface it. If we rear temples, they will crum- 
ble in the dust; but if we work upon immortal minds, 
if we imbue them with opportunities, with the just 
share of good and love of our fellow man, we engrave 
on those tablets something which will brighten to all 
eternity.” 


SOUTHERN NEWS NOTES 

No court action will be taken by chain store oper- 
ators in Georgia to “tie up” collection of the new chain 
store tax, it has been stated. The tax amounts to $2 
for every store in Georgia, $10 for the second store 
in a chain, $15 for the third and so on until stores 
above forty in a chain are taxed at the rate of $200 
apiece. Half of the tax, for the second half of 1937, 
is due and payable on July 1, and machinery has been 
set up at the state capitol in Atlanta for its collection. 

* * oo 

A truth-in-advertising code, recently drawn up by 
the merchants’ division of the Jacksonville Chamber 
of Commerce, outlaws (a) misleading statements, in- 
sinuations and illustrations that give impressions of 
value and service not inherent in the product; (b) 
comparative prices that are exaggerated or mislead- 
ing; (c) predatory price cutting and the use of “baits” 
to mislead the public; (d) claims of general under- 
selling not capable of proof and untrue in their im- 


pressions, and (e) unfair attacks, actual or implied, | 


on competitors or competing products. Merchants 
have been asked to display this code prominently ... 
and do their best to live up to it. 

* x * 

J. H. Hinck, manager of the Jacksonville area for 
the Royal Typewriter Company, is on a six weeks’ tour 
of England, Germany, France and Switzerland. He 
will visit his mother, who has been seriously ill for 
several months at her home in Hamburg, Germany, 
and will also inspect the Royal Typewriter Company’s 
factories in England and Germany. Mr. Hinck is 
accompanied on the trip by his wife and son. 

* ~ a 

New sales and service headquarters for L. C. Smith 
and Corona typewriters have been opened at 210 West 
Monroe street, Jacksonville, under the supervision of 
A. D. Richardson. Tom Stanger will be city salesman 
for the new concern and Temple Frierson, service 
manager. 

ok * * 

Two adding machines were recently stolen from the 
store of the Benjamin W. Thacker Typewriter Supply 
Company, 123 Northeast First street, Miami. Burglars 
cut through the transom over the rear door of the 
store in order to secure the machines, valued at 
about $50. 

. * * 

The Savannah Typewriter Company has _ been 
awarded the contract for supplying ninety typewriters, 
with a total value of $5,400, to the Savannah Board 
of Education. Five office appliance firms submitted 
identical bids on the contract—JHR. 
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Well meet you 


‘in Cincinnati ° August 2-4 





W. F. (Bill) CLAUSING 


My personal guarantee is back of every 
machine we ship 


These are the dates of the National 
Typewriter and Office Machine Dealers 
Convention. It will be a great meeting 
—one that every dealer should attend. 
There'll be worth while talks about 
important subjects by men with com- 
plete knowledge of their topics. 
There'll be discussions about every 
phase of the industry. And because 
“all work would make Jack a dull boy,” 
entertainment has been planned that 
will appeal to every one. 

We will welcome the opportunity to 
shake hands with all our customers and 
friends who have helped us build our 
business. 

Make the necessary arrangements 
now so that you'll be among those 
present at the Netherland Plaza Hotel 
August 2-4, 


INTERNATIONAL 


TYPEWRITER EXCHANGE 


World's Largest Independent Wholesale Typewriter Company 


231-233 West Monroe Street . . . Chicago, Illinois 





More than a quarter of a century of satisfactory 
service to typewriter dealers all over the world 
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You Can Increase 
Your Sales NOW 


For the July Transfer 
Season Show Quality-Bilt 


Double Top G@ezax% 
FILE JACKETS 


THEY SUST 
WONT BREA 
DOWN / 
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Made in letter and legal sizes. 
With 1", 1/2" and 2” expanding gussets. 


The logical filing container for grouped 
letters, orders, contracts, etc. Rein- 
forced tabs insure greater wear. 


Our new, up-to-date catalogue is just 
off the press. Write for your copy. 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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(Seen & Heard in So. Calif.—continued from page 63) 


On another day we went via what seemed to be a 
toy railroad to Santa Monica—a sea resort having a 
bath pavilion of wood and several houses, lunch stands, 
etc. (And now look at the darned towns!) The inter- 
vening territory between L. A. and Santa Monica was 
a perpetual grape vineyard—and of course we saw 
orange trees in partial bloom, with fruit among the 
flowers. 


"Twas a great trip. 

Bland Entertains Fellow Carbon and Ribbon Men.— 
At noon of Thursday, June 10, the Carbon and Ribbon 
Dealers were entertained at luncheon at the Balboa 


| Club cafe by C. K. Bland, head of the Western Carbon 


Paper Manufacturing Company. Following the meal, 
the guests were taken to Mr. Bland’s new plant on Pico 
street, near Olive, where they had the privilege of 
examining the working of an up-to-date carbon paper 
manufacturing plant. 





RIBBON AND CARBON MEN PICTURED IN FRONT OF THE 
WESTERN CAEBON PAPER MANUFACTURING PLANT IN LOS 
ANGELES WHERE THEY WERE THE GUESTS OF C. K. BLAND. 


The remodeled building is roomy and conveniently 
situated. Back of the offices on the first floor is the 
manufacturing plant, the laboratory where materials 
are tested, the storage of raw materials, finished goods, 
etc. There is a world of machinery in the new plant, 
more than a little of which, the writer understands, is 
of Mr. Bland’s own design. Different waxes were dis- 
cussed for use in various types of products; papers of 
different weight and toughness; cloth for typewriter 
ribbons, their preparation, an ingenious machine for 
filling red and black ribbons, etc. 

Mr. Bland took the guests through the plant and 
gave a lucid and interesting description of the several 
operations. 

Those present at the luncheon included E. W. Bil- 
lings, Jr., the Winn-Billings Company; H. A. Andre, 
Mittag & Volger, Inc.; C. K. Bland, Western Carbon 
Paper Manufacturing Company; W. E. Sibertson, Amer- 
ican Ribbon and Carbon Company; R. P. Pison, the 
John Ruff Company; E. Winslow, The Shallcross Com- 
pany; Leland Hollick, California Carbon Company, and 
Charles W. Shallcross, The Shallcross Company. All 


| of the foregoing appear in the accompanying picture in 


| 


the order named. 


. . * 


Some Underwood Weddings.—William J. Dietrick, 
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LIBRARY 
EQUIPMENT 
In every community our 
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sell nationally - known 
Globe - Wernicke library 


equipment. 


Service 


This battery of beautiful wood filing cabinets 
was installed in the offices of Warrens, Bosch 
& Floan, investment securities, Portland, Oregon, 
by J. K. Gill Company, Globe-Wernicke dealer 
of that city. Inset shows exclusive Tri-Guard 
(three rod) feature 


THERE ARE MANY OPPORTUNITIES 
TO SELL THIS PROFITABLE LINE 
OF WOOD BUSINESS EQUIPMENT 


Many business concerns and public institutions prefer to 
use wood business equipment and some even insist upon it 
because their welfare is identified with that of the lumber 
industry. 


For all of these and everyone who likes the natural beauty 
and charm of wood, Globe-Wernicke offers a wide variety 
of stock and special equipment—merchandise that com- 
bines efficiency, economy and long life with attractive 
appearance, convenience and useful service. 


Globe-Wernicke products are sold through dealers and we 
cooperate with them. No other manufacturer offers such a 
complete line of wood and steel office equipment and sup- 
plies. Write for catalogs, prices, discounts, and other 
information about our proposition to dealers. 


Globe-Wernicke 


Cincinnati, Ohio 
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No. 847 Solid American Walnut. 


No. 846 Solid American Walnut. 


Any time your customer is ready to re-furnish, 
JASPER CHAIR CO. chairs are ready 
for comparison 


Impressive and interesting design in wide variety, solid American walnut construction, genuine 
leather upholstery with a choice of several colors—in these features, the Jasper Chair Co. line offers 
best value now and since its first appearance. Much of our present business is a result of the pleas- 
ing appearance and superior service of chairs now in use which we manufactured and sold years ago. 
Besides our leather upholstered numbers in genuine American walnut and birch, we make wood 
office chairs in many styles, typist’s posture chairs, courtroom chairs and a special school group of 
teacher’s, tablet, library and kindergarten chairs. Our new catalog will be ready soon; if your name 
is not on our books, send your request now and you will be included in the first mailing. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES: 


wa JAMES S. FOWLS (Southern) 
3414 Euclid Heights Blvd. 
Cleveland, Ohio 





REPRESENTATIVES: 


GEO. A. LITCHFIELD 


Sales Mer. 
. —— , . S. H. MacDONALD (West) 
So. Teen Clie 521 Lloyd Bldg., Seattle 


505 Fifth Ave., New York 
W. H. BROWN 


(Chicago-Midwest ) 
6708 Glenwood Ave., Chicago 
(Phone Rogers Pk. 3644) 


E. W. THOMAS (Southwest) 
Daytona Beach, Fila. 
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factory representative for the wholesale portable de- 
partment, was married June 19 to Miss Frances Gou- 
nerman of Alhambra, Calif. Best wishes. 


* + * 


Wedding Bells.—Miss Kathryn Howells, who has been | 


with the Los Angeles office of the Underwood Elliott 
Fisher Company for a number of years, was married 
June 12 to Scott Kirkpatrick. Sincere felicitations. 

Hector Hall of the Underwood Service Department, 
was married on June 3 to Miss Kathryn Taylor of 
Pasadena. Congratulations. 

™ * > 

Zundell Co. in New Office.— The Zundell Seating 
Company, headed by E. A. Zundell, and Barney Alder- 
son, has moved its downtown office in Los Angeles from 
2707 West Seventh street, to 2922 West Vernon avenue. 


* * * 


Miss Fechtner Leaves Underwood Service.—Miss Helen 


Fechtner, for thirteen years with the Los Angeles | 


branch of the Underwood Typewriter Company and 
the U. E. F., left the service of the company on June 


15, much to the regret of her associates in the organ- | 


ization. 
. * > 

Mimeograph Staff of Schwabacher-Frey Enthusiastic. 
—The Mimeograph Department of the above named 
house is taking hold of the new model 100 Mimeograph 
with an enthusiasm which is certain to carry on to 
success. 

About the middle of March, G. R. Jenkins, assistant 
sales manager, went to Chicago, where he remained six 
weeks, thoroughly mastering the many valuable fea- 
tures of the A. B. Dick Company’s newest model. He 
has been with Schwabacher-Frey for nine years as 
assistant sales manager in charge of the manufactur- 
ing division. He took up the Mimeograph division 
about three or four months ago. On his return from 
Chicago he introduced the Mimeograph 100 to the 
trade in the Los Angeles area. 

Mimeograph No. 100 has ten outstanding features 
which commend it to users, viz., geared progress sim- 
plifies operation, organized appearance, exact quantity 
control, new control of feed arm, free wheeling, safety 
drive, advanced engineering, dependability, and long 
life, and versatility. The machine has beauty in high 
degree—another point in its favor. 

a * - 

Southern California Stationers to Play Golf.—The 
Stationers Association of Southern California is mak- 
ing plans to hold a golf tournament at Rancho Coun- 
try Club on July 29. A large attendance is expected. 
No stone will be left unturned to make the event a 
success. The committee in charge consists of Al. 





Davidson, Los Angeles Stamp and Stationery Com- | 


pany; Willis Palmer, Boorum & Pease Company, and 
Omar Boyd, The Stationers Corporation. 


* * * 


Daughter Born to Yocums.—Mr. and Mrs. Sam. | 


Yocum of Los Angeles are the happy parents of a 


daughter born on Fathers’ Day, June 20. Her name is | 


Virginia Ruth, and she weighed seven pounds at birth. 
Her dad avers that she has excellent lung power and 
good health generally, and that she is happy only if 


her meals come on time. She is her parents’ first baby. | 


Mr. Yocum’s place of business is at 925 South Hill 
street, where he deals in new and used visible equip- 
ment, filing supplies, letter files, card files, Interna- 
tional visible systems, Brooks visible binders, etc. He 
is of the opinion that filing cabinet prices are too high 


since the last advance. He observed with a smile that | 
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GREATEST 


ONE-DOLLAR PENCIL 
IN AMERICA! 




























BEAUTIFUL, 
SMART, NEW 


Executive Model 


HERALDED IN LARGEST 
NATIONAL MAGAZINES! 


e Yes ... this new Autopoint is the greatest one-dollar 
pencil in America... and no wonder! Pick one up! Get 
the feel of its perfect balance! Catch the sparkle in its 
gleaming Bakelite barrel and “diamond-cut” cap! Look at 
that streamlined clip and gold-filled trim! It’s a pencil you 
WANT the minute you see it! Think of its appeal as a 
gift item! You'll understand why this new Executive 
Model is breaking Autopoint’s proudest sales records! 

For with all its new refinements of design, this pencil has 
all the sturdiness, the writing ease, and the exclusive finer 
AUTOPOINT features that have made AUTOPOINTS 
the choice of millions. It has the same simplicity of con- 
struction, with only two moving parts. It has the cele- 
brated “Grip-Tip” that will never let a lead slide, wobble, 
or twist! It’s the PERFECT mechanical pencil! 

— coupon for a sample of this new AUTOPOINT 
... today 


Plan now to attend the NATIONAL STATIONERS ASSN. 
CONVENTION, Palmer House, Chicago, Sept. 27 th-30th. 
AUTOPOINT COMPANY, Dept. OA-7, 1801 Foster Avenue, Chicago, llinois 


The # Better Pencil 





AUTOPOINT COMPANY, Dept. OA-7 
1801 Foster Avenue, Chicago, Ill. 

Please send me a sample of your new streamlined AUTOPOINT pencil, 
No. 48GT and information about the AUTOPOINT LINE. 


Name.. 


Store Name... 


Address... 


State 








Town 
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SUPER- 


PRONTO 





SIX ROLLERS 
SLIDING SUSPENSION 


AUTOMATIC STOP 


WILL HELP YOU MAKE 
THIS TRANSFER SEASON 
Your BEST 


The only corrugated board 
storage file having these 
exclusive features 


e AUTOMATIC STOP... 
e SLIDING SUSPENSION 
e6 ROLLERS...... 
eALL STEEL BACK... 


2,061 485 


PRONTO 


rts CORPORATION 


636 BROADWAY NEW YORK, N. Y. 


PAT. NOS. 2,012,857 
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customers are not buying files, but are making use of 
the old apple box system. While there has been some 
falling off in the filing cabinet business, other lines are 
moving briskly. 

Mr. Yocum has a small factory in connection with 
his store where he makes items not included in the 
regular lines of the manufacturers, who prefer not to 
bother with small orders which must be especially 
made. 


* . * 


“Ted” Peirce Attends Optimists Convention.—Theo- 
dore F. Peirce, head of the Pacific Desk Company, Los 
Angeles, spent the latter part of June in attendance 
on a convention of the Optimists at Cleveland, Ohio. 
He visited Chicago and other places on his return, 
arriving home soon after July 4. 


* * ~ 


Thornton on Northern Trip.—«. E. Thornton, head 
of the California Typewriter Exchange, 517 South 
Spring street, Los Angeles, and Western Division man- 
ager of Allen Calculators, Inc., of New York City, re- 
cently spent several weeks visiting his dealers in the 
cities of the Great Northwest. He is expected home on 
or about August 1. 


* * a 


Coffman Visits L. A.—W. M. Coffman, Pacific District 
manager of the Underwood Elliott Fisher Company, 
San Francisco, visited the Los Angeles office of the 
company late in June. He spoke interestingly of condi- 
tions in the Bay City. 


* « . 


Mother of Los Angeles Stationer Passes Away.—The 
friends of W. R. Lindsay, manager of the West Coast 
Stationery Company of Los Angeles, extend sympathy 
over the death of his mother at her home in San 
Francisco on June 26. The funeral was held on June 
28. 


—_—___—_—_ 9 





SMITH-CORONA ON DISPLAY.—Here are two windows which fea- 

tured L. C. Smith & Corona typewriters last month. (Upper) 

Memphis branch of the L. C. Smith & Corona organization, of which 

Cc. M. Weems is manager. (Lower) J. B. Burford & Company, 

Smith-Corona dealers at Juneau, Alaska. The machines shown here 
were sold to the Territorial Legislature of Alaska. 
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DEALERS EVERYWHERE ARE CASHING IN ON THIS 
BEAUTIFUL AND DURABLE MODERN 
| OFFICE FURNITURE 


Make no mistake about the popularity of Mod- 





ern Troy Desks and Chrome plated office fur- 


niture—even though announced only a short 









time, alert dealers have made many complete 
installations—if not already confined in your 
territory TROY offers a real profit opportunity. 


Write today for catalog and dealer proposition. 











SAN FRANCISCO MIAMI, FLA. 
Second & Mission Sts 110 N. Biscayne Blvd 


, Dept. P-77 TROY, OHIO 


CHICAGO NEW YORE 


6 Lake Shore Drive & 4S. Michigan Blvd Park Ave 
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3. GREATER OUTPUT 








“We Get 


HIGH QUALITY 


with Electric 

E use five modern electric machines 

for cutting stencils and typing copy 
for offset printing,’’ says this typing- 
bureau manager. ‘““Key impressions are 
uniform—independent of variations of the 
typist’s touch. Consecutive pages look 
alike even though typed by different 
operators. Electric carriage return reduces 
manual labor, especially on wide-carriage 


machines, and our typists do more and 


better work.”’ 
BS * * 


This typing-bureau manager is but one of 
many satisfied users. Electric typewriters 
are equally effective for ordinary typing 
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T, riders” 


particularly heavy manifolding jobs, 
where many carbons are needed. They 
turn out clear-cut work, are easily and 
quickly adjusted to make few or many 
carbons, and minimize physical work 
make it possible for typists and stenog- 
raphers to increase production with 
decreased effort. 


Although General Electric does not make 
office devices, it does make long-lived, 
dependable motors that match the re- 
quirements of these machines perfectly. 
Be sure that the office devices you buy 
are equipped with G-E motors. General 
Electric Company, Schenectady, N. Y. 


070-195 


GENERAL @ ELECTRIC 


i, ee co seh i ged 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 


Stationers of the Twin Cities gave a farewell party 

in honor of Elmer Dalldorf, who leaves Minneapolis 

after long and faithful service as head of the station- 

ery department of the John Leslie Paper Company. Mr. 

Dalldorf will be associated with the W. A. Sheaffer Pen 
Company from July Ist and will make his home at | 
Fort Madison, Iowa. A very fine leather golf bag was | 
presented to Elmer by District Governor Ed M. Hansen | 
in behalf of the Twin City stationers. Impromptu | 
speeches were made by those present including Herb | 
Fall, Arthur Grayston, Walter Pierce, Cliff Talty, Floyd | 
Kongsvik, Oscar Bertelson, Sterley Jerue, Governor Ed | 
Hansen and the guest of honor. 































*x * + 


Arthur Grayston gave a party and dinner dance in | 
honor of Jack Goldman at the Automobile Club at 
Bloomington on the Minnesota recently. Eighteen peo- 
ple gathered around the festive board to wish Jack and 
his bride-to-be, Irene Lemke, health and happiness in 
their marriage, to take place early in July. 


* * * 


No. 1 
in the 
Profit 
Parade 


Charley Doyle of Burgher Williams Company of Vir- | 
ginia is the proud father of a baby daughter, born 
early in June. 

+ . . 

Forest Luff, demon salesman with Burgher Williams | 
Company, will join that great and growing fraternity | 
of married men very soon. The charming lady is a | 
resident of Iron Mountain, Minn., at present. 

* * * 

Frank Zeller and Edd Dawson are planning on vaca- | 
tioning in Minnesota with their better halves early in | 
July. 





* * * 


Sturgis Posture Chairs are No. 1 in the 
profit parade because they possess a host 
of selling points not found in any other 
chair. They have all the usual qualities de- 
sired in posture chairs PLUS these out- 
standing features found exclusively in the 


Sturgis line: 


Stationers of the Twin Cities will soon announce the 
date of the annual golf tournament between the 
Travelers and stationers held every year at the South- 
view golf course. Stan Griebel, president of the Trav- 
elers, will appoint a committee from the Travelers to 
meet with representatives of the Stationers, to decide 
upon a program and entertainment for this day and 
evening of fun. Einnar Carlson has threatened to come 
out of retirement, in an endeavor to win back the cup. 
Golfers MacDougall and Cooper (not Lighthorse Harry) 
but our own Eddie, say the Travelers are about due to 
give the Stationers a trimming ... and this is the 
year, providing the two Karls, Kiesel and Castle de- 
cide to quit playing “customer” golf. 
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@ Easy Quick Adjustments. 
(without tools or keys) 


Positive Permanent Adjustments. 

NO METAL around seat to catch clothing. 
Resilient, Comfortable Rubberized Seats. 
Wide Range of Styles. 


Attractive Prices. 
Sold Only Through Dealers 


Write for 





* * 





Ed Hansen says his putting game is better than ever 
and wants to challenge Art Bergstrom, Sioux City’s 
professional putter, to a special match on the putting 
green, as he thinks he can even the series, Art now 
being one up on our genial governor. Should Art fail 
to answer this challenge, Ed says he will play a special 
match with John Ford, Jr., or Al Hansen, district gov- 
ernor-elect, of the seventh district. 

* * * 

Milt Shuster is requested not to play the musicola 
machine during the dinner hour. Dorr Perkins may 
bring his dominoes, for the edification of those who 
prefer less strenuous sport. Those who prefer bridge 
or any other card games, will find plenty of kabitzers, 
while those who prefer only the nineteenth hole can be 
accommodated very nicely. Better get in touch with 
Ed Hansen, Roy Clarke, Stan Griebel or Herb Morgan 
for reservations. 
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hor many good reasons typists buy 
The Weldon Roberts Kraser TRI-PLY. 
Read this ad and vou will knou 


How this can help vour profits grow! 


ypists go for Weldon Roberts Eraser 
| No. 399 Tri-Ply in a big way. 


Reason: The splendid job that Tri-Ply 
does when minutes count, when typing 
errors, carbon smudges and pencil, ink, 
and finger marks must be whisked away 
with a split-second rush. 

Tri-Ply’s original, patented three-ply con- 
struction does the trick. A center ply of 
soft, gray rubber is there to take care of 
typing errors and ink marks; two outer 
plies of red rubber erase pencil, finger 
marks and carbon smudges. 

The Weldon Roberts Eraser Tri-Ply be- 
longs next to every typewriter,—belongs 
in every sale you make of typewriter sup- 
plies: notebooks, ribbons and carbons, 
second sheets, etc. With allied merchan- 
dise, or on its own—the Weldon Roberts 
Kraser No. 399 Tri-Ply is a profit maker. 
Send for sample—and for data on other 
Weldon Roberts Erasers that will build 
your profits. 


WELDON ROBERTS RUBBER CO. 


America’s Eraser Specialist 


Newark, N. J. 


Waldon Rov-ents 
GoObwud 


Correct Mistakes in Any Language 


U.S.A. 











OFFICE APPLIANCES 


BOUGHTON JOINS MELIND COMPANY 
Frank E. Boughton, for thirteen years connected 
with the Multigraph Company, now the Addresso- 
graph-Multigraph Corporation, in various capacities, 
last month joined the Louis Melind Company of Chi- 
cago as a member of the sales staff. 
Mr. Boughton takes to his new job an enviable repu- 





FRANK E. BOUGHTON 


tation in the field especially from a selling point of 
view. And his record with Multigraph more than veri- 
fies it. 

During his thirteen years with that organization he 
worked the Middle West, mostly in Chicago. At one 
time he was junior salesman in South Bend, Ind., and 
senior salesman at Rockford and Chicago. For six 
years he was office manager in charge of promotional 
work in the Chicago office and later worked in Akron, 
Ohio, and Davenport, Iowa. He was branch manager 
of the Akron office when he resigned to join the Melind 
organization. 

a 
D. W. COLLINS DESK CO. TO FURNISH NEW 
COURT BUILDING 

D. W. Collins, of D. W. Collins Desk Company, 21512 
West First street, Oklahoma City, Okla., dealers in 
office furniture, reports an outstanding contract made 
by his company in connection with the furnishing of 
the new court building in Oklahoma City. The con- 
tract, amounting $75,000, covers all portable steel and 
wood furniture. The wood furniture is to be entirely 
in genuine walnut, while the steel furniture will be 
in grained walnut finish. When completed the court 
house will be one of the high ranking ones for com- 
plete and handsome furnishings. 

6 wee - 
I. B. M. MAKES FINE SAFETY RECORD 

Four and one half million man-hours without an 
accident is the record set by International Business 
Machines Corporation at its Endicott, N. Y., plant. This 
period is equivalent to the full-time labor of one man 
for more than twenty centuries. 

Other sources report the previous record to have 
been made by a Syracuse company in 1931; that mark 
was 4,434,713 man-hours with no mishap. An attempt 
is now being made by the Endicott plant to better the 
national record of 11,000,000 man-hours which passed 
without accident. 

According to a special report, International Business 
Machines Corporation is the leader by quite a margin 
in the no-accident endurance contest sponsored by the 
Associated Industries of New York State. The com- 
pany has approximately six times as many accident- 
free man-hours to its credit as its nearest competitor, 
so says the report. 
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A Real Profit Builder That Creates the 
Best of Goodwill—A Perfect New System 
always Up-To-Date in Efficiency and Speed. 
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instant sales wherever it is shown 


Thousands of users of poorly guided 
card lists are waiting to be shown this 
very 
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Model 36 
SORTER TRAY STAND 


Ideal for a variety of sorting operations in filing, ac- 
counting, and purchasing departments, the new Sorter 
Tray Stand is also adapted to many other uses. It is a 
convenient desk-side file for the day's work, for reference 
material, catalogs, ledger sheets, production records, 
stock cards, shipping and receiving files and similar 
purposes. The strong, lightweight tubular steel stand has 
four large swivel casters for easy movement. The steel 
tray holds up to 14 inches of letter size contents and is 
equipped with an adj ustable fol- 
lower. Write for illustrated liter- 
ature and prices. 


New Sher-Man General Catalog 


covering the complete line of Tubular Steel 
Stands for typewriters and office machines, 
stools, and special stands has just been 
published. Your copy will be sent on request. 


{ | SHERMAN-MANSON MFG. COMPANY 


625 South Kolmar Avenue * Chicago 
Pacific Coast Representative: 
C. J. Schubert, Jr., 339 E. Third St., Los Angeles 
Stock on hand for i diate delivery 











Model 36 Sorter Tray Stand 
is furnished with or without 
hinged shelf 


IGN A 


TUBULAR 





STEEL STANDS 
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SEATTLE NEWS NOTES 


Clear skies and cool breezes in the charmed land 
of the Pacific Northwest have captured the imagina- 
tions and hearts of Seattle typewriter dealers. A large 
number have planned to “sneak away” from their 
places of business for several weeks this summer with 
boating, fishing, golfing, swimming, hunting, and hik- 
ing topping the recreational programs. 

Among those taking longer trips will be Don Johnson 
of the Washington Typewriter Company, who pro- 
poses an extensive cruise on his boat in Puget Sound 
and lower British Columbia waters, and James C. J. 
Martin of the U. Mimeo and Typewriter Company, 
who intends to motor to San Francisco, Los Angeles, 
Boulder Dam, Tonopah, Nev., and back to Seattle 
the first week of July via the inland Oregon route. 


* * . 


One of the most unusual typewriter window displays 
ever created in Seattle was one recently put in by 
the University Book Store of Seattle. A copy of nine 
“manuscript points”, pictures of students and grad- 
uates who sold their fictional class work at prices 
ranging from $7 to $1,500, and actual printed samples 
of magazines and books containing their work, to- 
gether with the finished product of several artists, 
formed the foreground of the unique display with a 
battery of portable typewriters completing the back- 
ground. The window attracted an unusual amount of 
attention by the general public as well as University 
of Washington students and the store received com- 
mendation from the faculty—JCJM 


oa e—___. 


QUESTIONABLE BUSINESS OPERATING IN SOUTH 


Several office equipment men in the South have 
registered complaints concerning a man naming him- 
self H. Herchenroeder and stating that he and his 
father operate a decalcomania business in Johnstown, 
Penna. George L. Stuart, manager of the Victor Add- 
ing Machine Agency in Atlanta, Ga., reports that he 
purchased five hundred decalcomania transfers, pay- 
ing cash with the understanding that the goods were 
to be delivered within ten days after the date of in- 
voice. The merchandise was not received. Letters sent 
to the Johnstown address were unanswered. 

Ralph Reeves, of American Adding Machine Com- 
pany of Atlanta, and H. L. Barnhardt, of the Savannah 
Office Equipment Company, registered similar com- 
plaints. Mr. Stuart says that Mr. Herchenroeder seemed 
thoroughly familiar with his line of goods which he 
was offering for sale. His talk sounded plausible, and 
his line appeared to be legitimate. 


9 —te 


TYPING TIPS TELLS SILK SAGA 


A brief but absorbing story of the history of silk 
and its extraordinary manufacturer—the silkworm— 
is a feature of the June-July issue of “Typing Tips” 
the snappy little house organ of the Miller-Bryant- 
Pierce Company, Aurora, IIl. 

Interesting in the extreme and exceptionally com- 
plete considering the space allotted it, the story deals 
with the life cycle of the silkworm; up from the egg, 
through the larva stage, the silk-weaving period, the 
hibernation of the chrysalis and on to the final—and 
rather tragic—moth stage, where egg-laying and death 
form the final arc to the cycle. 

Other intriguing data in the all-too-short story of 
silk includes the wily ruses of the ancient Chinese to 
keep the secret of silk to themselves. Their plan, so 
the story goes, was to tell the foreigner that silk was, 
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Of STREAMLINED AIRLINE desk cuts through 
the most hard boiled sales resistance. That’s one 
reason why office outfitters and salesmen are 
making more profits from Airline desks. 

And every office manager knows that behind 
the beautiful lines and finish of the Airline is 
Art Metal’s reputation for sound engineering 


and quality construction. Airline desks sell 


« AGENCY 
ART METAL 


Art Natal 


Jamestown, New York 
U.S.A. 








AIRLINE DiSKS- 


JAMESTOWN, 
















faster because they represent the greatest value 
on the market for modern general office desks. 
Airline desks are made in twelve models to 
meet a wide variety of general office needs. 
Write today if you wish to cash in on the greater 
profit opportunity which they present. A few 
territories are open to progressive office 


outfitters. 


DIVISION 3 
CONSTRUCTION CQO., 
NEW YORK 
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Artility rose from the ashes of the depression, and 
with some of the most experienced posture seating 
experts to guide its destiny, has soared to leadership 
in three short years. 


From 3,500 Chairs in 1934 
To 35,000 Chairs in 1936 


The reason for the phenominal growth of Artility 
chair sales is that each model is built right and priced 
right— built to stand the stress of hard usage and the 
re-sale price is within any reasonable budget. 


Big demand and quick turn-over have brought large 
profits to hundreds of Artility dealers. You, too, can 
add Artility profits to your bank account. 


Write today for dealer's proposition. 


ARTILITY METAL PRODUCTS, Inc. 


ELKHART, INDIANA 




























JULY, 1937 


in reality, obtained from the wool of sheep in certain 
periods of the year. This legend was said to have been 
believed for centuries until another country solved the 
secret of silk. 

The story is cleverly tied in with a description of 
the silk used in the manufacture of the Miller-Bryant- 
Pierce “Madame Butterfly” typewriter ribbons. 

——_ o— = —__ —_ 
SHEAFFER AWARDS CONTEST PRIZES 

Ending a national Skrip-Scrapbook contest in which 
thousands of adults and children throughout the 
country participated over a period of several weeks, 
the W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
this month announced the names of the winners of 
seventy streamlined bicycles and two fully equipped 
Ford automobiles. 

According to officials of the company, the winners 
of the automobiles were Mrs. LaVergne Edwards, Day- 
tona Beach. Florida and Mrs. R. J. Redding of Hous- 
ton, Texas. It is expected that the hundreds of scrap 
books which were produced in the contest will be given 
to various children’s hospitals, 

It was reported that the company experienced the 
greatest clearance in its history on its lines of Skrip 
and Para-Lastik through the contest as reported by 
Sheaffer dealers in every section of the country. 

———— ir 
ADAMS BROTHERS PAY VACATION BONUS 

Charles P. Adams, president of the Adams Brothers 
Salesbook Company, Topeka, Kans., has given his em- 
ployees a grand party and surprise as a birthday gift 
to himself on his seventieth anniversary, July 4. This 
firm, forty-eight years in business, closed its business 
July 3, for one week. Each of the 125 workers was 
given the week’s vacation with full pay. Every one 
found an extra twenty dollar bank note with a letter 
explaining it was for “those extras which somehow 
come with a vacation.” 

Some of the policies of this firm are: a forty hour 
week, higher-than-average wage scale, time and a half 
for overtime, full pay for holidays and annual vaca- 
tions with pay. The company pays about three-fourths 
of the cost for life, health and accident insurance. 
Working conditions and surroundings are modern. 

The workers scattered in all directions by motor, 
train and plane, to make the most of the vacation and 
the extra gift—AG 

— -— 
FIRE, SMOKE AND HEAT TEST METAL 
OFFICE FURNITURE 


Fire breaking out in the corridors of the Columbian 
building, skyscraper of the early eighties, Topeka, 
Kans., spread to several floors of the building, causing 
extensive damage to records in the offices. Many were 
records of law offices, in which were valuable papers. 

Fire proof steel files were tested and found not 
wanting. Fire-resisting steel files and desks were not 
wholly proof from damage, a good deal of which was 
caused by smoke.—AG 

———o— 2 
THIELE JOINS CRANE AND COMPANY 


Effective July 1, Richard Thiele, former county su- 
perintendent of Scott county rural schools, Kansas, 
became manager of the school supplies and equipment 
department of Crane and Company, printers and sta- 
tioners, Topeka, Kans. 

Mr. Thiele during his four years as county superin- 
tendent was vice-president of the Kansas state asso- 
ciation of county superintendents, and a leader in his 
part of the state——AG 
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STENOGRAPHIC 
NOTE BOOK 


EDGE 





THERE IS A 
NON-SKID EDGE 


NO BULGE AT 
THE BINDING 


















ON EACH COVER 





T stands alone . . . anywhere .. . at almost 

any angle because of the patented non- 
skid edge on each cover. It’s easy to write 
on with either pen or pencil. It has more 
total useable writing surface than many 
sewed books at comparable cost. 


But That’s Not All! 


The New Non-Skid Easel Note Book has a 
new binding. The leaves turn without a catch 
because there’s no distortion of the ends of 
the coil . .. and there’s no bulge at the binding 
edge when the book is in writing position. 
It's easy to use . . . and it’s useable from the 
top line to the bottom. 


The Non-Skid Easel Note Book is easy to 
write on, easy to see when transcribing and 
it's EASY ON THE OFFICE SUPPLIES 
ACCOUNT. 








ROCKWELL” BARNES 
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@ ‘We're not Braggin’, but when it comes to 


We sell 


SERVICE we're “Johnny on the Spot.”’ 
lots of things to dealers, such as Typewriter 
Parts, Platens, Tools, Shop Equipment, Rebuilt 
Underwood Typewriters, Supplies for the Sta- 
tionery dealer and many other things too num- 
erous to mention in this small space. But, best 
of all you get what you order QUICK. Yes Sir 
. +. that’s the way WE operate . . . Platen and 
Part orders go out the same day—Enameling and 
Nickel-plating orders the next day. Let us tell 
you all about it at the convention .. . we'll be 
there. Oh yes, stop in and pay us a visit if you’re 


going through Chicago on your way to Cincinnati. 


We'd certainly enjoy showing you around.” 


SHIPMAN-WARD MFG. CO. 


The Dealer’s Supply House 
325 N. Wells Street, Chicago 


Branch Offices: New York City, 231 Broadway; Los Angeles 
314 W. Ol »mpiec Blvd.; Minneapolis, 116 S. 4th St.; Mon- 
treal, Que., 20 St. James St. West. 


OUR BUSINESS HAS BEEN FOUNDED 
ON PERSONAL SERVICE TO THE DEALER 


Established in 1892 
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ROBINSON COMPANY SEEKING SALESMEN 

H. S. Robinson, of the Robinson Manufacturing 
Company, Westfield, Mass., late last month issued a 
statement in which he said the organization, which is 
the manufacturer of the Robinson Reminder line, is 
seeking several salesmen. 

At the same time Mr. Robinson declared that his in- 
terest in procuring salesmen was brought about by the 
need for forming the company’s own sales organization 
due to the fact that the previous arrangement with the 
Conklin Pen Company whereby that concern covered 
the Robinson sales distribution has been culminated 
after four and one-half years of most satisfactory and 
congenial relations. In explaining the situation, Mr. 
Robinson said: 

“It has become necessary for us to acquire salesmen 
to represent us exclusively in the handling of Robinson 
Reminder, Robinson Pen-In-Ink and Robinson Bill- 
minder lines. Within recent weeks the introduction of 
the Robinson Pen-In-Ink as well as the enlargement 
of the Robinson Billminder line has required more 
attention than could possibly be given by any sales- 
man handling more than one line.” 

The new arrangement, according to Mr. Robinson, 
goes into effect on or about July 1. 

ncinhplamiiaaasiiai 
BANKERS MONTHLY FEATURES CARBON PAPER 


An interesting article on carbon paper from the 
standpoint of weight is contained in the May issue of 
Rand McNally “Bankers Monthly.” The story was writ- 
ten by Norman Stone under a heading of “A Scientific 
Basis for Selecting Carbon Paper,” with a Sub-heading 
reading, “The First of Two Progress Reports on a Re- 
search into the Kinds of Carbon Paper Available and 
How They Apply to Various Banking Uses.” 

The article points out that experienced bank pur- 
chasing officers when ordering carbon paper take into 
consideration the carbon paper itself, the machine, the 
operator, the number of copies required, the length of 
time that the copies are to be retained, the weight and 
finish of the letterheads and copy sheets to be used, 
and the style of type on the bank’s typewriters and 
bookkeeping machines. 

From this point Mr. Stone goes into detail on the 
various points which influence the buyer under the 
seven factors outlined above. 

A notation in the article also announces that the 
finish of carbon paper will be stressed in another ar- 
ticle to appear under Mr. Stone’s byline in the June 
issue of “Bankers Monthly.” 

i -o— 


ROOM DISPLAYS INCREASE FURNITURE SALES 


Display rooms similar to those often used in home 
furnishings stores have helped stimulate office furni- 
ture sales for the Hoeckel Blank Book and Lithograph- 
ing Company, Denver. 

In the company’s new store, the office furniture de- 
partment is located in a special section of the second 
floor—a department in itself. Along one end of this 
store are the three display rooms, which are used for 
complete suites of office furniture, down to waste- 
baskets and desk blotters. 

By use of portable partitions only about six feet 
high, the company was able to get the benefit of com- 
plete room division with a very low investment. The 
partitions, which stand on legs mounted at either end 
and in the middle, are painted a light gray—a shade 
which will harmonize with any of the sets displayed. 

Displays in the rooms are changed at regular inter- 
vals, featured combinations being shown here.—BART 
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Again we say 
Sell MEILINK 


Record Protection 


You can make a 

* profit with the 

Meilink line — it’s com- 
plete. 





Meilink 


Fire-Resiative Chest 


be 


Meilink 


Safe Drawer 


. | Meilink  fire-pro- 


ag ay > ; ~ ve 
esi tective unit have 
Small Safe proven service records 


that assure you and 


‘) Offices are needing 

and buying new 
equipment to protect 
the various records 
that are being request- 
ed by new legislation. 





New mechanical 

* equipment in the 

office calls for new 

modernized record pro- 
tective units. 





your clients the safety 
of proper protection. 


Let us tell you more 
about the Profitable 
Possibilities in Selling 
Meilink Proven 
Protection 





Meilink 


Double Door Safe 


Meilink Fire-resistive Products Pro- 
vide **Better Protection”? for Every 
Business Office and Home Use. 36 
years’ Protection Service. Also Mod- 
ern Systems of Cash Protection. 


WRITE OR WIRE 


MEILINK STEEL SAFE COMPANY 
TOLEDO, OHIO 











f° (Saee £70 82 





CAROL ANN SCHILLER 

Al Schiller, one of the owners of Schiller & Schmidt, 
office outfitting firm of 309 West Jackson boulevard, 
Chicago, is still receiving congratulations on the birth 
of a baby daughter born to Mrs. Schiller on July 4. 

The newest member of the Schiller family has been 
named Carol Ann and weighed seven pounds and eight 
and one-half ounces at the time of her arrival. Mother 
and baby are both doing well. 





WEDDINGS 








STEMPEL—WILSON 
W. A. (Walt) Stempel, manager of the Carpenter Pa- 
per Company, Lincoln, Nebr., last month was married 
at Omaha, Nebr., to Miss Dorothy Wilson, a resident 
of Lincoln and former student of the University of 
Nebraska where she was a member of Chi Omega. Mr. 





MR. AND MRS. W. A. STEMPEL 


Stempel was formerly with Irving-Pitt, going over to 
the Wilson-Jones Company with the merger, and has 
been with the Carpenter Paper Company for nearly 
three years. He was also president of the Mid-West 
Travelers Club. 

Following a lengthy motor tour which included a 
two-weeks stay at various Minnesota lakes and a visit 
to paper mills in Minnesota and Wisconsin, Mr. and 
Mrs. Stempel have taken up residence at 2135 Sewell 
street, Lincoln. 

SSS ae 


BROWN-McGUNNEGLE 


The wedding of Edward French Brown, manager of 
the Providence branch of L. C. Smith & Corona Type- 
writers, Inc., to Miss Georgia Fuller McGunnegle took 
place at Providence, R. I. June 10. 

Mr. Brown is the son of Carleton F. Brown, vice- 
president of L. C. Smith & Corona Typewriters Inc. 
His best man was his uncle, John J. McCormick, sales 
manager of the portable division of the same company. 

The ushers were George B. Samuel, Thomas Quinn, 
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LET’S CONSIDER 


@ If your customers and prospective 
customers are interested in obtaining 
greater value—and if they demand high 
quality at popular prices—THEY WILL 
BUY THE A-S-E AURORA LINE. 

Because you can offer outstanding value 
in the faster selling grades, at prices with- 
in reach of all of your customers, YOU 
YOUR PROFITS 


CAN INCREASE 


WITH THE A-S-E AURORA LINE. 


YOUR CUSTOMERS 


Appearance and superior workman- 
ship assure customer satisfaction. The 
greater durability of A-S-E sturdy con- 
struction is apparent at a glance. 

It’s easier to sell A-S-E products than 
to sell against them. Take advantage of 
the profit possibilities afforded by the 
A-S-E line. Write for catalog and com- 
plete information today. There is no 


obligation. 
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STEEL FILING EQUIPMENT—LOCKERS—CABINETS—SHELVING 





ILLINOIS 


AURORA, 


604 JOHN ST. 
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An advertisement from 
the Saturday Evening Post 





PG tag, 
Easily, quickly witH 


POSTALGRAMS 


Get a few dollars’ worth of penny postal 
cards. Run them through the Cardver- 
tiser. It will both print your advertisement 
(Postalgram) and address the cards. Only 
two-in-one machine made. Quick, low- 
cost advertising action! Make your own 
advertising sod ebieen stencils with inex- 
pensive Cardvertiser kit, or use our stencil 
service. Retailers, Wholesalers, Manufac- 
turers, Associations, Churches, etc., find 
Cardvertising brings amazing returns. Read 
their success stories. Attach coupon to your 
business letterhead for 60-page book. 


§ BOTH PRINTS AND 
ADDRESSES 
F.0.B a 


CAMBRIDGE, MASS 














Get this free 
\ Cardvertiser Booklet 


ELLIOTT ADDRESSING MACHINE CO @-t2-a7 
142 Albany Street, Cambridge, Mass 


Send me your booklet about Cordvertising. 


Give me a demonstration of the Cardvertiser. 


Nome —_ 


Business 








Business Address = — 
State. 
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Gordon Bennett, Ralph Pilkington, Jack Sullivan and 
Edgar L. Pemberton. Miss Janet McGunnegle, sister 
of the bride, was maid of honor. 

After the wedding a reception was held at Mr. 
Brown’s home followed by a dance at the Rhode 
Island Country club in the evening. 

Guests from Syracuse included Mr. and Mrs. C. F. 
Brown, Mr. and Mrs. J. B. McCormick, Mr. and Mrs. 
J. J. McCormick, and Mr. and Mrs. C. F. Metzger. 

——=2>— —__ 
SMITH-WILMER 

Miss Jane Wilmer, daughter of Mr. and Mrs. Thomas 
Wilmer of St. Petersburg, Fla., was married on May 29 
to Paul Kistler Smith, head of the P. K. Smith Sta- 
tionery Company of St. Petersburg and one of the 
leading members of the Florida state association — 
HWL 


——— 9 =o 


TAGNEY JOINS ROBINSON COMPANY 
W. B. Tagney, well-known in the office equipment 
sales field, last month journeyed to New Orleans where 
he will assume the job of representing the Robinson 





W. B. TAGNEY 


Manufacturing Company, Westfield, Mass., in an ex- 
tensive territory. 

According to officials of the Robinson organization 
Mr. Tagney will devote his entire time to the com- 
pany’s line under a new sales plan which is described 
elsewhere in this issue. 

His territory will include Texas, Louisiana, Okla- 
homa, Mississippi and Arkansas. 


— oi e——————— 


NEW STORE FOR OFFICE SUPPLY CO. OF JACKSON, 
MISS. 

The Office Supply Company of Jackson, Mass., deal- 
ers for L. C. Smith typewriters, Corona portable type- 
writers and Corona adding machines, is building a new 
store in Jackson, which they expect to occupy about 
September 1. 

The new quarters are modern in design and when 
finished will make one of the finest office equipment 
stores in Mississippi. Two large show windows on either 
side of the entrance will give an attractive setting 
for the displays. A large counter will stand forward 
in the center of the store and other counters will ex- 
tend directly back from either side of the large 
counter, thus giving the formation of a giant horse- 
shoe. 

At the rear will be the library section on one side 
and the typing section on the other; illumination will 
be by indirect lighting through frosted glass. Stairs 
behind the wrapping counter will lead to the balcony 
and second floor where the general store rooms for 
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Logos 


-TAKE THE 


KANE LINE 
-Ms pRoFit Sound! 


The Kamket line of loose-leaf books made its bow 





only this season! But it has already proved a tremen- 
dous sales-builder for stationers who were quick to 


see its superiority! 


Kamket's unbeatable combination of eye-appeal, util- 
ity and low cost is making profits and permanent 


friends for stationery stores everywhere. 


There's a Kamket item for every customer in every 
season. Memo books, brief covers, scrap books, 
photo albums, etc. . . . all loose-leaf bound with the 
modern, light-weight, practical Kamket device! 
Priced right for a real mark-up! Take the Kamket 
line for sure, steady, substantial profits the year 
‘round. Mail coupon TODAY! 


This sale-compelling display cabinet 
FREE with special introductory deal! > 


KAMKET CORPORATION 
401 Broadway, New York City. 


Send me illustrated folder showing profit-full line 
of KAMKET binders. 


Name 
Company 
Street 


City A7 
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What a sweet profit 
this dealer made ! 


Row after row, stack after stack, each unit loaded 
to capacity yet each letter, card or record is in- 
stantly accessible in roller bearing suspension 
drawer TRANSFILES. Satisfaction? 100°, you 
would say after listening to the user and the 


dealer. 
And what a sweet profit this dealer made. 


You can sell TRANSFILES, at a good profit, too. 
Competitively priced their superiority is quickly 
and definitely established. They have every good 
feature known to the art. TRANSFILES do a bet- 


ter job for a longer time. 


Rush orders will receive immediate care. > 
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DE LUXE 







LEADER 


REGULAR 





PROFIT TRIO 








IN / The midyear transfer sea- 
O W e son is here. It is the time 
to clean up with TRANSFILES. Other dealers are 


doing it. Don't overlook this chance! Get in touch 
with us immediately! 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST. NEW YORK, N. Y 
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office furniture will be located. At night indirect light- 
ing will illuminate the show windows, the counters, 
the two glass cabinets on either side of the library 
and the typewriter compartments. 


omnes ——— —__— 


ROCAWELL-BARNES ANNOUNCES NEW MIMEO- 
GRAPH PAPERS 

Rockwell-Barnes Company, 1511 West Thirty-eighth 
street, Chicago, last month announced the addition 
of two new grades to their already extensive line of 
mimeograph papers. 

Serv-Wel Mimeo will meet the demand for a low- 
priced all-sulphite sheet. It is available in both the 
sixteen and twenty pound weights in white, blue, 
cherry, canary and green. 

Sylvan Mimeo is a ground wood sheet, of high bulk 
and absorbency. The line includes white, blue, can- 
ary, green, pink and goldenrod, in the sixteen and 
twenty pound weights. 

Actual tests demonstrated that the soft finishes in 
which these grades are furnished add to the life of 
the mimeograph stencil and minimize offset. The tests 
also proved that both the Serv-Wel Mimeo and the 
Sylvan Mimeo consistently produce sharp, clean-cut 
prints, work smoothly on the machine, and are satis- 
factorily free from lint. 

Samples will be sent, on request to interested deal- 
ers. 

Se eee 
HEALTH SERIES BOOKS RELEASED 

Two new books have been published and released in 
a new National Health Series sponsored by the Na- 
tional Health Council, 50 West Fiftieth Street, New 
York City. The two additions are “How to Sleep and 
Rest Better,” by Donald A. Laird, and “What You 
Should Know About Your Eyes,” by Park Lewis, M. D. 

The books tackle some hidden needs behind the 





] 
| 


business of modern appliances. The subjects of noise | 


prevention and proper lighting are among the topics 
considered in the books. In the former volume appear 
the chapters “Achieving Quiet for Rest” and “A Room 
That Calms,” both of which are applicable to offices in 
numerous instances. 

Mr. Laird, author of one of the books, was one of 
the speakers at the meeting of the National Office 
Management Association held in Chicago last June. A 
report of the meeting appeared in the June issue of 
Office Appliances. 


—>—-——— 


GEORGE STEIN USES ADVANCE CARDS 
George R. Stein, sales manager, National Brief Case 
Manufacturing Company, Chicago, is making use of 


the advance card idea and is adapting it to his par- | 


ticular line. 
Mr. Stein heads his card with “I'll be there in a 


‘brief’” and leaves a blank space in which may be | 


written a date after a line reading: “Expect me on 
— f ERSEe ee a 


| 


The novel card concludes by explaining that Mr. | 


Stein will arrive at the prospect’s establishment “with 
a liberal ‘carload of cases’ and there’ll be no ‘Sit-Down’ 
on your sales after going over the new 1937 NBC line.” 


— 


ARCH RYAN CARRIES CEL-U-DEX PRODUCTS 

Archibald Ryan, of Jacksonville, Fla., widely ac- 
quainted among the stationers of the South, has added 
the products of the Cel-U-Dex Corporation to his other 
well known lines. 





| 
| 
| 





115 WORTH ST. 





**IN MY OPINION IT’S THE FINEST 


PIECE OF MERCHANDISE ON 
THE MARKET” 


~ + +++. and this Dealer's opin- 
ion is shared by all who have seen the 


PREMIER NOISELESS 





THE MOST BEAUTIFUL REBUILT 


AND ONE OF THE GREATEST 
VALUES EVER OFFERED! 


The Premier Noiseless is entirely re- 
built at the factory where it was origi- 
nally made. It is the result of a rejuv- 
enating process that is unmatched in 
the industry. All signs of machine 
wear are eliminated by new parts. In 
addition, the whole machine is 
“dressed up” so that it actually rivals 
new machine appearance. 


Especially noticeable are the new con- 
cave black keys with white letters and 
the deep chrome finish of the rings. 
The popular and rich looking crackle 
finish is used on top plate and comb. 
And further distinction is added by 
the black nickel finish of the carriage. 


Beautiful in appearance and perform- 
ance, the Premier Noiseless need take 
a back seat for no machine built today, 
regardless of price. And the price tag 
on this exceptional rebuilt will be 
mighty pleasant for you and for your 
customers. 


PROMPT DELIVERY—ORDER TODAY 


AMERICAN WRITING MACHINE CO. 


EST. 1880 








NEW YORK, N. Y. 
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LARGEST 
Bsa Sha goatee 
APSC( AUTOMATIC 


PENCIL SHARPENERS 


. .» for Schools, Stores, 
Institutions and 
Homes. The excellence 
of design, construction 
and material and work- 
manship is the reason 
why every APSCO gives 
dependable and last- 
ing service. 


MEET THE 
APSCO FAMILY! 












WRITE for Price List 


| AUTOMATI Csiarenen GO. 


| THE WORLD'S | 











58 E. Washington St., Chicago, Ill. | 
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AWA Y 
J. T. UNDERWOOD 

Suffering a sudden relapse which followed a serious 
operation, John Thomas Underwood, founder of the 
Underwood Typewriter Company and at one time 
chairman of the board of the Underwood Elliott Fisher 
Company, died July 2, at his country home at Wianno, 
Cape Cod. He was eighty years of age. 








THE LATE JOHN 
T. UNDERWOOD 


Mr. Underwood was born in London, England, the 
son of a manufacturing chemist who specialized in 
copying and printing inks. In 1872 his father gave up 
his business in London and rented a small farm in New 
Durham, N. J., where he began the manufacture of his 
inks in a barn, gradually establishing an initial market 
for his products in New York. The business prospered 
from the beginning and in less than a year from the 
time of his arrival in the United States he sent for his 
family. His son obtained a job in an iron foundry near 
the Underwood home in 1873 and a year later resigned 
to join his father as a member of the firm of John 
Underwood & Company. 

Under the industry of father and son, the business 
rapidly expanded and within a few years an office was 
established at 30 Vesey street, New York, in a single 
room of a brownstone house once a dwelling, whose 
windows faced on St. Paul’s churchyard. Some years 
later the place of the old residence was to be the site 
of the twelve-story Underwood office building which 
was to house an altogether different business bearing 
the Underwood name. 

In 1882 the elder Underwood died, leaving his son to 
carry on the business. And one year later, in 1883, the 
family moved to Brooklyn where a factory, still operat- 
ing, was established. The infant typewriter business 
was making a substantial market for typewriter rib- 
bons which became a product of the factory. A few 
years later the firm of John Underwood & Company 
was supplying a large quantity of ribbons to the Rem- 
ington Typewriter Company. From the contacts with 


writing machine manufacturers, Mr. Underwood de- 
veloped Keen interest in typewriters. 


And in 1895 ac- 
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JOIN THE PROFIT-PAYING SWING TO 


Stencilized by VICTOR” 


The Victor stencil line is no longer new. But the 
steady swing to Victor stencil duplication by exact- 
ing users is definitely NEWS! And profitable news 
to every dealer. 


Victor Stencils and Victor Inks deliver the kind of 
performance your customers are looking for... eas- 
ler typing, with a minimum of punch-outs. . . better 
illustration from stylus work ...simpler correcting 
... Sharper duplication for long runs. Send for free 
samples and let seeing be believing! 

The Victor line includes blue and white stencils, 
correction fluid, black inks, bulletin ink, colored 
inks. The Victor Safe & Equipment Company, Inc., 


N. Tonawanda, N. Y. 


VICTOR STENCILS and INKS 
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Mak-ur-own Index Tabs. All- Victor Guides and Folders... 
Transparent ...Seven Colors. for ALL filing requirements. 


-— 7 





Victor Visible Record Equip- Victor Aluminum Desk Guards 
ment... Compact... Efficient ... peosect hose against worn 
.. + Durable. desk edges. 





Rand Redi-Recipes for the kit- Rand Desk Systematizer... 
chen ...a colorful gift idea. Every desk is a logical pros- 
pect. 





Victor Check, Sales Slip and Victor Steel Portable File . . . 
Letter Sorters for swifter post- the convenient, compact per- 
ing and filing. sonal file. 





Victor Recordex ... visible Victor Treasure Chest... one 
index organizer in low-cost hour fire protection for pri- 
folder form. vate valuables. 





Victor Unit Letter File... Victor Tube Index Panel... 
office efficiency for personal instant references on any small 
records. listings. 











Rand In-and-OutIndicator Victor Military Line of Victor Safes ... quality- 
...simple,eficientdirectory Steel Filing Cabinets. Insu- built models for every 
for offices, hospitals, etc. lated and Non-Insulated. type of protection. 
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POSTURE 


IMPROVED MECHANICAL 
ACTION 


NO WOBBLE IN BACK 
EASIER ADJUSTMENTS 


SCIENTIFICALLY CORRECT 
DESIGN 


Illustration shows one 
type of No. G-100 series 
Posture Chair Controls 


Detailed information and names 
of manufacturers using Bassick 


fi be gl 4 ily furnished 


4aadé 


control Wii 


nm reque f 
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CHAIR CONTRO 
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The Bassick Company now offers a complete line of posture 
chair controls incorporating entirely new features of superior 


construction and operation. 


These new posture chair controls take their place along with 
the remarkable Bassick Flotilt chair control for swivel chairs, 
as the most important development in the chair industry 


in man y years. 


These products are of major interest to office furniture 
dealers because they are providing new and outstanding 
selling features and are creating new business. 


THE BASSICK COMPANY 
BRIDGEPORT, CONNECTICUT 


The world’s largest manufacturer of casters and floor 
protection equipment 
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quired by purchase the Wagner typewriter, the first 
full line visible machine, from Franz X. Wagner, the 
inventor. For two or three years the machine was 
built in a little plant in New Jersey, but in 1898 produc- 
tion was begun in a fine new factory at Hartford, Conn. 
The rapid increase in the company’s business neces- 
sitated expansion through the years which had made 
the plant one of the finest and best equipped in the 
industry. 

In 1927, the Underwood Typewriter Company and the 
Elliott-Fisher Company were merged. P. D. Wagoner, 
who had been president of the Elliott-Fisher Company, 
became executive head of the united companies, while 
Mr. Underwood became chairman of the board of 
directors. A few years later Mr. Underwood disposed 
of a substantial part of his holdings and retired from 
all participation in the company’s affairs. 

Throughout his long and busy business career, Mr. 
Underwood found time for expression of a generous 
heart and kindly character. He was a liberal con- 
tributor of both time and money to various charities. 
Many today have reason to be grateful for his spirit 
of humanity and his love for his fellow man. And the 
spirit he manifested elsewhere, he also manifested in 
his business. There was no man in the field more in- 
terested in the health and well-being of his employees. 
In the first factory he worked out a plan of sanitation 
and conveniences which today includes all such fea- 
tures even to a modern hospital. 


tr bt & 
DAN M. WOODWARD 


Dan M. Woodward, of Spokane, Wash., died suddenly 
at his home recently from a heart attack. He was an 
executive of John W. Graham & Company of that city. 
He had reached the age of seventy-four years. 

Although Mr. Woodward had not been in good health 
since November of last year, the stroke was sudden 
and there was hope even at the last that the spark 
of life could be revived. A fire department inhalator 
Squad responded immediately and worked feverishly 
in a last effort to save him, but their efforts were in 
vain. 

John W. Graham regarded the passing of Mr. Wood- 
ward as a serious personal loss. He pointed out that 
Mr. Woodward was associated with the stationery 
house through all but six years of its existence. Says 
Mr. Graham: 

“He had built a reputation throughout the Inland 
Empire for strict integrity. His word was his bond.” 
Up to the time of his death he had been manager of 
the paper department of the firm, whose slogan is 
“If it’s made of paper, we have it.” 

With a knowledge built up through long experience, 
Mr. Woodward became a leading authority on papers 
and was distinguished in the regional paper field. 
Since his illness last fall, he had received numerous 
letters from business men throughout the country ex- 
pressing hope that he would soon be on the job again. 
Regrets were made of his illness which they trusted 
was not serious. 

Born in Winona, Minn., on April 15, 1863, he early 
moved to Ainsworth, Neb. There he entered the mer- 
cantile business with his father, Henry Woodward. 
The association of father and son was continued for 
a period of fifteen years until the younger Woodward 
was well grounded in the best principles of merchan- 
dising. 

When he came to Spokane, Wash., he immediately 
joined the Graham stationery organization, with which 
company he has been ever since. He has participated 
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SAILING 


with 
CORRY- JAMESTOWN 


This complete line of over 600 items 
makes 









bes 


\ 


of steel office equipment 
smooth sailing for the Corry-James- 
town dealer. Designed for modern 
office needs—attractively finished— 


quality built—and priced right—this 





line makes selling easier and—cus- 
tomers satisfied. 


Start featuring Corry-Jamestown — 
and smooth out your selling course. 





Sales climb and profits increase when 
you push this fast moving line. 


Write or wire for complete details at 
once. Several exclusive dealer fran- 
chises still available. 

















et 
CORRY- JAMESTOWN 


MANUFACTURING CORP. 
CORRY, PENNA. 


Export Department—5713 Euclid Ave., Cleveland, Ohio 


I ee 
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Attention Dealers! 


Do not risk losing your good customer by 
selling him a cheap, poorly-made stand. Ex- 
plain or show him the difference and he will 


gladly pay a little more for a genuine 


UHL steet 


“Little Dandy” "ni" 












Selected 


material 


Carefully 
manufac- 


tured 


Beautiful, 
durable 
finish 





Modestly No. 671-LS 


p riced. 


Made in two sizes. 
No. 671 with 14”x 
1714" top. No. 7800 
with 17"x24” top. 


Without shelves or 
with left, right or 
both shelves. All can 
be supplied with 
foot-locking device 
as shown at left. 





No. 671-LSX 
Showing “‘Little Dandy” stand 
equipped with left drop leaf, also 


Raising and Lowering Device which, 
by a half turn of a lever, transfers the 
weight from casters to solid tipped 
feet and vice-versa. 


Ask for Catalog 


The Toledo Metal Furniture Co. 
1626 Hastings Street Toledo, Ohio 
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in its growth from year to year for the past forty-one 
years. 

He left an estate valued at $10,000 to his widow, 
Mrs. Grace Ellis Woodward. He leaves a son and a 
daughter in Salt Lake City, Utah, and another daugh- 
ter in Spokane, Wash. Two grandchildren also survive. 
—CML. 

+ + - 


H. F. MILLER 

Stricken with a heart attack which came as a climax 
to more than six months of ill health, Homer F. 
Miller, president and treasurer of the Miller Stationery 
Company, Dayton, Ohio, died June 26. He was 51 years 
of age. 

According to members of the family, Mr. Miller had 
recently returned from Florida where he had spent 
a considerable time in an effort to obtain a cure for 
a serious heart ailment. He is survived by his widow, 
Mrs. Helena F. Miller, who is secretary of the com- 
pany; a daughter, Mrs. Henry Herbst; a son, Arnold; 
his mother, Mrs. Elizabeth Miller and one grandchild, 
Sandra Lee Miller. 

Mr. Miller became identified with the stationery 
industry in 1905 when he joined the late Albert Ditmar 
who conducted a stationery store on Third street. 
In 1911 Mr. Miller took over the business which he 
conducted up to the time of his death. When the firm 
was incorporated, he became president and treasurer. 

Mr. Miller was a member of all the Masonic bodies, 
including the Mystic Blue Lodge No. 405, Unity Chap- 
ter No. 6, Royal Arch Masons, Reese Council No. 9, 
Royal and Select Masons; Dayton Commandery No. 68, 
Knights Templar and the Scottish Rite and Shrine. 
He was also a member of the First Lutheran Church 
and was formerly active in civic work. 

+; - + 
H. L. THOMPSON 

Henry Legatt Thompson, President of Copp, Clark 
Company, publishers of office books, until his retire- 
ment in May, 1936, passed away recently at his resi- 
dence, 57 Castle Frank road, Toronto, Ont., in his 
eighty-eighth year. The deceased, who entered the 
firm when a mere lad, rose to the rank of president. 
He had served the firm for a total period of seventy- 
two years, forty-two of which had been as the head. 
Mr. Thompson began as junior clerk with the firm 
when it was known as the Chewett Company, and con- 
tinued with the firm when its name was changed to 
the Copp, Clark Company, Ltd. In August, 1894, on 
the death of W. W. Copp, he was elected president of 
the firm. 

Mr. Thompson, who was active in Y. M. C. A. and 
church work, is survived by his wife and one daughter, 
Mrs. W. H. Bleasdell. Another daughter, Miss Dora 
Olive Thompson, well-known writer of girls’ books, 
died in 1935.—SJL 

+ + + 
CHARLES BORN 

Charles Born, 71, died May 21 in his home at Canton, 
O., having been associated with the Diebold Safe and 
Lock Company there for more than 50 years. His 
widow and a daughter survive—AK 


'  & 


A. E. PETERS 
Word has been received at Terre Haute, Ind., of the 
death of Arthur E. Peters at Alameda, Calif. He was 
born and reared in Indianapolis, Ind., and for several 
years resided in Terre Haute, where he was manager 
of the L. C. Smith Typewriter Company and was 
widely known to the trade in Indiana and Illinois. 
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EQUIPMENT 


WARDROBES 


SAFES 


FILING CABINETS 
4 Grades 





WASTE BASKETS 








SECTIONAL 





STORAGE CABINETS 





BOOkCases 





SHELVING 





LOCKERs 


alas 





DESKS 


TIE TO 


A Quality Line 
A Selling Line 
A Complete Line 
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COMPLE TE/ 


Here is an important message to every office 
furniture dealer not already enrolled under 


the Steelcase banner. 


The Steelcase line is a successful line because 
it definitely meets every office need . . . from 
sectional equipment that is a marvel of 
adaptability, to waste baskets that serve 
well the most exacting customer. Steelcase 
equipment satisfies in looks, in service and 
in durability. The Steelcase line is complete 


and our selling co-operation is complete also. 


Pictured here are but a few ‘‘samples”’ of the 
great Steelcase line. Our big new catalog 


tells the whole detailed story. We suggest 
that you write for a copy today .. . it will 


pay you well. 


METAL OFFICE FURNITURE CO. 
GRAND RAPIDS, MICHIIG AN 


STEELCASE 


Business Hquipimernt.?, 















found where business succeeds 
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OLLOW THROUGH 


WITH THE CHAMPION 


With MARATHON, outstanding leader 


among typewriter ribbons 





| N MARATHON’S make-up, there is a definite superiority, quick- 


ly sensed and appreciated by keen judges of ribbon performance. 


Back of this champion ribbon of super SILK is the Columbia organi- 
zation, creator of ribbons and carbons of championship quality for 


over a quarter of a century. 


WARATHON’S silken strength and sharpness assure: 


®@ Sparkling clarity of write—inestimably important in 


correspondence, record keeping, billing and bookkeeping; 
@ A grealer number of carbon copies at one writing—all 
beautifully crisp and clear; 


@ Longer wear of the ribbon itself, hence economy as well 


as beauty and legibility. 


Follow through with MARATHON SILK RIBBONS and see how 


real championship ribbon performance will multiply your profits! 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. IL... N. Y. 


New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 


ENGLAND: Columbia Ribbon & Carbon Mfg. Co., Ltd., 11/12/13,Dowgate Hill,“Cannon St., 


London, E.C.4. 
ITALY: Columbia Nastri E Carta Carbone, S.A., Via Tito Livio No. 6, Milano, 134. 


AUSTRALIA: Columbia Ribbon & Carbon Company (Australia), 66 City Road, Sydney, N.S.W. 


COLUMBIA 


TYPEWRITER. RIBBONS & CARBON PAPERS 
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Mr. Peters went to Alameda in 1919. He is survived 
by the widow, a son and two daughters. Burial was 
in Alameda.—_WBC 

+t - i 


FRED ENGELBRECHT 


Fred Engelbrecht, sixty-four years old, book-keeper 
of the Tell City Desk Company, Tell City, Ind., for 
over thirty years, died at his home in Tell City on 
June 2, death being due to an attack of heart dis- 
ease. He had been in apparent good health right up 
to his passing. Mr. Engelbrecht was widely known 
among desk manufacturers and his death will be 
learned with keen regret. He was a devout member 
of the First Evangelical church in Tell City and an 
ardent member of the Brother Brotherhood Bible 
class of that church. He is survived by his widow 
and one-day-old daughter, Ruth, and by his aged 
father, John Engelbrecht. Burial was in Greenwood 
cemetery at Tell City—WBC 


t - & 
B. C. STICKNEY 

Burnham C. Stickney, prominent patent attorney 
who was connected with the Underwood Elliott Fisher 
Company and was the holder of a patent on a Jap- 
anese typewriter, died at his desk following a heart 
attack on June 11. He was seventy-four years of age. 

Born in Portsmouth, N. H., Mr. Stickney studied law 
at the New York law school and in 1905 was admitted 
to the bar. 

Mr. 
Elliott Fisher organization began thirty-five years ago 


Stickney’s association with the Underwood | 


with the Underwood Company before its merger with | 


Elliott Fisher in 1928. His fraternal affiliations in- 
cluded a membership in the Sons of the American 
Revolution and in the Washington lodge of Masons in 
Trenton, N. J. He is survived by a widow and three 


daughters. 
+; + +; 


I. C. SEAMANS 


Stricken with a heart attack while on a business 
trip to New York, I. Clark Seamans, secretary and 
treasurer of the old firm of Wyckoff, Seamans & 
Benedict, forerunners of the present Remington Rand, 
Inc., died at the St. Moritz hotel on June 17. He was 
seventy-five years of age. 

Mr. Seamans, who maintained homes in Pasadena, 
Calif.. and Ilion, N. Y., had been retired for about 
thirty-five years. 


Surviving him are two nieces, Mrs. Edgar A. Self, | 


Bronxville; and Mrs. Robert P. Loomis, Hood River, 
Ore., and a nephew, Clarence W. Seamans, Pasadena. 
—— 

JACKSON FIRM MOVES SEPTEMBER 1 
About September 1 the Office Supply Company, Jack- 


son, Miss., will move into its new quarters next door to | 


the present location at 515 East Capitol street. 


ment store in the state. 


A large horse-shoe counter will stand forward in the 
center of the store. Other counters will extend directly | 
back from either side of this counter, forming a giant | 


horse shoe, the last one, closing the open end, will be 
the wrapping counter. 


illuminated by indirect lighting through frosted glass. 
General show rooms for office furniture will be lo- 
cated on the second floor—GHW. 


Their | 
new quarters are intended to be the finest office equip- | 


At the rear will be the library | 
section on one side, typewriter section on the other, | 
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DURING 
DOG 
DAYS 


These are days when most 
dealers work hard to maintain 
a respectable sales volume. 
The demand for paper clips, 
pins, staples, fasteners and 
thumb tacks is just about the 
same no matter where the 
thermometer stands. There's 
such a huge outlet for these 
items—every store and busi- 
ness firm uses them—that you 
should have good volume the 
year around and aggressive 
merchandising will insure your 
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share. 

Vail has been manufacturing 
these articles for many years. 
Our dealers have always made 
satisfactory profits on our 
products because they're priced 
right, packaged attractively 
and made to give service. In 
addition, Vail always maintains 
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close cooperation with its DY 
a 

dealers. GY 
GY 


Write us for prices and com- 
plete details. You'll be glad you 
investigated Vail Products. 





VAIL 


MANUFACTURING 
COMPANY 


Sth St 


Chik aq 














GENCO 


STENCIL DUPLICATOR 





"Saved its purchase price 
time and time again” says 


REX COLE, INC., LONG ISLAND CITY. N. Y. 


“I felt that you would be interested to know 
that we are very highly pleased with the Genco 
Stencil Duplicating Machine which we pur- 
chased from you a short time ago. This ma- 
chine has now become a very important cog 
in our Office Service Department and through 
its use we have saved its purchase price time 
and time again.” 


We expect such sterling economical 
performance but dealers and users are 
surprised to find it possible in a stencil 
duplicator which sells for so little. The 
GENCO is fully machined to close toler 
unces for precision and accuracy you 


expect of machines many times its price 


Inside mechanical ink distribution in the 


closed drum which holds !/> lb. of ink 
at one loading. Absolute accurate reg 
istration possible only with our new 


positive paper stop. 


And S} eed 


Even the novice turns out 


perfect copies quickly while experi 
enced operators attain sensational 
speed 


Investigate the possibilities of GENCO 
at once. Territories are going fast. 


GENERAL DUPLICATOR CORP. 
148 LAFAYETTE ST. NEW YORK. N. Y. 
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FURNITURE MANUFACTURERS MAKE SPLENDID 
SPRING SHOWING 

The latest styles in home and office furniture were 
placed on exhibition last month at the Furniture Mart 
and the Merchandise Mart in Chicago when scores of 
manufacturers from different sections of the country 
opened their spring display in a blaze of glory. 

Practically every company centered its efforts upon 
exhibiting household furniture, while but a small num- 
ber included office equipment in the various exhibition 
rooms. Among these in the Furniture Mart were: 

The Howell Company, St. Charles, Ill—Chromsteel 
desks and chairs of a modern design supplemented 
by a fine exhibition of garden and out-door furniture. 
William McCredie, secretary and treasurer of the com- 
pany was in charge. 

Imperial Desk Company, Evansville, Ind.—A splendid 
line of beautiful and modernistic desks for both the 
office and the home were on display here. Handsome 
bookcases in many styles and sizes added to the at- 
tractiveness of the ensemble. N. A. Gerth was in 
charge. 

Jasper Seating Company, Jasper, Ind.—This com- 
pany confined its showing exclusively to household 
furniture, maintaining an office furniture display at 
529 South Wabash avenue, with W. J. Gosman in 
charge. 

Murphy Chair Company, Inc., Owensboro, Ky.— 
Richly upholstered posture chairs finished in vari- 
colored and attractive leather were the feature of this 
display. This shared honors with another line consist- 
ing of an executive chair of the swivel and side type. 
Mr. O’Malley was in charge. 

Mutschler Bros. Company, Nappanee, Ind.—Office 
furniture placed in an artistic setting with a novel and 
lavish lighting arrangement was the keynote of this 
exhibit with William Mueller in charge. 

St. Johns Table Company, Cadillac, Mich. — This 
company displayed a fine showing of dinette suites 
and living room tables of all sizes and types. H. N. 
Petrie was in charge. 

Nor-Cor Manufacturing Company, Green Bay, Wis.— 
A splendid showing of folding chairs for office and 
school use was the feature of the exhibit here in 
charge of S. E. Ziegler. The display also included a 
new type of swivel chair and desk finished in chro- 
mium as well as several types of tables manufactured 
by the firm. 

Nagel-Chase Company, Chicago, Ill—This display 
specialized and featured a new type of office and home 
ash receiver listed as the “Ash-Away” of which several 
models were on display under the direction of E. B. 
Seaborg. 

The Troy Sunshade Company, Troy, Ohio.—Under 
the direction of district sales manager George N. 
Fraley this company made a splendid showing of its 
complete line which includes desks, chairs, settees, 
tables in modern chrome, with upholstering in any 
color and material desired. Officials of the company 
who visited the exhibition included Bond Houser, Sr., 
Bond Houser, Jr., and L. B. Rohan. 


_—-) 


CHARLES STANTON HEADS MAYORS 
OF NEW YORK STATE 


Charles Stanton, of Rochester, N. Y., was recently 
elected president of the New York State Conference of 
Mayors at a meeting held in Saratoga Springs, N. Y. 
Mr. Stanton will be remembered as having formerly 
been connected with the Crown Ribbon & Carbon 
Company, of Rochester. 
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lnctetied Production Permits Us 
to Again Invite Well-Established 
DT V(-) eh CoM (oy b eM Ola @ 00 a cb e-belel eb is= 
is Available in a Limited Number 
of the Smaller Cities. 


ALLEN 
WALES 


| ADDING MACHINE 


CORPORATION 


515 MADISON AVE.,N. Y. CITY 
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Imperial 
Sorting Tray 


Oak, Walnut and Mahog- | 
and 


Letter 
Moderately 


finish. 
size. 


any 
Legal 
priced. 






Imperial Revolving 
Dictionary Stand 


Perfect for office or li- 
brary. Portable and well 
constructed. Turns easily 
on its base to any angle. 
Saves wear and tear on 
the book binding. Size 21x 
13”. Finished in Walnut, 
Oak, Mahogany or School 
Brown. 


Imperial 
Private Secretary 
File 
Keeps vital information at 
your fingertips, instantly 
accessible. Plenty of room 
for all important papers. 


Properly indexed for ready 
reference, a complete fil- 
ing system in minimum 
space. Oak, Walnut or 
Mahogany finish. Letter 
size, 31” high, 13” wide, 


2042” deep. Cap size 3° 


wider. 
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KANSAS NEWS NOTES 

A steady increase in business with a decided demand 
for higher grade office equipment, some of it of the 
best kept in this store of fine merchandise, is the 
report of John A. Marshall of the John A. Marshall 
Company, 110 West Ninth street. The Marshall is one 
of the most beautiful and outstanding stores handling 
office equipment in Kansas City. A feature is made 
of having all equipment perfectly matched and with 
the finest desk lamps obtainable. These lamp sales 
have increased a thousand per cent during the past 
year, and have been the means of bringing many new 
customers into the store. 

A new “bargain table” was conceived by C. S. Dema- 
ree of the C. S. Demaree Stationery Company at 908 
Walnut, to push the “shelf warmers” and novelty 
items. Mr. Demaree had this table made, which is 
of massive construction, solid oak and octagonal in 
shape, approximately 8 feet in diameter and 5 feet 
high. The top of the table is divided into eight sec- 
tions, with a raised center section. Each one of the 
sections is devoted to a group of special items that 
have been “slow sellers” and that they wish to dis- 
pose of quickly as bargains. Below the table top are 
two rows of deep shelving that are very convenient 
for storing stock.—ATW 

+ * * 

The unfair practices bill is now a law in Colorado. 
Recently signed by Governor Ammons, the bill makes 
it possible for retail firms in each field to organize to 
set a standard cost for merchandise handled by them. 
A seventy-five per cent majority will be sufficient to 
set up such an association and legislate for that par- 
ticular field. The two per cent service tax bill has been 
the subject of much controversy in Denver. Having 
passed the Senate, it is now in the hands of the Gov- 
ernor, who as yet has made no move to sign it. Bureaus 
for registering protests against this bill have been set 
up in many buildings throughout the city. This bill, 
in effect, would tax such services as printing, litho- 
graphing, and many cthers. 

That small towns are more buying-minded has been 
the experience of Pueblo, Colorado, business machine 
men, who cover territory ranging from the continental 
divide to Kansas, from the Rio Grande to Colorado 
Springs. According to Ralph H. McDonnall, manager of 
the Pueblo adding and accounting machine division of 
Remington Rand, Inc., sales are picking up. Small 
townspeople want to be convinced and therefore are 
‘sold’ more quickly, with the result that there is more 
time for making new contacts, says Mr. McDonnall. 


* * * 


A. W. Barlow, western representative of The Royal 


| Typewriter Company, Inc., and founder of the town of 


Sedro Woolley, Wash., spent three days in Seattle and 
surrounding terrain the latter part of April. Barlow, 
who was employed as a logger some years ago, declared 
that every man in the western division of the Royal 
Typewriter Company made his quota in March. 

* * «. 

F. H. Norby, Seattle manager of the Royal Type- 
writer Company, reports that R. L. Burns of the local 
office has been enrolled in the M.A.D. (Machine-A- 
Day) Club of his firm having gained that position in 
March. 


~ al * 


According to the April issue of the “Royal Standard,” 
monthly house organ of the Royal Typewriter Com- 
pany, the biggest month’s business in the history of the 
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FREE! 


$25.00 Electric Roasters 


As Prizes for Dealers’ 
Salesmen for highest 
quart SKRIP Sales! 
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NEWS! 


WRITING 
FLUID 





OUS 








In 1937, greatest year for 
electric utilities, this 
Roaster, fully equipped, 
is topping ali sales. Wives 
will insist on getting one! 
Give to men selling most 
SKRIP quarts! What an 
incentive! Write for de- 
tails of free offer. 


NEW STARTER IN FAMILIAR CLOTHES! 


SHEAFFER'S 











SKRIP—meost lavishly advertised 
of all! 
Full coler full pages, nationally! 


As miners open rich new veins of gold in 
old mines, dealers now discover rich new 
profit in familiar quart SKRIP—on top 
of the fact that SKRIP is already the 
most popular writing fluid in the United 
States. 

Look around you! Millions demand 
SKRIP for their own pocket pens—in 


office drawers the familiar SKRIP-WELL 
bottle is everywhere—the way is wide 


open to give quart users the SKRIP they 
already prefer in smaller sizes. It is the 
only way to get maximum quart busi- 
ness. No selling is needed! You're miss- 
ing out if you don’t do it! Order your 
winter SKRIP supply now on generous 
terms—for those ROASTERS are melit- 
ing away as gross after gross is sold! 
They give you maximum co-operation 
from your sales force. 





ANOTHER ACE DEAL! ORDER NOW FOR SCHOOL OPENING 








COLLEGE CREST STATIONERY—With a “hook” 


brush tube Para-Lastik (a school 
‘natural’, a student necessity,— 
won’t curl or wrinkle thinnest 
sheets )—and a box of Vellum Crested 
Stationery with any school’s crest 
steel die engraved thereon, marked 
value, 75c, total value, $1.50—all for 
$1.00! You increase sales 600%—and 
give more for the money . . . Sheaffer 
furnishes display cards free—show 
this knockout deal in all depart- 
ments! 


SHEAFFER'S 


Students buy most in the first 10 days, when they stock up. 
your way with College Crest Stationery Deal—turn 10c and 15c writing fluid 
sales into $1. sales, with a guarantee of future sales as Para-Lastik demonstrates 
itself! . . . Sell 50c SKRIP-WELL bottle (a third more for the money)—a 25c 


Bring that volume 





AND ANOTHER! 


SKRIP is bought ali 










sehaind pesticl bee Tw Noy 
remin eople e- ‘) , 
come sKRIP. MF ee (ee 
headquarters linn 





THE SUCCESSOR TO INK 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA 
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MODERN OFFICES 
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Corporation - - Siurgis, Michigan 


MANUFACTURER OF THE WORLD’S FINEST STEEL SEATING EQUIPMENT 
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Seattle office was turned in during March with seventy 
per cent of the staff making the quota or better. T. J. 
Lofaren of Olympia took first honors by scoring 420 = IAN c—— 3 Tt — 

per cent; E. L. Elliott and E. A. Tonseth, Alaska rep- | EEN =T IR -“KOTED 


resentatives, tied with 300 per cent, and R. L. Burns 


with 250 per cent. 
* * * | 

The Honorable Leo Davey, stationer of Mason City | CARBON PAPER 
| 


was re-elected Mayor of his home city by a vote of five | 

to one. Under Mason City charter rule the Mayor is | 

elected by the City Council composed of six members | S : fi y M 

of which Leo is a very active member. The one vote atis 1es our ost 
cast for another candidate is reported to have been 


Leo’s vote, inasmuch as he was too bashful to have | Exacting Customers MOSS 


voted for himself. 


* - ” 
Charley Doyle wants to know when the wedding date | used in connection with the perfected 
is to be set for the Forrest Luffs leap. Forrest says ake 7-2 east 
as soon as the new typewriter repairman puts in an CEN-TR-KOTED Backing Sheet 


appearance, he will be ready to announce the event. | 


Al Vieaiaia ty cane eoniiiias the aaa. assures your customers complete car- 


co 8 8 | bon paper satisfaction. They will be 
Herb Kremer, formerly with Waterman Pen Company amazed at the resulting fine carbon 
for many years, is now representing the Fidelity In- | 
vestment Association, headquartering in Milwaukee. | copies... each sharp, clean, and 
2s lasting. CEN-TR-KOTED Carbon 
The Mitchells, father and son, travel together... | Pp . 5 
in Gene’s new automobile. . .. Fred Schaefer has not | aper is made of special quality for 
been seen around his usual haunts lately .. . must be »ach especial use. 
National Association work keeps Fred busy. 
~ - *~ 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 


be sent to you free on 


There is just the possibility that the Kansas Book 
Dealers may buy up some radio time, during the school 
opening weeks, and broadcast their merchandising 
story over the outstanding Kansas radio stations. 
Phil M. Anderson, president of the Association, esti- 
mates that $1 each from the 225 members would make 
a real showing in launching the KBDA exclusive line, 
and the other merchandise member-dealers have to 
sell. 


request and will give 
you many informa- 
tive facts on Carbon 





Raymond F. Dutch, owner of the Office Equipment | Poner 
Company, Chanute, Kans., had the novel experience _— 
of selling a new portable, silent de luxe model, for pen- 
nies! The full purchase price was paid in pennies | > re ' : 
which weighed in all 35 pounds—more than twice the An Exclusive Agency on Grand Prize 
weight of the Portable she bought. Carbons and Ribbons in your city 


The purchaser, Mrs. Ed D. Hardendorf, 611 South 
Central, Chanute, had been saving pennies for four 
years. One of her dreams was to own a good type- 
writer; when she counted and found she had the pur- 
chase price, this thrifty homemaker promptly bought booklet. 
the machine for her husband’s birthday. 


is a sure slep toward greater profits. 
Write for our dealer proposition 


x * * 


By contacting local committees in charge of booked | t 
state conventions in Wichita hotels, Remington Rand 


Inc., of which Kenneth Steele is the district manager, | 
places new machines on the registration desks for con- | ds R A N ge p R | | Z E 
vention use. Miss Arvie Johnson, who handles the de- | 
tails, admits it is purely institutional advertising. Oc- | 
casionally she sells an order for carbons; but most of CARBONS and RIBBONS 
it is boosting the name of Remington Rand. Miss | 

| 


Johnson makes sure that a heavy felt pad is sent along | PACIFIC CARBON & RIBBON MFG. CO. 








with the machine to absorb all the mechanical noise. 


ate Genet J. Francis O'Connor, Pres. 
Head Office and Factory: 1451 Harrison St., San Francisco 


L. C. SMITH ESTABLISHES NEW AGENCY 
Chicago: 608 So. Dearborn St. 


Beginning June 10, the Topeka Typewriter Ex- | 
change, Topeka, Kans., became the exclusive agency | Los Angeles Houston, Tex. Portland, Ore. Denver 
for new L. C. Smith typewriters in six counties of | 


northeastern Kansas. This firm may possibly place | (qq 
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EPHIST 





15 


QUALITY 
COPYING 


PENCILS 


+ 

73B Medium 173B Medium 
73B Hard 77 Medium 
73B Extra Hard 77 Hard 

73D Black 

T3E Blue 

73F Green 

73G Red 


73P Cerise 
738 Yellow 
73T Brown 
73V Violet 
T3E.G Red and Blue 


Their quality has been proven. 


} L&C. HARDTMITH 


| MEPHISTO” | 


7 





Mephisto Copying Pencil Assortment No. 7301 
An assortment of 12 dozen pencils 
including colored copying, now 


frequently used as a_ substitute 
for ordinary colored pencils. 


Write us for further information 


KOH-I-NOOR PENCIL COMPANY, Inc. 


373 Fourth Avenue New York, N. Y. 
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sub-dealers in larger county seats. They also have the 
Corona agency, although not exclusively. 

The company is adding the Imperial accessory line 
for typewriters and duplicators. W. A. Johnson and 
E. J. Crowder are joint owners.—AG 





on age meee | 





DEALER DISPLAY CARD OF WONDERLOCK 
PRODUCTS.—This card, under a new Wonder 
Lock offer, is given free to dealers who pur- 
chase six or more locks of either of the two 
types made by that company, whose offices 
are at 53 W. Jackson Blvd., Chicago, Ill. It is 
made of heavy cardboard and is shaped like a 
trapezoid, with the odd side on top. 


——————=>-9—_ 

WESTERN TYPEWRITER COMPANY DELETES 

VACATIONS 

Western Typewriter Company, 520 Kansas avenue, 
Topeka, Kans., is too busy, according to Erwin Vincent, 
one of its managers, to permit vacations in either the 
home office or in the four branch offices in Salina, 
Wichita, Independence and Manhattan. The new man- 
ager in Manhattan is expanding and using additional 
mechanics. 

The firm is paying a bonus of one week's salary to 
every employee who forgoes his week’s vacation. This 
means double time for staying on the job. Every 
worker who had not made hard and fast vacation 
plans is sticking. 

R. G. Nichols is partner with Mr. Vincent.—AG 

de — 
DES MOINES NEWS NOTES 

A new feature was introduced this year at the an- 
nual three days’ exhibit of office supply equipment, 
held in the ball room of the Fort Des Moines hotel. 
Tables were placed in the midst of the exhibit and 
luncheon was served to three of the city clubs, the 
Rotarians, Kiwanis and Cooperatives, after which 
the members inspected the exhibit. 

> . +. 

Business has been very Satisfactory, says Arthur G. 
Kenworthy, of the Kenworthy-Storey Company, Des 
Moines’ newest office supply equipment company. This 
new firm moved into their new quarters about six 
months ago. Mr. Kenworthy was for a number of 
years connected with Koch Brothers and the J. B. 
McNamara Company, of this city. 

* * +. 

That spiral binding is rapidly superseding the old 

wire staple methods in manifold books, form receipts, 
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In the Spotlight! 


When we announced INVINCIBLE Modernaire Desks three 
months ago we were sure they would be received with enthu- 
siasm. But we were not prepared for the sensation they have 
created. We have had to step up factory production capacity 
to meet the demand! Orders continue to pour in daily. .. . 
Never in our experience has a new line been such an imme- 
diate and outstanding success. . . . Learn for yourself what 
the sales possibilities are. Send for literature and full details. 


INVINCIBLE METAL FURNITURE CO. 


Factory and Executive Offices: Manitowoc, Wisconsin 


New York Chicago Los Angeles 
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TO DEMONSTRATE THESE FEATURES 


] FREEDOM FROM WOBBLING 


Just ask a critical buyer to try the “wobble 
test.”” He’ll instantly note the feel of preci- 
sion workmanship—the snugly fitted bear- 
ings and raceways—the freedom from wob- 
bling. 


2 DOUBLE BALL BEARINGS 


Then you point out how 26 hardened ball 
bearings rolling in two complete and sep- 
arate raceways divide the load usually car- 
ried by less, and assure free swiveling. 


3 EASIER ROLLING WHEELS 


Rockite (hard tread) Wheel for carpeted 
floors and Ruberex (cushion tread) Wheel 
for hard floors accelerate movement, prevent 
gouging or grating. 


FAULTLES 


OFFICE CHAIR 


CASTERS 


Only Faultless Office Chair Cas- 
ters can give your customers ail 
three advantages! That’s why No. 
2479 is the fastest selling caster 
of its kind and leads the way to 
selling the complete line of Fault- 
less floor protection equipment. 
FAULTLESS CASTER’ CORP. 
Dept. OA-7, Evansville, Ind. 


Branches in Principal Cities 








No. 2479 Double 
Ball Bearing 
Caster with 2- 
inch Ruberex 
Wheel. 


Canadian Factory: Stratford, Ontarice 
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check books and other similar lines is being proved 
by the constantly increasing sales of that type of 
merchandise, according to John Holly, manager of the 
printing and binding department of L. W. Holly and 
Sons company. This concern now uses this method 
extensively. 
* + + 
J. B. Bristoll of Koch Bros., and J. O. Popple of 
Zaisers, attended the seventh district meeting of the 
Regional Convention of Stationers at St. Paul, Minn. 
<< + = 
“Jimmy” Smith, city salesman for Koch Bros., won 
the $10 prize in the recent contest for “creative sales,” 
sponsored by Charlie Garvin, manager of The Nationa] 
Stationers Association. This is the eighth time that 
“Jimmy” has won in these contests BART 


—>-——— 


ROY H. HOGAN 


1Oo3g3 








Ge Coe 
THE NEW STORE OF ROY H. HOGAN WHICH 
WAS FULLY DESCRIBED ON PAGE 135 OF THE 
JUNE ISSUE. 
—><-——___ 


ROYAL ISSUES TOUCH TYPING CHART 


The Royal Typewriter Company recently announced 
that effective immediately all portable models shipped 
from the factory would have the new touch typing 
charts packed with them. 

The touch typing chart is based on the theory that 
automatic mechanical actions are faster than direct, 
remembered ones. Expert stenographers seldom re- 








THE NEW ROYAL TOUCH TYPING CHART 


member the keyboard while typing; hitting particular 
keys is automatic. Putting this theory into practice 
the easy typing chart was invented. The beginner 
knows at a glance which finger to use. Soon the keys 
are hit automatically and the elements of touch typing 
mastered. 

There are several other advantages of the chart, 
too. It simplifies the keyboard by concealing the 
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MODEL D-30 DESK STAPLER, $3.00 


4 new improved desk machine that staples, pins, or tacks. 
Efficient—dependable—guaranteed. 





MODEL P-50 PIN STAPLER, $4.00 


Delivers a flat pin 
‘A new machine to PIN things to- 


(gether. Ideal for temporary fastening. 


—easily removed. 





MODEL D-40X EXTENSION TYPE, $4.50 


For deep stapling up to 12 inches from edge of material. 








‘+ NEVASLOG PRODUCTS, Inc.< 


BRIDGEPORT. CONN. 
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TIMELY ADVICE 


What are you doing to take advan- 
tage of the improved business condi- 
tions which are reported at hand? 
Better business means expanding rec- 
ords and in many instances the in- 
stallation of entirely new systems. 

. * * 
A “land office” business is in sight 


for dealers who are taking the initia- 
tive by finding prospects outside their 


store. To these progressive merchants 
is awarded the big profits of volume 


sales. 
e e ° 


But even more important than go- 
ing after business is the question of 
the line you represent. It is just as 
easy to carry a line of up-to-date 
quick moving merchandise. Get your 
name on the rapidly growing list of 
Cesco dealers who have found unex- 
pected profits and a widened scope of 
business because of this complete line. 

° - . 

Whatever the requirement in rec- 
ord keeping, you will find the answer 
in the Cesco line. Write today for our 
dealers’ proposition and prepare 


yourself for an active year. 


r THE C. E. SHEPPARD CO. 


4401-4429 Twenty-First Street 


LONG ISLAND CITY, NEW YORK 








OFFICE APPLIANCES 


numerals and unessential punctuation marks while the 
operator is learning the finger positions. It makes it 
impossible for the beginner to miss the top row of 
letter keys. By means of an ingenious tab on the 


| right side of the chart it guides the little finger to its 


correct position on the semi-colon key. The chart has 
been designed for use exclusively on the Royal port- 
able and is another of the several exclusive features 
of this Company's machine. 


i A 
WAGEMAKER’S OUTING CRAFT 


The Wagemaker Company, boat division, Grand 
Rapids, Mich., manufacturers dhinghies, small sail 


| craft and boats for use with outboard motors. The 
| manufacture of the water craft is entirely separate 





V BOTTOM WAGEMAKER DHINGY 


from the furniture line, and the personnel employed 
consists of skilled ship builders. This line is now in its 
fifth year, and it has become necessary to increase the 
capacity of the marine plant. 

The line is made in three models, each one in two to 
three sizes—flat bottom—; all members of the line are 
adapted especially to use with outboard motors. There 
is included a regular “V” model, and two models of 
Sailboats, the “Crescent” and the “Snipe.” 

These Wagemaker craft are made largely of western 
red cedar, which is the lightest and most satisfactory 
of all woods for this purpose. Natural finish is the 
regular dress, bringing out the full possibilities. Brass 
screws are used throughout; brass is used also for 
lifting handles at the stern (not visible in the illustra- 
tion). Brass oarlocks are used. 

Included in the Wagemaker line of water craft are 
Crescent and Snipe sailboats, equipped with rudder 
and new tiller handle construction. 


ee 
OMAHA NEWS NOTES 
The Yellow Cab and Baggage Company, Omaha, 


added ten modern desks and a like number of chairs 
to the equipment at general headquarters on Twen- 


| tieth street. The desks were all art metal and in a 


dark green color. Milwaukee chairs were used. Several 
Art Metal files were included in the order. The sup- 
plies were sold by the Omaha Printing Company, E. W. 
Stricklett, manager, of office supply department. 
* + = 
J. C. Reed Desk Company, Omaha, reports sales on 
the increase as new supplies advance in price. Just a 


| little flurry to take advantage of present prices before 


the local advance goes into effect. This firm also han- 


| dles used desks and chairs, as well as metal files, and 


cannot get enough to meet the demand by at least 
fifty per cent. J. C. Reed, who founded the company 
twenty-five years ago, has withdrawn from active par- 
ticipation in the business. Mr. Reed and wife are at 
present in California and have announced they will 
make Los Angeles their permanent home. 

aa . . 

The Omaha Stationery Company has taken on the 
agency for the Globe-Wernicke Company line of office 
desks, chairs and general supplies. This company has 
heretofore confined activities to general office supplies. 
J. A. Rummelhart, one of the founders of the Omaha 
company, states the business men of Omaha are be- 
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Prospect S for stencil duplicators are vitally interested in results. Principally they want to see 
the finished work turned out by your machine . . . compared with the finished work of other 
duplicators. @ Niagara Duplicators definitely register their most telling sales points during such 
comparisons. The superiority of Niagraphing is then so pronounced, so clearly visible, that it often 
brings a frank expression of astonishment from prospects who have not previously checked 
Niagara performance. They discover a big difference! This difference 
is the result of Niagara’s automatically controlled accuracy. Every 
Niagara Duplicator achieves hair-line registration and perfect repro- 
duction automatically, smoothly, with remarkable ease of operation. 
Over a three-year period, Niagara Duplicators have established 
the accuracy standards for stencil duplicating. This record is directly 
attributable to distinctive Niagara construction features ... features 


which make each finished Niagraphed job an outstanding example 





of precision. And that sells Niagaras! 


MMAGARA DUPLICATOR CO. 


MAIN OFFICES ¢ 128 MAIN STREET, SAN FRANCISCO 
PLANT NO. 1: 5815 THIRD ST.. SAN FRANCISCO @ PLANT NO. 2: 37 LITTLE WEST 12TH STREET. NEW YORK CITY 
CABLE “NIADO” U.S. A. 
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> NATIONAL BUSINESS SHOW ; 


> OCTOBER 18th TO 23rd, 1937 ; 


7G  ————— 











AMERICA'S 
EFFICIENCY 
EXPOSITION 











OFFICE APPLIANCES 


Where the prospective 
buyer is never in conference 
... never too busy to see you 
... never not interested just 


now . . . 


The prospective buyer 
comes to see, to learn about, 
to have demonstrated and 
explained at his own leisure, 
his own request, the meth- 
ods, machines and equip- 
ment of leading manufactur- 
ers awake to the advantages 
of meeting face to face the 
users and the buyers of their 


products. 


34th Annual National 


BUSINESS SHOW 


Commerce Hall, Port Authority Building 


NEW YORK 


October 18th to 23rd 


National Business Show Company 


50 Church Street, New York 
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coming style conscious as well as demanding quality 

in office equipment. Not only must the desk and pri- 

vate office equipment now be serviceable but it must 

also carry that something that makes the public feel 

the office is well furnished. According to Mr. Rummel- 

hart that desk must also carry modern conveniences. 
* * * 

All supply houses of Omaha report a decided increase 
in small supplies the last thirty days—a very healthy 
trade with prospects that it will further improve. The 
trade as a whole in Omaha is placed fifteen to twenty 
per cent better than for the first quarter of 1936.— 
BART 


<>. 


in _ : 





THE HOUSE OF A. W. FABER.—Here is the Newark, N. J. plant 
of A. W. Faber, Inc., one of the largest rubber stationery article 


manufacturing centers in the country. Although this company is 

noted as the American sponsor of ‘‘Castell’’ drawing pencils and 

materials it is as equally well-known as a manufacturer of rubber 

items for the stationery trade including erasers, rubber bands, 

pencil eraser tips, etc. A force of several hundred employes is 

occupied steadily in this modern 34,000 square foot factory. The 
employes work on a five-day basis. 


Oe 
OAKLAND NEWS NOTES 

Dalton Bros., 467 Twelfth street, closed their books 
for March with a twenty-eight per cent increase in 
sales over last year, according to R. L. Dalton, presi- 
dent of the company. Business is appreciably better 
than last year, according to Mr. Dalton, but more 
effective window displays have aided in the increase. 

* * * 

Howard Compton, manager of the James E. Town- 
send appliance store at 391 Seventeenth street, is busily 
engaged in getting before prospects Victor visible ap- 
pliances and Victor safes. The store, a branch of 
the James E. Townsend San Francisco establishment, 
was opened early in the year. Mr. Compton had for 
considerable time previous to opening the display 
room, maintained only an office, selling for delivery 
from the San Francisco store. He now has a complete 
line of card records, indexing systems, safe filing cab- 
inets, fire files, safes and cabinets. Well acquainted 
with the East Bay trade, Mr. Compton, an aggressive 
salesman, who features selling a service rather than 
an appliance, will doubtless build up a nice business. 

+ * * 

The Gel-Sten Duplicator Company, 391 Seventeenth 
street, R. K. McReynolds, manager, specializing in 
duplicating and filing equipment, although but re- 
cently established, is already doing a nice business. 
Mr. McReynolds has found it profitable to extend his 
Sales activities beyond offices and features schools 
and institutions. His plan includes demonstrations 


HERE'S A ZIPPER CASE- 
BUSINESS 
MEN LIKE! 


MA 92 






It has all the features they 
want — attractive appear- 
ance, durability, easily arranged contents, and convenient 
size. 

This model is made of top grain cowhide in ei.-her mahog- 
any or black. The interior has eight pockets, four of them 
gusseted. 

You'll find a ready sale for this case and other models in 


our line. 
Write for Latest Catalog and Price List 


BRIEF CASE MFG. CO. 
NATIONAL 512 S. Peoria Street 
A D K The Quick-Effective- Automatic 


CHICAGO ILLINOIS 
STAPLING MACHINE 











Retail Price 


*H™ 





Demonstration sells it! Performance sells another—and 


a steady staples business follows. A slight pressure on 
the handle releases the mechanism which drives the 
staple. Staples 40 sheets as ensily as 2. Use genuine 
No. 333 staples for guaranteed satisfactory performance. 

The ADK TACKER is a fit companion for the A D K 
Stapler. It operates automatically by light pressure, 
just enough to compress material to be tacked. Does 
not kick back and always operates satisfactorily if 
No. 444 staples are used. Both machines are equipped 
with draw band hook of new design, improved for 
quick re-loading. 

Stationers: Order your A DK Stapler for demonstrat- 
ing purposes now. It will lead a profitable procession 
across your counter, 


A.D.K. Corporation 


2531 Nerth Ashland Avenue CHICAGO, ILLINOIS 
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To DOMESTIC ail 
FOREIGN DEALERS 


We present 


the opportunity for real profits when 
in the market for 


Select rough 
and rebuilt 


TYPEWRITERS 
ADDING, CALCULATING 
and BOOKKEEPING 
MACHINES 
Our stocks include thousands of ma- 
chines. Our present scale of prices 


meets all competitive market condi- 


tions. 


Write or telegraph at once for prices 


and particulars. 





MORSE TYPEWRITER CO.inc. 


305 CANAL ST., NEW YORK, U. S. A. 
CABLE: MORSETYPCO, N. Y. 


OFFICE APPLIANCES 


where they are desired. He has an adequate display 
of work produced on duplicating equipment, and this 
and his ability to stage a demonstration will move the 
new establishment into a broader field. Lines repre- 
sented at this time include Mimeographs, hectographs, 
filing and Ditto supplies, typewriters and duplicators 
of various kinds. 





GREIST LAMPS SOLVE PROBLEM.—Office arrangements with light- 
ing problems often include centrally located desks without access to 


windows. This office of the Near East Foundation, New York, solved 
the problem to complete satisfaction with Greist swinging arm 
I. E. S. lamps. E. C. Miller, comptroller, noted office efficiency 
markedly increased by the fourteen lamps purchased.. They included 
wall bracket types. 


—— 2 
N.A.D.M.C. HOLDS ANNUAL CONVENTION 

The National Association of Dictating Machine Com- 
panies held its annual convention at Pittsburgh during 
the first week of July. Due to the fact that the con- 
vention was scheduled for the same period in which 
this issue was being printed, complete details of the 
meeting were of necessity held for the August number. 










r 


A) a 
sti hid 


fasten Pontes 


<a a ~S 





eo 


ROYAL'S BASEBALL TEAM OF THE HOME OFFICE 

MAKES THE INDUSTRIAL LEAGUE.—Standing (left to 

right) Red Doughan, Tom Cummings, Bill Brengel, Al. Giu- 

liano, Stretch Winkler, Henry Keiser. (Kneeling) Bill Schil- 

linger, Frank Turora, Lou Ditzenberger, George Hardman, 
Tom Hart. 


Oe 


COLORADO HAS “UNFAIR PRACTICES” LAW 

Denver office appliance dealers are reluctant at pres- 
ent to hazard any opinion on the probable effect on the 
trade of the unfair practices act which recently be- 
came a law in Colorado. The act is similar to a law 
in the statute books of the state of California, and has 
many provisions in common with the Robinson-Pat- 
man Act. 

One prominent Denver dealer stated that, in his 
opinion, enforcement of the act would be impossible 
unless dealers were willing to get behind the trade 
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THE 
TRADE 
MARK 
OF 
PROFIT 











FOUR COMPLETE LINES 


Standard Grade 
Commercial Grade 
Utility Grade 
Non-suspension Grade 


0Ow > 


COLUMBIA 


COLUMBIA STEEL EQUIPMENT COMPANY 


PHILADELPHIA. PA. 
Office and Show-room Lincoln-Liberty Building N.E. Cor. Broad and Chestnut Sts. 














Neo. 861-F 
60” x 32” 


From the 
800 
Series 


| 


LASTING SATISFACTION 
REPEAT SALES 





TURDY inconstruction, pleasing in design, low in price—Alma 
desks give satisfaction and bring customers back to your store. 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 

















OFFICE APPLIANCES 





THROUGHOUT THE WORLD 

You will find these Quality Brands 
of Carbons and Ribbons 

Silk Spun M&M 


Eureka Mitvol 
Plenty Cony Tagger 





a s 
TYPEWRITER RIBBON 
ge >, ed | | 


FOR USE ON 




























Over 50 years of experience in the manufacturing of highest quality 
typewriter ribbons and carbon papers places the “M & V” line in a 
class by itself. “It’s the Tops.” 

Dealers who want the best in typewriter, hektograph and duplicator 
supplies at no higher cost than ordinary products, are urged to make 
a comparison. We are confident of the result. Send for samples and 


low prices. 


MITTAG & VOLGER, INC. == _ee 
TE, we cee nana amen ay 











STYLEU for Beauty—PHICED for Sales 
Theres A Bigger Year-round Profit With The 600 Series! 


¥& Imperial dealers 
everywhere are mak- 
ing a bigger year- 
round profit with the 
600 Series. That’s 
because it is DE- 
SIGNED RIGHT 
and PRICED 
RIGHT! 





Don’t wait! Get Im- 
perial distinctive of- 
fice furniture’ into 
your store ... on 
your floor; and then 
watch your sales 
mount, your profits 
grow! 







No. 667—A Flat Top Desk 
in Walnut. Complete 600 
Serics includes 5 flat top 
desks, 2 typewriter desks, 
2 tables and telephone 
stand. 






Write — now — for 
complete catalog! 












EVANSVILLE, 


Imperial DESK COMPANY = [Tausvitee 
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association and finance filing of charges against vio- 
lators since the expense of filing suit against competi- 
tors would be too great to be borne by individual \\ a 
dealers. The act sets up no body to supervise enforce- DR. SCAT 

ment of its various provisions. 

Designed to prevent price cutting being used as a 
weapon to destroy competition, the act is rather dras- The All Purpose 
tic in its provisions. It provides that no individual or 
firm, with the intention of injuring competitors or ° 
destroying competition, can sell, offer to sell or adver- Typewriter 
tise the intention of selling any article or product at : 
less than the cost of the article or product to the Cleaner and ae 
vender. Nor can a dealer give, offer to give or adver- ing 
tise the intention of giving away an article or product > : 
for the same purpose. Ref ints h er os ~ 

Another provision of the act makes it unlawful to Be py 
discriminate between different sections of the state by 
selling a product or service at a lower rate in one sec- 
tion than in another with the intent to destroy or pre- 
vent competition. Allowances, of course, are made for 
the quality, quantity and actual cost of transportation 
of an article or product to the different sections of the 
state. 

Any scheme of special rebates, collateral contracts 
and similar devices of a nature whereby such discrimi- 
nation effected in violation of the spirit and intent of Pechaged in Four sizes 
the act is declared unlawful. 

















Cleans Type 
Removes Platen Ridges 
Polishes Enamel 


—- =e eae 


Prevents Rusting 


Stocking of Dr. Scat will mean repeat sales, satis- 
fied customers and increased profits for you. 


It shall be sufficient to allege and prove the unlawful ~ so a Te 
intent of an individual or firm, the act states, to secure ‘ 
conviction. Thus, actual proof of violation is not Order from your jobber or direct from factory 
needed. Each violation is punishable by a fine of not Manufactured by 
less than $100.00 and not more than $1000.00, or by 
imprisonment of not more than six months or by both DR. SCAT CHEMICAL COMPANY 
fine and imprisonment. Upon the third violation, an 178 N. Franklin St. Chicago, Illinois 








individual or firm can be barred from further business 
activity in the state. 
A fair trades act, also, was adopted at this session | , 
of the legislature. Similar to the California law of the 
same name, this act makes it unlawful for a buyer to 
resell trade-marked articles, except in certain in- 
stances, at less than the minimum resale price stipu- 
lated by the seller. Individuals or firms guilty of such 
conduct are liable to damage suits by any person in- 
jured thereby—BART 





_—_ 





“UGHI TAKE ‘PEACE~PIPE’ OUT OF 
WAMPUM, MISS LAUGHING WATER” 


Wuen Big Chief Butter-and-Egg decided he'd 
overdone the friendly stuff in that wampum- 
letter, his stenographer spent half the night 
restringing beads. Corrasable Bond . . . exclu- 
sively a Berkshire paper . . . would have saved 
her time and temper. 
Corrasable’s patented surface permits easy, 
rapid erasures with an ordinary pencil eraser .. . 





: never looks gouged. Corrasable Bond . . . made 

THE STAFF OF THE DALLAS (TEXAS) BRANCH OF THE VICTOR | >t .. . sells itself because i . 

ADDING MACHINE COMPANY WHOSE MOVE TO NEW QUAR.- | only a / Eaton os be t demon 

TERS WAS DESCRIBED ON PAGE 140 OF THE JUNE ISSUE. strates itself. Cash in on the new Berkshire pro- 
at sin een motion campaign. 


OCHSE “PLAYS BALL” WITH STUDENTS 
One of the first callers new students at the Univer- B E R K y H i R E 
sity of Kansas have each fall, is the student repre- TYPEWRITER PAPERS 
sentative for the Adolph F. Ochse Printing and Party EATON PAPER CORPORATION ~« Pittsfield, Massachusetts 
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FROM FAMOUS 


T. JOHNS 








St. Johns Office Table No. 24 











Northern Grey Elm. Golden Finish. 
Top, %" thick. Legs, 244” square. 
6 Sizes: 24x36, 27x42, 27248, 27x54, 
27x60 and 30x72. Shipped K. D 
Packed two of one top-size in crate. 





A NewRECORD VALUE 


IN OFFICE TABLES 


HEE is just one of the new office table designs from St. | 


Johns, the biggest table factory in the world. Built with 
the extra strength, fine workmanship and good-looking business- 
like lines that have made St. Johns tables favorites since 1868. 
Line gives choice of standard office colors—golden, mahogany or 
walnut; range of sizes from 24x36 to 30x72. All tables equipped 
with dovetailed drawers with 3-ply bottoms. Ample capacity. 
Ideal for majority of your trade; a good profit line. 
catalog, supplement and prices today. 


ST. JOHNS TABLE COMPANY 
CADILLAC, MICHIGAN 


Office Furniture Warehouse Co., 573 Broadway, New York 





Popular Office Chairs 


QUALITY CRAFTMANSHIP .. . 
MODERN STYLING ... 
EXTRA COMFORT 






Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and de- 
tails on request. 


Jasper Seating Co. 
JASPER, INDIANA 


Farber, 529 Se. 
Webster 3217 


Phone: 


CHICAGO: 
Wabash Ave. 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 














Write for | 








OFFICE APPLIANCES 


Shop, 814 Massachusetts street, Lawrence, Kan. Stu- 
dent trade makes up forty per cent of the Ochse 
volume. 

This representative has permission of the deans to 
solicit business in the organized houses. He carries 
with him a memorandum card to be hung beside the 
telephone, bearing important and emergency numbers, 
and the self-advertising of the printing shop. 

Whenever ten or more boxes of stationery are sold 
in one house, the president or house manager is given 
a complimentary box. Cabinets are made up to retail 
at $1 printed, and $1.50 up embossed. There are also 
commercial forms printed, engraved or crested, to de 
ordered in 500 or 1000 lots, by organizations. 

Sales, rentals, and custom manufacturing of all sorts 
of paper favors and centerpieces, are mentioned by the 
solicitor, though he carries only stationery supplies in 
his sample case. 

University students would get down to his shop in 
course of time, Mr. Ochse knows; but first impressions 
are likely to hold, and he likes to make an early ac- 
quaintance with the sororities, fraternities, dormi- 
tories, and other organized groups. 

The student representative receives 15 per cent on 
all orders and sales, and makes a good living by his 
part-time work.—AG 

eo 
WHITING EXPANDS ERICSSON BUSINESS 


R. P. Whiting, who recently purchased the Northern 
Office Supply, Littleton, N. H., from his father-in-law, 
the late A. H. Ericsson, has expanded the business 
within recent weeks. 

Mr. Whiting does not maintain a store in Littleton, 
a town situated in the foothills of the White moun- 





WHITING (LEFT) WITH ONE OF HIS MECHANICS 
AND THE MODERN TRUCK WITH WHICH HE MAKES 
DELIVERIES AND PICKUPS FOR HIS NORTHERN OFFICE 


R. P. 


SUPPLY, LITTLETON, N. H 


tains, but conducts a service shop in which he employs 

two mechanics. He is also a representative of L. C. 

Smith & Corona Typewriters Inc; Victor Adding Ma- 

chine Company, Art Metal Construction Company and 
several other manufacturers. 

Since taking over the business Mr. Whiting travels 

through New Hampshire, Vermont and part of Maine. 
é —— 


THE BUSINESS BOWER BUILT 


Note.—Following is an interesting history of the rise 
of the Bower Stationery & Printing Company as well as 
a brief but intimate glimpse of the owner, “Charley” 
Bower. In addition there are one or two business hints 
which cannot fail to be of value to stationers anywhere. 

When Charles G. Bower, founder and president of 
the Bower Stationery and Printing Company, of Phoe- 
nix, Ariz., left Virginia for the west, he was an aristo- 
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JV ovellograph unlocks the door to new profits for 
many stationers. It gives them entree into the 10c copying 
pencil field with a product backed by the name of A. W. 
Faber. It enables them to offer a complete 10c copying pencil 
service, to book bulk orders with manufacturers, commercial 
offices, shippers, steamship and express offices, freight termin- 


als, etc. Novellograph has a superior, extra strong smooth 
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“We are doing a [ot more 


copying poneil bisetiense 
since we took on 
NOVELLOGRAPH?!” 


writing lead that sharpens easily and holds its point for 
as many duplicates as are desired. Degrees, medium, medium 
hard, hard, extra hard. Polished in different colors for ease 
in using. Mr. Dealer—do you want quick sales, bulk 
sales, liberal profits? The answer is Novellograph. Write 
for samples and prices. 


Made in Bavaria 





Se YT NOW I Bhi fa 









(*« a.’ 2k ee (C)FABER wv. WARE, H3 » 2 ee 6 








561 GRAND AVE. 





WHY No.681 CARBON PAPER 
BRINGS RE-ORDERS 


The unique feature that has made Storms’ new No. 681 carbon paper 
an instant success is its ability to eliminate the ugly smudge which 
normally comes from feedroll pressure. You can prove this yourself 


with an interesting free comparative test packet. Write for it today. 


No. 681 is made by the manufacturers of the famous curl-resisting 


CLEAN-GRIP CARBON and STORMTEX RIBBONS. 


H. M. STORMS COMPANY 


Makers of ““The Complete Line” of Carbon Papers and Inked Ribbons 


BROOKLYN, N. Y. 
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No. 246 


finished dull lacquer 
— mahogany and 
walnut finish. Three 
sizes: 48 « 30, 54 «x 32 
and 60x34. 










JASPER DESK 









with character 
—sturdily constructed 
—superbly designed 


The JASPER DESK CO. record of 
more than sixty years of desk build- 
ing proves our desks sell and satis- 
fy. Dealers make this combination 
of good quality and reasonable price 
especially profitable. Our catalog 
showing all the wide range of styles 
sent on request. 


COMPANY, JASPER, INDIANA 
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New York Warchouse 
573 Broadwa 
New York, N. Y. 
Chicago Representative 
W. H. Brown, 6708 Glenwood 
Ave., Telephone ROGers Park 














BENTSON 


Steel 


Steel for longer, better service— 
for time saved—for value to be 
remembered and for real depend- 
ability. Bentson Transfer Cases 
are made in two grades, the 100 
line with outer channel frames, and 
the 50 line with smooth exterior 
supported by inner channel frames. 
Can be stocked to any desired 
height and locked into a solid unit. 
Letter, legal, ledger and invoice 
sizes, also made for cards and doc- 







TRANSFER 
CASES 


uments. Drawer moves easily on 
two rollers—letter, legal, and in- 
voice sizes can be equipped with 
follower block and rod. Solid and 
sanitary bases available. 

DEALERS: Feature these BENT- 
SON Transfer Cases—Especially in 
demand during transfer season. 
Write for full details and prices. 


Lasting?! 


“E 


Bentson 


100 Line 


Bentson Mfg. Co. 


Manufacturers of 
Steel Filing Cabinets 
and Steel Office Desks 


AURORA ILLINOIS 
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cratic sample of the best five-year old office equipment | 
man extant, for he traded the new butcher out of his | 


stock of pencils by his courtesy and sold them for cash | CERTIFIED 
by sheer good manners through the car. Then he lived | 

to help his father lay out the town of Cripple Creek, | PAPER 
Colo., where he is still remembered as the Virginian, | 
although it has been thirty-two years since he estab- 
lished the Bower company in its present location in 
Phoenix, growing with the needs of the state and ex- | 
panding his floor space three times in the last four 
years. 

A walk through the salesroom, offices and printing 
plant, fills the eye and gives the mind food for thought, 
for here is a display room that is like the display at a Cash Registers 
public exhibit and yet there is the organization that 
denotes business in every detail. The samples are on Adding Machines 
display; the stock is complete and backs up every Teletype 
item ready for sales delivery. “Order for orders,” is 
the business dictum of the house. 

Charley rolls his own and his friends remember him — 
best with a stick of type in one hand, a quick puff of Precision Performance 
smoke at the customer’s first word as he poised a 


pencil ready for details. And that’s what built the 
house: “Your problem, right now; your order as given.” DEMANDS 


That’s a lot to say of a business man in any state eb . 
capitol, but it’s the way Charley Bower got his share Specialized Production 
of the state house business. After all, the customer 
comes into your store to talk business; he can talk 
religion and politics at home. 


Here’s a picture of the general layout of the Bower 
salesroom as it stands today—an ideal arrangement 
for the creation of a strictly business atmosphere. 


Right down the center of the room from the entrance LYNN PAPER PRODUCTS MFG. CO 
door to the offices extends a spacious display of the 2000 Howard St. Detroit, Mich. 
very finest in office furniture, grouped in several well 
defined units suggestive of various lines of business 
and at suitable price ranges. On the right side of the 
room, cases and shelving display every conceivable 


article used in business; on the left extends a display 
of gift articles somewhat unusual in a place primarily 
designed for the sale of office equipment. The foun- 
tain pen display is the largest and most effective in the 
city; the racks of greeting cards cover the calendar 
and that means a selection of quips and colors for an 
every saint’s day and the customer’s own birthday to M E N T Oo B U Y 
boot. 

“Our greeting card business grossed $2,000 in De- 
cember. We're building it up,” was the comment of 
the display man, Lee J. Boulanger. And his window | 


displays bear out the assertion that he always has a , rl 
definite end in view and makes selling a series of We need office machines 


planned campaigns. and want you and other 


“It’s the same with our fountain pen inventory,” was . 
the contribution of Austin Pease, one of the oldest salesmen calling _ offices 
employees of the firm. “Mr. Bower believes in full to buy these machines 
lines. It’s a big inventory and a lot of money, but it | for us. 
satisfies the customer, and what a joy to the manu- 
facturer. But here’s the reasoning of Mr. Bower on 
the fountain pen item: FREE . 

“A fountain pen is the one essential of business and Send for details 
the one universally approved gift. Therefore, the foun- 
tain pen is the link between your gift department and 
your office equipment line.” 

The Bower Stationery and Printing company is 
known throughout the state of Arizona as one of the | 
right places to go for office equipment. The hard prob- | 
lems of office appliances and specialized business 
forms and all the little detailed paraphernalia of mod- . 
ern merchandising are known to be the special busi- We Buy, Sell, Rebuild 
ness of the Bower firm. Office Machines of All Kinds 


Two sets of forms that show such successful solu- | 























NO SELLING 


COMPANY 


313 Pruitt Bldg., Chicago 
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| 500 Specials... 


-... 


-— ann ae 





© business you can get with 


LIBERTY BINDERS. ANY*SIZE special may be 
had in any** quantity with the full regular profit 
margin. Ask for full details of this profit field 
if you are not already getting your local special 
binder business. 

® Any size means any size. 
** ANY quantity means . . 
A-N-Y quantity, one binder or 
a theusand binders. 








. 








= \ MPAN \ 


CECE 
G7 cinuine 
Suussele 


V590 LEDGER OUTFIT 


$3.25 4 Sheet Size 
List ET 534x916 














the fastest moving LEDGER made’ 

It's loose leaf—seven rings with an 
accomodation for 150 accounts 
Leather Tab Index. 


The sheets are visible punched. 
Bound and Lined in Durable Imita- 
tion Leather 

The metal has the PRESS-TO Single 
Trigger. 


TRUSSELL MANUFACTURING CO. Poughkeepsie, N. Y. 
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tions are those for the county assessors’ offices and 
those devised for the mining companies. It is here that 
the trained precision of the Bower printers counts 
most and it is in the efficient organization of the print 
shop that one finds a big factor in the firm’s success. 
Drop in the back door any day when you’re in Phoenix 
and you'll meet the best Indian pressman you’ve ever 
had the pleasure of watching feed the press.—RG 


SENECAPPENCILS 





THIS ARRESTING DISPLAY, IN FULL 
COLOR, HAS RECENTLY BEEN PRO-'° 
DUCED BY THE MOHICAN PENCIL 
COMPANY, OF PHILADELPHIA.—It 
stands 26 inches high and is equipped with 
easel back for window, counter or shelf 
use. It features a natural color photo- 
graph with brilliant red background and 
copy emphasizes the advantage of ‘‘lubri- 
cated leads for smooth writing.’’ The dis- 
play is available to all Seneca pencil 
dealers, without charge. 


—___ 9 


SAN ANTONIO STATIONER ACTIVITIES 

With hot weather at hand, members of the San 
Antonio stationery and business equipment trades are 
turning their attention to vacations with a number 
already enjoying trips. 

H. E. Jett of Paul Anderson Company, and family, 
are on a motor trip to Kansas City. 

Ross Maddox, service manager for the Underwood 
Elliott Fisher Company, is on a vacation, camping 
along the banks of the Frio river, where the fishing 
is reported to be fine. 

* * cal 

G. E. Randolph of the adding and accounting ma- 
chine division of Remington Rand, Inc., was one of 
a party that went on a fishing trip to Freeport and 
the Gulf of Mexico, as guests of the company for 
sales achievement. Other representatives from Houston, 
Austin and Beaumont accompanied Randolph on 
the trip. a £ 

Tom Petriny of Remington Rand, Inc., attended the 
national convention of the TPA at Savannah, Ga. 

* > > 

Ross J. Sibert of The Clegg Company, together with 

Mrs. Sibert, is on a vacation trip into Mexico. 
* * * 

T. D. Payne, formerly of Galveston, has joined the 
staff of Underwood Elliott Fisher Company as sales 
representative. * *¢ * 

W. M. Montgomery, manager of the systems division 
of Remington Rand, at Buffalo, visited branches in 
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Leaders in this field for over 
thirty years, we have equipped 
some of the largest schools 
throughout the country to the 
entire satisfaction of the re- 
spective school boards and ar- 
chitects. For any item not 
shown in our catalog or for 
special features, quotations, 
ete., write us. Our arrange- 
ment with the New Indiana 
Chair Company enables you to 
have desks and chairs shipped 
in pool car, reducing freight 
cost and expediting delivery. 














See Our Catalog: :: 
INDIANA DESK 
Company 
JASPER INDIANA 


For a Complete 


Line of Teachers’ Desks, 
School Desks. Tables and 
Special Furniture .. . 


bstertivoh 


reminds you that :--:-> 

















Always popular 





BANK OF ENGLAND 


Office Chairs 


Most bookkeepers, 
clerks and other steel 


standard in many 
offices in your commu- 
nity. Why not go 


NEW INDIANA 





_ users know that 
Ssterbrook Pens are after this business 












best for special writing this month? It’s easier N 

tasks. That's why to get when you sell o 50} 

Esterbrook Pens are Esterbrook Pens. Offers Especial 
$s 

ESTERBROOK Feature 

STEEL PEN MFG. CO. a . 





86 Cooper Street 
Camden, N. J. 
also 


BROWN BROS., LTD. 
Toronto, Canada 


Engaging beauty in design and finish, height and 
tension readily adjusted—solid comfort through- 
out. Side chairs, and revolving and leg chairs 
without arms to match No. 501 are available—also 
other office chair styles, tablet arm chairs, teacher's 
chairs, kindergarten chairs, etc. Our office chair 
line is shipped in pool cars with New Indiana 
Desks, if desired. Full details on request. 





NEW INDIANA CHAIR CO, 
JASPER, INDIANA 
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r E R M A The Corporation Desk Set 


*’ractical * Inexpensive ° Built for Long Service 





























Three piece Perma Desk set. Made entirely of Perma—without 
leather or fabric trim. Gold line and deeper line coloring form 


panel effect on desk pad 


PERMA RESISTS cold, heat, moisture, liquor IN ONE YEAR PERMA PAYS ITS WAY. 


spots, time and wear. Wash with soap and A fresh blotter each week costs 40c per month. 
water. In twelve months the saving on this one item 
PERMA COLORS rest the eyes; relax tired will approximately pay for a Three Piece Perma 
nerves. Set. 
PERMA DESK SET COMPLETE—Green or Brown List Prices per set 
» ; ww = 
Legal Size Desk Tray and Rocket Blotter, Wit)" Desk Pad size — o 
List Price each 
Dagger Type Letter Opener. Handle Colored to Match Perma 750 


FOX 
GEO. E. FOX & CO. 120 Orleans Street 
Office Specialty Manufacturers CHICAGO, ILLINOIS 














Dat - orang you 
offer Dealers 
a .o becustipul Efficient 


€ and complele Line of 


PEERLESS STEEL EQUIPMENT CO- 


UNRUH AND HASBROOK $TS$- 
PHILADELPHIA, PAY 
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Texas last month and held a sales meeting for repre- 
sentatives of the Texas area in Austin. 

Paul Anderson of the Paul Anderson Company was 
confined to his home by a short illness this month. 
A daughter of G. S. Thorne, also of this firm, is an- 
other who has been on the sick list. 

* > * 

Maverick-Clarke Litho Company are busy moving 
into their new home on East Travis street. Extensive 
remodeling has been made to the building and will 
give this firm a downtown location that should mate- 
rially increase their drop-in sales. R. P. Grieve, vice- 
president and general manager of the firm, was 
elected governor of the Ninth District at the conven- 
tion in Waco last March. 

* + * 

Paul Anderson Company has a profitable plan for 
selling more pencils. A box cover, similar to those 
used for holding typewriter paper, is placed on the 
counter near the entrance, two-thirds full of pencils 
selling three for ten. Assuming that everyone is in 
need of a pencil, this reminder has doubled sales on 
this item.—BCR 








TWO NEW NEVA-CLOG DISPLAYS 
ARE NOW AVAILABLE TO DEAL- 
ERS.—The Neva-Clog Products, Inc., 


of Bridgeport, Conn., has recently 
completed the two above handsome 
counter or window display pieces for 
the benefit of dealers throughout the 
cane: The top is the No. J-37, 
advertising the J-30 stapling plier. 
while the lower is the No. 8-37. Both 
pieces are in colors and make splen- 
did decorations. 


oneal 
THE UNIFIED SALES SYSTEM FOUND EFFECTIVE 
“Everything under one head” is the sales system— 


| 
| 


and sales room method—employed by the E. H. Clarke 


and Brother stationery store of Memphis, Tenn., with 
best effect on its selling. 

Using the reverse of “departmentalized” procedure, 
the Memphis store instructs each of its salesmen to 
promote the whole stock, in preference to giving time 
to any one division of the store. Stock carried includes 


| 
| 
| 
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NEW Thin Base! 


| @ The new “thin” base fastener “bodies” 
right into the file folder, keeping bulk down 
| to a minimum. This factor makes it par- 
ticularly valuable in files where space is at 
a premium. Large users of fasteners will 
appreciate knowing about the “thin base” 
| fastener which is another step forward in 
filing efficiency. 


| ee eam 
PRODUCTS, INC. 


39th Avenue and 24th Street 
Long Island City, N. Y. 


CANADA: Acco Canadian Ltd., Toronto 
ENGLAND: Acco Company Ltd., London 


















MAJESTIC 
CHAIR No. 105 


MAJESTIC OCCASIONAL CHAIRS 


The inherent characteristics of leather 
is magnificently exemplified in these 
MAJESTIC Occasional Chairs. Care- 
fully customed by skilled artisans 
they offer pleasing contrast or har- 
mony—a source of much extra profit 
for dealers. When you sell a suite, 
remember an occasional chair—and, 
above all, be sure they are all cus- 
tomed by MAJESTIC. 


MAJESTIC LOUNGE COMPANY, Inc. 
BRIDGEPORT, CONN. 


NEW YORK OFFICE AND SHOWROOM: 192 LEXINGTON AVE. 
CHICAGO SHOWROOM: MERCHANDISE MART 
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WHY DO YOU TAKE 
ONLY 
ONE PROFIT 


The repeat profits count most in the sale of a type 
cleaner. Good salesmanship will make the first 
sale. Only quality will make the repeat sales. 


Clarotype is making repeat sales for more than 
4500 dealers. Compare the way it works. Com- 
pare the way it is packed. Then you can readily 
see why no type cleaner compares with Clarotype 


in yearly turnover and profits. 


cLAR-O-TYPE 


the modern type cleaner 





Make more type cleaner 


profits. Write for our 
personalized advertising 
aids. Order Clarotype 


from your jobber or from 
The Clarotype Co., Inc., 
16-H Hudson Street 
New York City 


























attractive 


“ 
Ne w | 2'' CUSHION 
A find at this low price! 


Reversible all A Sate Soe $2.00 


year number 
For summer use — surprisingly cool, shine proof, fine woven cane 
fibre, well stuffed with new garnetted clippings. 
For winter use—rubberized leatherette, shine proof covering. 


Green or brown. It sells on sight. Just the item for your next win- 
dow display. Also complete line of sponge rubber cushions. 


NATIONAL OFFICE CUSHION CO. 110 Grand St. 


New York, N.Y. 
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almost everything in the office supplies line except 
machines and lithographing. 

Sales effort is carefully controlled, and calls are sys- 
tematically made. Of twelve members of the sales 
personnel, about half give their time to “street work.” 
Each is given a certain territory to cover, his calls 
being controlled by a card system—BART 

————0 =o 
STATIONERS TO HOLD ANNUAL OUTING 

The Stationer’s Association of Rhode Island and 
Southern Massachusetts will hold its fourth annual 
outing Wednesday, July 28, at the Hillsgrove Country 
Club, Hillsgrove, R. I. Following a brief luncheon will 
be a golf tournament. A dinner, dance and floor show 
will occupy the evening activities. 

© tee 
DEALERS DISPLAY LIBERTY TRAVEL BOX 


Several stationers have already used the Liberty 
storage box which toured the country as the basis of 
a window display to illustrate the durability of the 
product according to a statement made by Harry 
Fellowes, president of the Bankers Box Company, 





DURABILITY PLUS.—This Liberty travel box, recently 
shipped on a long tour by the Bankers Box Company, is being 
examined by John Gilbert. Office Appliances, and Miss Carol 
Hubbard, Geyer’s Topics. 
Chicago, Illinois. The illustration pictures the box 
upon its return to Chicago after completion of its 
20,000 mile journey. John Gilbert of Office Appliances 
and Miss Carol Hubbard of Geyer’s Stationer are 
inspecting the box. 

The national circuit made by this loaded standard 
Liberty box was begun several months ago in an effort 
to determine the wear and tear the product would 
stand in excess of normal requirements. In regular 
use, the box would be subjected to very little actual 
handling and the purpose of the test was to see what 
the results of excessive handling would be. The box 
was reshipped from dealer to dealer in all sections 
of the country and it is estimated received in this 
manner an endurance test equal to at least twenty 
years’ service in its regular duty. 

Exposure to weather and many handlings produced 
no serious damage to the box. All gummed tape rein- 
forcements were intact, eyelets in original condition 


and position and scored parts were not broken nor 
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Magic Flow, as its name 
implies, flows freely and 
THE PERFECT smoothly. It is made for 
quality duplication on both 
closed and open type cylinder 
DUPLICATING machines. You will find that 
it satisfies and creates repeat 
orders. A trial will convince. 
Use Magic Flow to build 
INK your duplicating supplies vol- 
ume. Samples and prices up- 
on request, 





BEAUTY sice'ser. PEERLESS KEYS 


Miss America is far more interested in beauty than 
she is in office efficiency. And altho her boss knows 
that Peerless Rubber Typewriter Keys mean bet- 
ter work she likes them because they protect her 
manicure, keep nails and fingers lovely, youthful. 


This double-barreled appeal is the secret of success 
Peerless dealers are having with the Peerless “Sampler”. 
Get some—distribute them to typists—sit back and watch 
the orders roll in. Just another proof that it pays to con- 
centrate on Peerless Quality and Peerless Merchandising. 


PEERLESS KEY-IMPERIAL MFG. CO., Inc. 
Manufacturers of the only complete line of rubber keys sold through dealers. 
GENERAL OFFICE & FACTORY 
407 Mulberry St., Newark, N. J. 

NEW YORK: 321 Broadway CHICAGO: 19 So. Wells Street 





Continental Ink Company 


63 E. CERMAK ROAD CHICAGO 
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Office Chair | PUIG LBL BS 
Your customers will 
Always SWIVEE. and ROVE- | | 
for quality. 
DARNELL] | write tor 


ER 
DARNELL ~ 
© BUILDandHOLD | Yyfypla STAPLING 
"smrianacns| BUSINESS | gigas MACHINES 
Lo 
appreciate the smooth, effortless, quiet operation 
of Darnell Casters, Famous because they 
eae = 
—Darnell Casters haveflongerflife and give the ¢: 
maximum of floor protection. Made of highest : 
quality materials throughout. Office Furniture “ ‘ 
and Appliances Factory-equipped with Darnell 5g 
Products indicate the manufacturer’s high regard : 
The new Darnell Caster and Wheel Manual : 
is now ready for distribution. Always the Zwest in Advanced Engineering 
Always the Asc for Your Customers 
CORPORATION, LTD. ' Sa 
P. O. Box 4027-O, Sta. B Set of Darnell 
Long Beach, California Noiseless Glides AC E FAST E N E ay C 0 R p 0 R ATI 0 sf 

















24 E. 22nd St., New York City and Special ; 
36.N. Clinton, Chicago, illinois Proposition 3415 N. Ashland Ave., Chicago 

for Darnell Makers of 

Dealers THE WORLD'S BEST STAPLING MACHINES 








SS. 














142 
1912 1937 
TWENTY—FIVE YEARS 
Manufacturing 
STENCIL UUPLICATING MACHINES 
any] 

SUPPLIES EXCLUSIVELY 


A Rotospeed for Every Requirement 
Priced from $27.50 to $155.00 


. 


QUALITY SUPPLIES 
FOR 
EVERY STENCIL DUPLICATING NEED 


+ 





See our Exhibit at the National Typewriter and Office 
Machine Dealers’ Convention — August 2, 3, 4, 1937 


or write for our agency proposition. 


THE ROTOSPEED COMPANY 


227 S. Wilkinson St. DAYTON, OHIO 


seeneponegeenear 


Oe 


snennieencaneeeens 


CUNUOOENOOE DEEN EOUOUOEDORE EL EDEN EDEGHOREOEO NOHO HOHOOOROEnEOEREnOnNONNS 


IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 













Everything from a Safe 
to a Waste Basket in 
Steel Office Furniture 
. and Twirlit Drills 
IN NEW YORK 
STOCK 





CAL CAMERON 
155 LEONARD ST. 
NEW YORK, N. Y. 








FONCUEEEELEEUADDORERODEEEETEOETEODODDADEEEEC EEO REOODOREOE OO RO EA teOeonOnONOEOO IONS 
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IMPERIAL 
GIVES YOU 
THE SATISFACTION 
OF WINNING 
OVER COMPETITION 


@ THERE'S a lot of satisfaction—to say nothing of 
profits—in being able to meet direct selling competition in 
your territory—and win. 

@ THAT'S why so many dealers have taken on the 
Imperial line of typewriter ribbons and carbon papers. 
Imperial enables them to compete—on quality, on price 
or on both. Imperial’s line is complete and every item is 
made right, priced right. 

@ WHAT'S more—Imperial gives you the “Merchan- 
diser” cooperation in the form of the knowledge necessary 
to really sell carbon paper intelligently, competitively 


profitably. 


Why nol write for the Imperial story yourself? 


PEERLESS KEY-IMPERIAL MFG. CO., INC, 
The Manufacturer with the Dealer's Viewpoint 
General Office and Factory 401-407 Mulberry St., 


Newark, N. J. 
321 Broadway, New York 19S. Wells St., Chicago 
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Mutual 
| Interests 


TATIONERS’ appreciation of 
Hotchkiss Sales Policy is perfectly 
expressed in this extract from a recent 
letter to us: 








| HOTCHKISS SALES CoO. 
| NORWALK, CONN. 
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cracked. The contents were not damaged in any way. 
After the box had been in transit for a few weeks, 
requests came to the company for the use of it for 
window display purposes. Several dealers have already 
made use of it in this way. The points visited by the 
test box in its travels included Buffalo, Portland, 
Maine; Norfolk, Virginia; New York City, Atlanta, Dal- 
las, Texas; New Orleans, Miami, Los Angeles, San 
Francisco, Seattle, Minneapolis and many others. The 
travels of the box will be resumed between scheduled 
window displays and kept in circulation until the date 
of The National Stationers convention in Chicago. 
—_— 
NORTHWEST TRADE ACTIVITIES 





Floyd Gongsvik of Curtis 1000, Inc., St. Paul, Minn., | 
is back on the job after a siege in the hospital with | 
a mastoid infection. Floyd was away from his job 


from the 29th of April until May 20. 
7 ” * 
That look of supreme content on Ed. Friedman’s 
face these spring days is due to the arrival of a junior 


ink salesman, in the Friedman family, May 24. The 


youngster weighed seven and a half pounds. 
6 * * 
George Ohland, perennial accident victim and hard 
luck guy No. 1 was laid up in the Butterworth Hos- 
pital at Grand Rapids for three weeks following a 


major operation. George has probably had more acci- | 
dents, including broken necks, arms and legs, than | 


any man in the office furniture industry and rates 
a place in Ripley’s “Believe it or Not.” George gained 


wide reputation as a football player in his younger | 


days with the Central high school team of Grand 
Rapids, and in the World War was a member of the 
Thirty-second Division team. 

* - ~ 

C. H. Berry, formerly with Globe Office Furniture 
Company of Minneapolis, now representing Globe- 
Wernicke in Minnesota, North and South Dakota. 

> : ” 

Izaak Walton (Ed) Hansen, Seventh district gov- 
ernor, and Ray “Fish” Smith spent the opening of 
the fishing season at 
Minn., where Ray has his fishing lodge. Reports from 
cronies were that the catch consisted of three baby 
perch, two minute bullheads, one sunfish and one 
“under the limit” pike, weight, fourteen ounces. This 


Big Sandy Lake, McGregor, | 


| 





story was corroborated by “Skitch’” Tolve who met | 


the anglers upon their return. 
o + * 

Old timers among the Northwest Travelers will be 
glad to learn that Clint Mann, for many years A. B. 
Dick Company representative in the Twin Cities, and 
later in charge of the Cleveland Office of that com- 
pany, is with the Chicago Office of the A. B. Dick 
Company in an executive position. 

- + * 

T. P. Miller, formerly in charge of the Pittsburgh 
Branch for A. B. Dick, is also a resident of Chicago, 
in charge of Machine Sales in the Chicago district. 

. + * 

Auggie Skolaski of Blied Office Supply Company, 
Madison, Wis., is spending his vacation in Pierz, Minn., 
fishing and taking life easy. Accompanying Auggie 


were Mrs. Skolaski and Barbara Ann, the pride and 


joy of the Skolaski family. 


« * * 


Sid Lippan is now a resident of Wausau, with the 
Marathon Press. 


* * * 


Carl Janke of Wausau, Wis., is quite a booster for 
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TRINER 


BEAM POSTAL SCALES 
ELIMINATE 
POSTAGE WASTE 





rl <— Over 
Under 
Weight 
instantly 
shown by 
this indicator 








Capacity 1 lb. x % oz. 


WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility and tolerance 
for checking postage. 

Forty-eight cents to 96 cents per pound prevailing 
postage cost must be checked by every mailer to prevent 
costly postage waste. 

Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities 9 oz. to 4 Ibs. 
in various models, with computing charts on those of 1 
Ib. and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Hlinois 




















Vetter 


FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 

Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 












































“Vertex” Pockets will 
satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street 


PHILADELPHIA 
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Chrysler products, joining Claude Fleet, Art Pfister 
and Cort Horr in this respect. 
* * * 

Had a good time at the Horder Picnic, but was 
disappointed in the playing of the Wis-IIll Club softball 
team. Harry Balch and Charley Consodine were hit 
hard and the Horder team was victorious by the lop- 
sided score of 18 or maybe it was 23 to 6. Anyway, it 
was a rout and I believe the “Old Men” of the North- 
west Travelers could give the Wis-Illers a hard game— 
might even defeat them, if such sterling performers 


_ as Merrill Hasty and Larry Goodhand would get in 
| shape, beforehand, by tackling the six day way first. 


= ~—Cl 


VERTICAL FILE FOLDER'S 


Incorporate the snap, finish and long life that make for 
real filing satisfaction. Your customers will be inter- 
ested in these quality File Folders priced in various 
price ranges to meet every requirement. All are 
attractively boxed for merchandising appeal and cus- 
tomer approval. 







SEND for Folder samples and prices for 
your comparison ... we will send 
along the Barkley Folder & Guide Tab 
Chart which you will find invaluable 
for pone purchasing and sales depart- 
ments. 


Diles 


517 S, JEFFERSON STREET CHICAGO. ILL. 








HIGH POINT 


Posture Chair 
No. 7814 


Jor a Better 
Day's Work 

and a Better 
Working Day 





Office furniture dealers in- 
terested in outstanding 
values are convinced by 
its features. Made in quar- 


tered oak, pecan walnut 


Also 


noiseless casters, 


made with upholstered 


and mahogany, fitted with 
all 


around the seat, improved 


leather bumper 


seat, upholstered panel 
back and full upholstered 


back. Further details and 


posture chair control with 
rubber compression unit 
large, rolling prices on request. 


and easy 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 














Anyway, we expect to have the information in the 
next issue regarding the annual golf game held by 
the Twin City Stationers and the Northwest Travelers 
every year during the month of August. 














KOHL, WHOSE NEW 


RP. LX. 
RIBBON AND CARBON TEXT- 
BOOK WAS DESCRIBED ON 


PAGE 143 OF THE JUNE 


ISSUE 
ee - 


BURROUGHS LEASES LARGE N. Y. SPACE 


The Burroughs Adding Machine Company recently 
leased the basement and first to fourth floors in the 
Clarendon building, 215 Fourth avenue, New York. Ac- 
cording to the June 23 issue of the New York Sun, the 
lease was obtained from the Metropolitan Life Insur- 
ance Company and is for ten years from November 1 
next, at a rental of $380,000 for the term. 


‘s a 
DICTAPHONE ACHIEVEMENT CLUB ACTIVITIES 


Dictaphone branch managers, salesmen, sales-serv- 
icemen and service agents in all parts of the country 
are currently competing for membership in the Dicta- 
phone Achievement Club, the establishment of which 
was announced last month. Membership in this club 
is limited to those persons in the sales organization 
who between May 1 and October 1 of this year achieve 
five times branch or individual monthly sales quotas, 


| with a minimum qualification in the case of individual 





quotas. 

The first meeting of this club will be held in the 
company’s main offices in the Graybar building, New 
York City, on October 7. On the following two days 
the entire club membership will journey to the com- 
pany’s plant at Bridgeport, Conn., to continue the 
conference. 

At the initial meeting membership officers of the 
club will be elected and officials of the company will 
extend their greetings to the club members. Following 
this the members will take part in a sales conference 
participated in by the company’s sales executives. The 
two days in Bridgeport will be devoted to a continua- 
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Sany metal 
STEEL COSTUMERS 


* 


Sanymetal Steel Costumers 
sell steadily all year round be- 
cause of the extra convenience 
they offer. 
Sanymetal Steel Costumers 
with their modern lines, en- 
| during imitation wood finishes, 
and “balanced” construction 
are guaranteed to stay upright 
even when the load is all on 
one hook ... do not loosen or 
warp... have no rough edges 
to catch at clothes. 
an List Prices F.o.b. Cleveland, 
: 








Ohio, are as follows: 


Green or gray.......... $10.00 
Mahogany, walnut, or oak 11.00 
White enamel ......... 13.50 


Write for dealer discounts and de- 
scriptive folders showing full range 
of colors. 

~ — THE SANYMETAL PRODUCTS 
SS COMPANY, INC. 


1681 Urbana Road, Cleveland, Ohio 


* 



































JACKSON DESKS 
Art Moderne 1200 Grade 


Merchants in the more highly competitive 
markets have exceptional success with our 
1200 grade. In it, the well known JACKSON 
construction is presented with genuine wal- 
nut veneered top and panels and genuine 
walnut top rims and drawer fronts, in 66, 60 
and 50 inch sizes, also single pedestal, ped- 
estal typewriter and center drop typewriter 
desks and tables. Round brass knobs and 
turned legs are features and because of the 
small overhang of the top, the desk requires 
1% inches less floor space each way. Finished 
in brown walnut. This desk is alxo available 
in mahogany, finished medium. Further de- 
tails of the 1200 and nine other grades are 
given in our catalog, sent on request. 





Jasper Office Furniture Co. 


JASPER, INDIANA 
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LONG RECOGNIZED 
SPECIALISTS 


IN 


HECTOGRAPH 
CARBON 


For All | 
GELATIN and SPIRIT TYPE 
DUPLICATORS 


We are specialists in the manufacture 

of Hectograph Carbon and Ribbons. In 

fact we are recognized as having de- 

veloped one of the best and most com- 
plete lines on the market. 


We can meet every Hectograph Dupli- 
cating Rquirement. It will pay you to 
send for prices and samples. 


PHILLIPS PROCESS CO., Inc. 
194 Mill Street, Rochester, New York 
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DEALER'S PROFITS 
Present demand of ERROR-NO is 
- making a HIT with our dealers in 
_ profit! Put this copyholder in your 
_ ‘line up’— Social Security increases — 
. office detail — copyholders are 


way 
ee. 


a 
x 


Re ed 
. 


THE DAWN MANUFACTURING CORP 








Note: The Dawn Mfg. Corp. ix a subsidiary of the Hall- 
Welter Co., Inc., who manufacture the famous SPEEDRITE 
checkwriter and the new inexpensive CHEXSIGNO signer. 
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INCREASING YOUR STOCK WITH 


POLAR ITEMS 


INCREASES YOUR OPPORTUNITY 


WE ILLUSTRATE ONLY ONE ARTICLE aa 
OF 100 DIFFERENT ITEMS IN OUR LIN 








The President—oak leaf design 


Keeping down the stock investment is highly desirable if the 
volume can be maintained but when sales and profits can be 
increased the wise retailer does not hesitate 

Consider the Polar line with respect to the wants of the 
people of your community. Check it over item by item. 
Place a stock order or send for individual items. Complete 
new catalogue sent on request. 


POLAR MFG. COMPANY 


Terminal Commerce Building 
401 N. Broad Street PHILADELPHIA, PENNA. 











Quick Sellers 


Everywhere i 


Available in single and double door 
style .. . Equipped for either storage or 
wardrobe purposes . . . The **500”’ Line 
of Lyon Steelart Cabinets is a trade- 
builder and profit-maker. 


These Cabinets combine strong 
welded construction and medium 
weight . . . providing easy portability 
and the stamina to stand the abuse of 
long, hard use. Finished in durable 
enamel, in two soft colors . . . Lyon 
green and flat brown. Priced to assure 
quick turn-over and attractive profits. 
Write for descriptive bulletin No. 855 
giving prices and full particulars. 


LYON 


METAL PRODUCTS, 
INCORPORATED 


2807 RIVER STREET AURORA, ILLINOIS 

















OFFICE APPLIANCES 


(Apomblol FURNITURE 





Promote efficiency and good taste in your 
office by modernizing with Howell’s Chrom- 
steel chairs and desks. Howell Chromsteel 
Furniture for reception rooms and rest rooms 
will complete the modern up-to-date atmos- 
phere that is the demand of business today. 


4 Send for a file copy of Howell furnishings 
% paren catalog. 


~ HOWELL 


ST. CHARLES, ILLINOIS 








70 Ib. by oz. 


Heavy Duty Parcel Post 
self-computing, 
all zones 


No. 1577 $17.50 

















EASY to use 
and to read 


100 Ib. by '% Ib. 
Heavy Duty Express 
No. 1585 $15.00 
250 ib. by 1 Ib. 
Heavy Duty Freight 
No. 1500 $12.50 


(indicate weight 
only) 


Better service for shipping and mailing departments. No beams 
nor weights to manipulate, no mechanical attention nor oiling 
needed, no time lost—just put the package on and read the 
answer 

Construction: Case of heavy sheet steel, mechanism extra heavy, 
accurately machined parts with springs of specially tempered 
Swedish steel. Tested with official weights for accuracy and 
provided with indicator adjusting screw 

Dimensions 6 inches high, 10 inches wide, 1644 inches long 
platform 14% by 10 inches—weight 19 lbs 

More Sales for Hanson Dealers: It’s worth while to replace old 
equipment when you consider the saving in time, convenience 
in use and assurance of accuracy now offered. Full details of the 
new scales and the Hanson merchandising plan on request 


Hanson Scale Company 
574 .N. Ada Street Chicago, Illinois 
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tion of the sales conference and to an inspection of | 


the factory and the laboratory and development de- 
partments. 

The announcement of the formation of the club 
and the promise of a trip to the company’s main office 
and to its plant have stimulated the entire Dictaphone 
sales organization to new efforts, as a result of which 
sales quotas in all parts of the country are being met 
and exceeded with gratifying regularity. 


—$——-o9—=—e—____—_ 


CANADIAN NEWS NOTES 

The Roy McCann Typewriter Company will move 
to larger quarters in the C. H. Wilson building, 12 
Queen street, East, Toronto, Ont. The firm will be 
located in the north part of the fifth floor. 

© * * 

The Eagle Pencil Company of Canada, Ltd., Toronto, 
Ont., reports a splendid demand for its Coronation 
pencils known as the 1937 Royal Crown. The assort- 
ment which comes in half gross lots consists of five 
dozen pencils with rubber tips and red erasers and 
one dozen fancy tipped pencils each showing in colors 
the Crown, head of King George VI, the Union Jack 
and Royal Standard. 

* * + 

Meredith Simmons Company, manufacturers of office 
adhesives, have awarded the contract for the con- 
struction of a one-story addition to their plant at 371 
Wallace avenue, Toronto, Ont. The building will con- 
tain 8,600 square feet of floor space. 

* * * 

The firm of Warwick Brothers & Rutter, Ltd., manu- 
facturing stationers of Toronto, Ont., has now reached 
the eighty-ninth year of its existence. The firm, which 


has become one of national importance with travelers | 


in every section of Canada as well as buyers of raw 
materials in various foreign lands, was first started 
in the little western Ontario town of Woodstock. When 
the firm launched into business in Woodstock it sold 
its stationery in various counties through the medium 
of peddlers who traveled on horseback. The firm later 
moved to the thriving city of Toronto. Years of strug- 


gle there were marked by a heavy blow in the form | 


of the great 1904 fire which swept through the whole- 
sale and manufacturing district destroying property 
and stock valued at $20,000,000. 

* * * 

G. A. McConnell, formerly of the Dennison Manu- 
facturing Company at Drummondville, Que., has been 
moved to the Toronto office where he resumes his 
position of merchandise manager. 

* * * 

The L. P. Bouvier Company, Ltd., envelope manu- 
facturers, have opened branch sales offices in the 
Greene-Swift building, Talbot street, London, Ont. The 
offices will be in charge of W. H. George Mitchell. 

* * * 

J. S. Luckett, president of Luckett Loose Leaf, Ltd., 
of Toronto, Ont., has returned to business after a 
period of serious illness. 

* * 7 

Sydney Holmes, who is well known to the office sta- 
tionery trade in Western Canada, has been appointed 
western representative by the Eagle Pencil Company 
of Canada, Ltd., Toronto and Drummondville. 

* - . 

C. L. Edwards, manager of the Montreal office of the 
Viceroy Rubber Company, Ltd., has been transferred 
to the head office in Toronto, Ont., for special du- 
ties —SJL 
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new GAP 
ww BOTTLE 
ew LABEL 


The new Higgins bottle, with its screw cap and 
bulls-eye label, is modern, attractive and conve- 
nient. But more important is the ink it contains. 
For over fifty years Higgins has been the standard 
of the world in drawing inks. Higgins now makes 
it possible for you to offer your customers this 
unmatchable drawing-ink quality in popular-priced 
writing inks. The colors: Eternal Black, Blue-Black, 
Washable Black, Washable Blue, Red, Green, 


Violet and Brown. 


Ideal for Steel or Fountain Pen Use 


















2 oz. to retail for 10¢ «+ 3 ox. to retail for 15¢ 
CHAS. M. HIGGINS & CO,. INC, 


> HIGGINS 











EVERY OFFICE NEEDS 


TWIRLIT 






In all the wide 
range of stationery 
merchandise—nothing more 
useful and serviceable. 
Drills a clean hole through 150 sheets—a half inch 
of paper. Choice of four hole sizes, ™% to 13/32 inch, 
one, two or three hole models. The two and three 
hole TWIRLITS are fitted with etched scale and 
back and side guides, and are adjustable as to dis- 
tance between centers. TWIRLIT lists at $2.50, 


$6.25 and $10.75. Order TWIRLIT now for demon- 
stration and display. 


Mitchell Binder Co. 


Virginia and Bower Aves. 


HAGERSTOWN, MD. 
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METAL FOLDING CHAIRS | 
3 Ideal for offices, sales rooms, = 
schools, churches, clubs, lodges, — 
beauty shops, etc. Riveted — 
at all joints, made of heavy — 
COLD ROLLED steel. Com- 
fortable and rigid in construc- 
tion. Opens and closes = 
quietly. Folds flat and stacks 
easily. Upholstered seat and © 
back. Rubber tipped front 
legs. Baked Synthetic — 
Enamel Finish. 
Colors: Mahogany, Black, 3 
Green, Tan and Bone — 
White. 
; An investment in GAYLO 
=| superior quality equipment : 
means service, economy — | 
and durability. Backed by 
an organization of many 
years of manufacturing = 
experience. 
2 THE GAYLO MFG. CO. 
E_ 820 NORTH MICHIGAN AVE. CHICAGO, ILL, U.S.A = 











A Trim Looking Turned 
Leg Desk From Evans- 
ville No. 3000 Group 







The prospect for new office furniture in most cases has a NATURAL 
PREFERENCE for wood. In no other material can he obtain the | 
beauty, warmth, utility, economy of first cost and ease of upkeep. 


Wood desks are friendly, quiet in operation, and they stimulate | 
the most effective work on the part of the user. 


Wood desks, too, provide a generous profit for the dealer and 
the rate of turnover keeps his investment in stock relatively low. 


For the extra profits and an increase in volume of furniture sales, 
specialize on wood desks. And from the many good lines, you will 
make no mistake in selecting EVANSVILLE Desks. 


EVANSVILLE DESK COMPANY 


BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE INDIANA 





OFFICE APPLIANCES 


MARKWELL INAUGURATES SUMMER SALES DRIVE 

Markwell Manufacturing Company, 200 Hudson 
Street, New York City, has begun a big sales drive with 
dealers and salesmen over the country. Markwell field 
representatives are accompanying dealers’ salesmen 
on their calls, helping them place additional stock of 
Markwell products for resale. Dealers are now taking 
advantage of the company’s present “Trade "Em In— 
Cash ’Em In” policy, which is being used to stimulate 
sales in all dealer territories. 











A GIFT FROM DR. SCAT.— 
This beautiful silver mirror 
cigarette or trinket box is 
being given away free to deal- 
ers who buy three dozen or 
more seven-ounce bottles of 
Dr. Scat typewriter cleaner by 
the Dr. Scat Chemical Com- 
pany. The box is given with 
each bottle in the order and 
is distributed by the Associ- 
ated Stationers Supply Com- 
pany, Chicago. The offer closes 
on August 31. 


——__——_e—=—e—____ 

COLUMBUS STATIONERS NEWS NOTES 
Six members of the Columbus Stationers Associa- 
tion who attended the regional meeting at Cincinnati 
were William R. Diehl, Diehl Office Equipment Com- 
pany; Carl Smith and S. D. Bradner, Columbus Blank 


| Book Manufacturing Company; E. H. Sell, Jack Sell 


and O. E. Earnshaw, E. H. Sell Company, Inc. 
* * * 
All of these gentlemen were present when the asso- 
ciation held its April meeting, which was devoted to 
the reading of a report of the regional gathering by 


Messrs. Diehl and Bradner. 


* * * 


William Diehl is scheduled to leave here during the 


| first week of this month to attend Rotary Interna- 


tional convention at Nice, France. He will be accom- 
panied by Mrs. Diehl and their plans include a trip 
through France and Switzerland before the conven- 


| tion and a visit to Germany and Russia afterwards. 


* * * 


The Harry L. Morgan Company recently completed 
alterations and redecorating of its sales and admin- 
istrative departments. A most attractive entrance 
and interior arrangement is the result. 

» + * 

That “business is better” for the A. R. Taylor com- 
pany office supplies and stationery store of Memphis, 
Tenn., is shown by the increased demand for ring 
books, ordinarily a slower moving item, reports A. R. 
Taylor, Jr. of the Memphis concern. 

“This is always a sign of better times with us,” Mr. 
Taylor said. “We carry a wide range of stocks in the 
ring books, with 10 to 12 different grades, letter head 


size. 
“We find that, with every department, customers 


| are buying in greater quantity than they have in some 
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HIGHEST QUALITY 


Since 1888 Little Carbons & Ribbons 
have offered highest quality for the 
copying and writing needs of American 
business. Today, the Little line provides 
a winning combination of quality, serv- 
ice, price and loyal dealer cooperation 
—of which alert office equipment deal- 
ers and salesmen are taking full ad- 
vantage. In open territories Little offers 
high grade representatives a genuine 


opportunity. 
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MANUFACTURERS OF 
New York City 


TYPE WRITER RIBBONS, ” Office 
CARBON PAPERS,ETC. ible House, 
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THE PERFECT 


Convertible 


OFFICE 
CUSHION 






\ 


- 


The Pioneer—Popular Priced 
Convertible and Fine Quality 


Once you try it, you'll agree it’s profitable to keep 
“Convertible” always in stock and display. Costs no more 
than other good quality cushions and has the advantage 
of a velvet corduroy surface in brown, green or maroon 
for winter use, and a fibre covering on the reverse side 
for cool summer comfort. 


STATIONERS—Compare the “Perfect” line of sponge 
rubber office chair cushions. We'll be glad to send you 
full details and prices on request. 


The Perfect Rubber Seat Cushion Co. 


5200 Akron Street Philadelphia, Pa. 




















OUTSTANDING LEADERSHIP 
FOR MANY YEARS 


cn 


ALWAYS A 
MARKET FOR 
WELL KNOWN 
RELIABLE 
MERCHANDISE 


THE SIMPLEST 
KIND OF 
SPECIALTY 
SELLING 


INTERNATIONAL 


MUNSON SupPLy Co., 348 Hudson St., New York City ” 


Please send information about the New Key 
—New Package and Counter Display to 


DT EE OPE RA Me 
Address.. i's es o 
i ae EL 
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MAKE A DATE with 
FUL-KLEEN PROFITS» 


Or, saying the same thing differ- 
ently; ** Make profits with FUL- 
KLEEN DATERS!” 

With fully sheathed protection, which 


completely protects hands, papers and 
desk from smudges... 


With unusual physical strength, lightness 
in weight and consistency of ‘‘quality” 
performance ... 


With outstanding, lustrous beauty in 
finish and design... 

FULTON FUL-KLEEN, America’s only 
really modern dater, is a real premium 
item at no premium in price! 


WRITE FOR A 
SAMPLE DOZEN 


FULTON 


SPECIALTY CoO. 
Elizabeth, N. J. 





Sales Office: 200 Fifth Ave., New York City 








OFFICE APPLIANCES 





High in Value 


Low in Cost 


DOPP-CRAFT 


No. 513Z 





Have You Got It in Stock? 


This zip ring binder is a highly attractive value-—one that will 
make sales for you. It may be had in Walrus or Shark, top 
or under grain cowhide in both black and brown. Has |” 
3 ring metal for standard || x 8!/2 sheets and an extra inside 
zipper pocket in addition to the two regular pockets. Talon 
tipper on three sides—and it is moderately priced. Send 
for catalog of complete line. 


CHARLES DOPPELT & CO. 


Opposite Merchandise Mart 
412 Orleans St. Chicago 














NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 


to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 














Warshaw 
FILING SUPPLIES 


Don't kid yourself! Your customers know value. 
And when you sell them WARSHAW index 
cards, folders, guides, etc. they will recognize 
them as a real value—that rare combination of 
price and quality that can't be beat. 


WARSHAW products are all made on full 
automatic machinery—always run true and 
uniform. 


Write for samples and prices, at once 


WARSHAW 


MFG. CO.), Inc. 
ONE MAIN STREET 
BROOKLYN, N. Y. 


® Roll Labels 

* Guides 

© Index Cards 

© Reinforced Folders 
® Protex Stickons 

® Mending Tape 

*® Gummed index Tabs 
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lume past. The furniture department, too, always a 

barometer of improving business conditions, has been 

unusually active. We have ordered more of all types | W O ~ a FE S T E 4 

of merchandise this spring than in some time past.” CA 
* ~ * 

Demonstration, more so than in the past, combined CCESSO D E S K T R A Y S 
with a few “original ideas” of the shops’ own in selling, 
has contributed to the “one hundred per cent” im- 
provement in his business over the past year, Harry 
Cooper of the Cooper Typewriter company, Memphis, 
Tenn., reported. Mr. Cooper reports considerable suc- | 
cess with typewriter promotion among students and | 
other users in the home, through a rental purchase 
plan.—_ BART 








A NE W, patent desk tray of wire con- 


struction, made with cut-outs at sides and 
ends which facilitate deposit or removal of 
papers. Made of extra heavy gauge wire, 
electrically welded and re-tinned after fabri- 
cation, The tray rests on rubber ball feet 
which hold it a half inch above the desk and 
protect the surface. Made in letter and legal 
sizes, also in build-up style for any height 
desired. Get in on the big demand for these 
unique trays—write for full details and prices. 





- SS eee ee ae —_¥ eo 
astern Sales Manager Andrew J. Kienly . 

(left) and Branch Manager Beary F. Worcester Wire Novelty Co., inc. 
Brainard of the Royal Typewriter Com- n 

pany are seen in the new Royal branch 2635 Boston St. Baltimore, Md. 








office at Hartford, Conn. The new offices 
are modern and up-to-date in every par- 
ticular and are situated in the most 
prominent business section of the city. 


LOUIS J. BOSSE ‘FO IMPORTANT POST Just a minute!... 
Louis J. Seen has as appointed secretary of the | HOW ABOUT 
Hardwood Dimension Association, with headquarters YOUR STOCK OF 
at Louisville, Ky. He had been manager of the Bureau 
of Accounting for the National Association of Furni- | \ 
ture Manufacturers since 1933. Mr. Bosse is a nephew 
of the late Benjamin Bosse and of Gilbert Bosse,| STATIONERS’ SPECIALTIES 


Evansville, Ind. Upon the completion of his college 
course, Louis J. Bosse became cost and production Stainless Steel FILE SIGNALS —>» 
manager of the Globe-Bosse-World Furniture Com- | For classifying and identifying vertical card ; - 










pany. files and visible record systems. Stainless Steel, 
— << cannot rust or tarnish regardless of climate. 
Twelve standard colors in a variety of styles. 


GREIST GETS RESULTS AT STOTT BUSINESS Patented construction makes them “stay put.” 
“Burro” PAPER CLIPS 


_> 

The “aristocrat” fas- 

tening for letters, in- 

voices, enclosures, etc. 

Four sizes including 

the Cling Clip. 

“Burro” Paper Clips 

% have special tongues, 


SHOW 


The Greist Manufacturing Company, New Haven, 
Conn., reports a successful exhibit in which that com- 
pany participated in the recent Charles G. Stott & 
Company, exposition of modern office equipment at 
the Powhattan hotel, Washington, D. C. The display ) 
featured office lighting and was centered around the | ,, rape pre Eh al 
Greist White Knight desk lamp. Detachable for cards and ledgers. Pat- 

Visitors were presented with cards and asked to | ent tongue insures firm grip. Of spring 
submit slogans for the scientific reading lamp. Some = y te a bene ge Ty. 


of the slogans were: “Crusade of Light—War on Eye- | 3nd months. Also available with Blank 


strain,” “A Miracle of Modern Lighting,” “A New Deal | «pz. Dog” PAPER CLIPS 
in Eye Comfort,” “Eye-Ease, Scientifically Insured,” ...AND VACUUM CLIPS —> 


and “there is no Better Substitute for Daylight.” | “Bull Dog” clips for classifying work, 
. : . . holding stacks of papers, etc., are made 
The Washington distributor of Griest lamps reported | of tough spring steel in five sizes. Jaws ¢ f 
: aol brightly nickeled. Body in three stand- Ye” or 

favorable results. In his opinion, people were made ard colors in addition to regular black cqialog 
“light conscious” and were selling themselves and thus | finish. “Vacuum Cup Clips” are regu- ~" 
, ’ . . lar No. 1 “Bull Dogs’ fitted with rub- price 
were easily converted into customers. Especially grati- | ber suction cup for attaching to glass pen 


fying was the way that visitors participated in the | °° °ther non-porous surfaces. 
search for slogans without the inducement of prizes. | THE H. C. COOK CO., 14 BEAVER ST., ANSONIA, CONN. 














At your 
jobbers 














They Like Leather 


Show Them the BRIGHT Line 


Among business men, the preference for 
leather upholstered furniture is demonstrated 
every day in sales rooms and installations. In 
the BRIGHT Line, you'll find lasting value, 
based on quality shop standards and high 
grade materials, PLUS wide variety of rich, 
luxurious, appealing designs, customed cor- 
rectly and priced right. 


Send for the new BRIGHT catalog 


BRIGHT CHAIR COMPANY, Inc. | 


127-133 Bleecker Street 


NEW YORK, N. Y. 
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STATIONERS / 175 your 
LINE... EXCLU S/VELY/ 


STEEL STRONG PRODUCTS ARE SOLD 
TAYROUGH DEALERS ONLY 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure ... with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL STRONG “PRODUCTS 











941 CLARK ST 


CINCINNATI,O 


THE C.L.DOWNEY CO. 
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OTHER MACHINE § 





San Francisco, Calif._Ralph D. Buckley, of the Automatic Pencil 
Sharpener Company, is showing his new models to the trade. Mr 
Buckley makes headquarters at the Coit hotel. 








eens st ORS 


New York, N. ¥Y.—The Yawman and Erbe Manufacturing Company 
moved its Manhattan branch to 9 Rockefeller Plaza. 


New Orleans, La.—The F. F. Hansell Company has celebrated its sixty 





has 


fourth anniversary as a business enterprise. 

San Antonio, Texas...The Maverick-Clarke Litho Company has moved 
to its new location on East Travis street. 

Tacoma, Wash.—C. Howard Armstrong has been elected president of 
Stationers, Inc., 926 Pacific avenue. 








AND PENCILS 


Wehn, of the Listo Pencil Corporation, 
trip to Chicago and the middle west 


Adler Pen & Pencil 


PENS 


Alameda, Calif.._Chas 
returned from an extensive 
New York, N. Y.—The 
195 Broadway. 

San Francisco, Calif._. G 





has 


Company has moved to 
Honnersman, of the Eagle Pencil Company, 
Rialto building, returned a short time ago from a long trip through the 
Northwest. He returned shortly to visit Portland and Seattle 


San Francisco, Calif.—Pat O’Dee has been appointed representative for 


The Parker Pen Company, covering Colorado, New Mexico and El Paso 
He succeeds Linden T. Milier, who has been transferred to the Bay area, 
operating out of the office at 220 Post street. Mr. Case has joined the 
organization, and operates as a special representative in Arizona, Colo 
rado, New Mexico and El Paso. 


San Francisco, Calif._R. W. Bryant, an executive of the W. A. Sheaffer 


Pen Company, made extensive showings of the company's new lines of 
desk sets at the Palace hotel These lines were being shown also at 
San Diego, Los Angeles, Oakland, and other leading Coast cities. The 


local branch has had a good increase of business, and enjoyed a fine run 
in a period when precedent says business should be quiet. 


San Francisco, Calif...Tom Emerson, Sales Manager for The Conklin 
Pen Manufacturing Company, made a brief visit here some weeks ago. 
His stay was interrupted by a call to the factory at Toledo. He was 


making a round of the major markets of the country. He found pleasure 
meeting with old acquaintances here, as he had been Coast representative 
before his promotion He enjoyed visits with his old such as 
Nelson of the 


associates, 


local office ; 











Oliver Pierce, the coast representative; Byron 

Russel Compton, southwest representative; Lee Hewitt. Northwestern 
representative; A. Van Blarcum, residing in Denver and ministering to 
the Rocky Mountain territory. 

Chicago, t1l.—The Franz Stationery Company, 119 South Wells street, 


has redecorated its establishment. 
Topeka, Kans.—-Richard Thiele 
plies and equipment department 
Westfield, Mass..W. B 
Company, covering territory in 
and Arkansas 
Grand Junction, Colo. 


manager of the school sup- 


Company. 


has become 
of Crane & 
Manufacturing 
Mississippi 


tobinson 


Tagney has joined the 
Oklahoma, 


Texas, Louisiana, 
stationer here, 
operates 


Frank Winfield, a veteran 


has moved to Durango to look after a finance company he 
there. He has turned his local business over to the employees—L. M 
Long, president; E. G. Hopper; vice president and manager; F. A 


secretary-treasurer. 
Jack Luttiken has rejoined the 


Lindsay, 


San Francisco, Calif. Eaton 


staff of the 


Paper Company. He is inside salesman at the office, 770 Mission street 

San Francisco, Calif.._._|Wobber's, Inc., always at the front, has had 
success with a “Bridge Exposition panorama and Souvenir Book" of the 
San Francisco Bay area, including a birdseye view of the surrounding 


features. 








MARKING DEVICE §S 


Chicago, t1..-Frank E. Boughton has joined the Louis Melind Company 
in a sales capacity. He had been formerly with the local branch of 
American Multigraph Company. 

Los Angeles, Calif.__W. G. Huston, representative of Mittag & Volger, 
Inc., has returned to his headquarters at 591 Mission street, San Francisco. 

San Francisco, Calif.The Acme Sales Products Company, 207 Front 
street, doing a wholesale and retail business in marking devices, reports 
that sales have been quite active. 

San Francisco, Calif._O. H. Davison made a trip a short time ago to 
the factories represented by him, which include the Fulton Specialty 
Company, Neva-Clog Products, Inc.; David Kahn, Inc. His plans included 
attendance at the regional meeting of The National Stationers Association 





District No. 1, at New London, Conn. 

San Francisco, Calif._J. L. Yager, who is in charge of the Louis 
Melind Company's line of marking devices, 591 Market street, furnishes 
his customers with monthly shop and sales bulletins. These are appre- 
ciated by the dealers. 


San Francisco, Calif._At a recent meeting of the Ribbon & Carbon 
Association of Northern California W. G. Huston, representing Mittag & 
Volger, Inc., presented the subject, “Prices and Concessions.” 
























Othello 


The World’s Smoothest All-Purpose Pencil....  . 

For Business, School and General Use Everywhere 
Dense, uniform as Science can make a pencil . . . in 
five popular grades to suit every need . . . and 
never an atom of grit in a million! 
Made in America, this fine 
pencil will help you to 
greater volume and profits. 
Samples and prices on 
request. 














PERFECTION METALS| 


for ring books and post binders— 
a service for manufacturing stationers 





Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied from 
our ample facilities. “Ki ia 4 Re’ 

Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf Unground Ball Bearings for the 
catalogs. By using PERFECTION metals, you Metal Office Furniture Industry 
can provide them with fast action binders, durable (U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form 

Be sure to have our catalog on file. It will help 
you realize on many opportunities. 


LOOSE LEAF METALS CO., INC. 


6816-6824 Arsenal St. ST. LOUIS, MO. 








All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Pacific Coast Representative 
S. & D. Leose Leaf Co. 427 San Pedro St. Los Angeles 











107 North Franklin Street Syracuse, New York 





| | Kilian Manufacturing Corporation 

















4» UTILITY STANDS 


In addition to a most complete line of steel type- 
writer and utility tables, we have been signally 
successful with our three lines of wooden topped, 
tubular leg typewriter tables. 


These tables may be had in three sizes, three 
colors (Olive Green, Mahogany and Walnut) 
and with or without one or two side tables. 


Write for further valuable information 1750 


Art Steel Co., Inc. New York, N. Y. 
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Stock 
and 
Display 

METALSTAND 

the 


profitable 
Leader 





higher. 


ONE DEALER DID— 
OTHERS HEARD and SOON 


Many were featuring METALSTAND 


and selling more typewriters ! 


METALSTAND carries the typewriter to the work—brings along 
the stationery supply in a handy storage drawer—provides a safe 
and sure support—and pays the dealer a good profit. $5.00 is the 
list for the 14 x 17 size all finishes and the 17 x 24 is only a little 
Side leaves are obtainable at small additional cost. 
METALSTAND is shipped K. D. and subject to dealer’s approval. 


METALSTAND COMPANY 


135 N. 22nd Street 
PHILADELPHIA, PA. 








A set-up that dealers like: 


We make, you sell. Oxford does not sell 
direct. And filing supplies are ALL we make. 
That’s why quality is higher, why we give 
extra service, why the Oxford line is complete 
—everything you need to meet any competi- 
tion. 

There’s profit in selling filing supplies— 
when you handle the line of “your filing sup- 
ply specialists” — 


OXFORD FILING SUPPLY COMPANY 


340 Morgan Avenue Brooklyn, N. Y. 
125 South 8th Street St. Louis, Mo. 





ACME 
CHANGEABLE 


SIGNS 


Used in offices, banks, hotels, clubs 


ANNOUNCEMENTS 


LAS STEEL 


restaurants, buildings, churches 
etc. 
Also attractive changeable letter 





desk name plates. 

"A size & style for every purpose” 
Write for illustrated catalog 

| ACME BULLETIN & DIRECTORY BOARD CORP. 
214 E. 37th St., New York, N. Y. 

















adding » « billing » « 
bookkeeping »« 


calculating machines 


TYPEWRITERS CHECKWRITERS 
OFFICE DEVICES 


Rough and Rebuilt 
Write for Latest Price List 


Reliable TYPEWRITER & ADDING MACHINE CORP 


303 W. MONROE ST. CHICAGO, ILL. 


TECHNYGRAPH LETTERING GUIDES 


-AI3C BEFGHJ<LMN@/22STUV 


$¢/>/S@e%eLl®@SIZEZIBZAXM 





Over 40 different guides from % to and including 
% inch. Made in AMBER COLOR and packaged in 
GREEN KRAFT THUMB-CUT JACKETS WITH A 
CELLOPHANE WINDOW. Are you selling these— 
if not, why not. Sell the best—they cost no more. 
Write us for circulars and prices. 


THE TECHNYGRAPH 
Techny, Illinois 




















Watch for 
Announcement 


OF A NEW LINE OF OFFICE 
CHAIRS, IN THE SEPTEMBER 
ISSUE OF OFFICE APPLIANCES 


MURPHY CHAIR COMPANY 


OWENSBORO, KENTUCKY 





ee ee ee ee ee ae ae ate ae ae a a ae a at ate ate a a a ate aie aie at at ne as a 





1 The “Aluminum” Pocket Seal 
} and other MARKING DEVICES 


ss x eS ee 
x. 





LEVER SEALS 


| MEYER & WENTHE - CHICAGO 


POCKET SEALS SPECIMEN IMPRESSION 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


a 
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RIBBONS AND CARBONS 





United States Exports of Typewriter Ribbons, Carbon Paper, Duplicating 
Machines and Office Supplies, April, 1937 





7763 
4750 Dupli- 
Filing cating 
folders machines 
index cards 9395 parts 
and other 9392 Typewriter and sup- 
office forms Carbon paper ribbons plies for 
Countries Lb Value Lb Value Doz Value Value 
Austria 105 $ 52 is3 § 304 
Belgium 13,476 $ 1,242 241 153 288 906 § 2,757 
Czechosiovakia 2,468 2,344 52 165 
Denmark 51 12 385 
Finland 45 41 70 90 140 336 171 
France 3,089 2,311 209 218 827 2.664 4,854 
Gibraltar 65 11 
Greece 138 85 
Iceland 34 12 > 19 
Italy ; 144 
Netherlands 8,732 1,503 1,567 1,035 649 1,437 3,102 
Norway 23 31 119 167 175 393 210 
Poland & Danzig 86 307 
Portugal 56 117 60 
Rumania 558 S6S 
Sweden 32 29 585 555 559 1,803 965 
Switzerland 9,040 1,945 1,261 930 187 532 466 
United Kingdom 2,986 1,791 7,283 5,234 3,523 9.710 24,041 
Canada 31,838 8,825 1,924 1,661 418 1483 31,373 
British Honduras 87 19 
Costa Rica S24 541 359 213 17 75 796 
Guatemala 569 261 75 274 442 
Honduras 2,946 98S 576 305 56 179 29 
Nicaragua 575 245 168 144 5 21 
Panama 1,519 438 171 167 150 410 1,296 
Salvador , 40 74 40) 132 69 
Mexico 2,970 1,426 $20 1,011 470 1,035 4,504 
Miquelon & St. Pierre 
Islands 26 
Newfoundland & 
Labrador 715 162 16 i2 33 74 49 
Bermuda 261 249 
Jamaica 1,756 743 195 102 11 39 720 
Trinidad & Tobago 1,539 222 209 122 29 6 
Other British 
West Indies 195 103 71 21 
Cuba 4,880 1,571 5,434 3,895 935 1,120 981 
Dominican Republic 579 209 29 49 19 68 270 
Netherland West Indies 2,610 990 43 35 31 171 1,038 
French West Indies 5 25 
Haiti, Republic of 789 289 15 26 66 240 
Argentina 237 207 82 269 981 
Bolivia 708 336 23 108 384 
Brazil 1,146 574 863 664 200 853 3,325 
Chile 41 34 1,214 1,197 80 241 341 
Colombia 1,710 459 1,205 1,200 715 1,912 
Ecuador 154 20 4 
British Guiana 118 16 
Peru 2,497 463 492 545 95 214 
Uruguay 57 23 379 671 97 356 578 
Venezuela 1,019 402 660 .700 50 116 2818 
British India 351 444 3,671 2,165 449 1,145 150 
British Malaya 53 39 201 142 27 74 173 
Ceylon 138 52 33 54 
China 2,902 925 4,394 2,466 919 955 
Netherland India 818 258 1,310 1,162 382 S66 842 
French Indo-China 31 
Hong Kong 126 37 1,914 714 25 53 
Japan 58 34 19,790 11,055 282 S82 379 
Kwantung 10 2 
Palestine 20 10 116 65 5 13 
Philippine Islands 2,388 813 10,556 4, 1,108 1,897 1,178 
Siam 28 63 118 
Syria 65 83 4 5 
Turkey 14 7 130 104 140 372 
Other Asia 747 541 
Australia 440 591 6,185 2,493 71 206 933 
British Oceania s 18 
French Oceania 14 16 
New Zea'and 394 136 296 216 153 564 48 
Belgian Congo 41 16 25 24 2 6 
British East Africa 202 165 2 12 
Union of South Africa. 1,574 479 2 S56 2,173 646 1,707 225 
Other British South 
Africa 75 77 
Nigeria 1! S 18 17 
Egypt 230 52 25 24 ISS 174 
Algeria 202 119 
Tunisia 25 57 
Other French Africa 3 12 
Liberia 19 38 ; 7 
Other Portuguese 
Africa 61 74 32 74 
Total 111,745 $35,184 79,612 $50,699 15,207 $38,712 $71,112 
Shipments to 
Hawaii 51,594 $18,291 1.789 $1,241 187 S659 £5.282 
Puerto Rico 12,056 2,092 3,262 1,297 43 121 1,053 
Virgin Islands : 26 








TY PEWRETC ERS 





Jacksonville, Fla._The L. C. Smith & Corona Typewriters Inc., is now 
domiciled at 210 West Monroe street A. D. Richardson is in charge. 


Seattle, Wash.—The Royal Typewriter Company, Inc., has taken occu 
pancy of fine quarters in the Columbia building 


Shreveport, La.—The Caddo Typewriter & Supply Company, 109 Ardis 
building, has been purchased by Cortez Locke and Elgin Roy. 


San Francisco, Calif.—Alex F. Shepherd is now the manager of the 
local branch of the Woodstock Typewriter Company, succeeding Arthur 
Hornibrook, who has resigned. Mr. Shepherd takes up his new duties 
with twenty-three years’ experience for a background. He was formerly 
with the Underwood Elliott Fisher organization, operating in San 
Francisco and in Canadian territory rhereafter he was with the Whole 
sale Typewriter Company at Salt Lake City More recently he was 
with the L. C. Smith & Corona Typewriters ln 


Toronto, Ont.—The Roy McCann Typewriter Company has moved to 
the C. H. Wilson building at 12 Queen street, East 


| 






WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 














TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 


pellet ltt lll all le di de eh a 











BUILT TO 
ALL BUTTS / zd ASHES! 





the New PREMIER TRAY SMOKER 


$8.00 Retail List 


The ideal smoker to promote for use wherever large 
groups gather. Touch the Ash-Away Dispenser button 
and butts, ashes and debris disappear into an air-tight 
container, completely out of sight and smell! Its stream- 
lined beauty its superior features will practically Fxclusive 

sell itself. And a long dealer margin means longer profits Ash- Away Feature 
for you! Write today for free illustrated coals show- 

ing discounts, etc. Prices 75¢ to $12.50 retail. 


Osh-Oway SMOKERS 


THE NAGEL-CHASE MFG. CO. 
2811 N. ASHLAND AVE., CHICAGO, ILL. 

















“Worlds Largest Smoker WMGuufpfaclertets” 
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RIBBONS 


Sansom at Tenth Street 





U. S. TYPEWRITER RIBBON MEG. Co. 






ESTABLISHED 1895 


Dealers Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 











SWIFTSET 


Rubber Type--’’It Slides” 


* Fastest and most easily set 
rubber type ever made. 

* Handy type case with al- 
phabetical compartments 
incorporated in each set. 

* Letters are automatically 
set right side up as that’s 
the only way they’ll fit. 


Write for literature, prices 
and discounts. 


THE SUPERIOR TYPE COMPANY 


Branch Warehouse: Main Office: 

















When you are in need of — 


STATIONERS GLASSWARE 
STATIONERS HARDWARE 
STATIONERS CALENDARS 
STATIONERS SPECIALTIES 


Send to 


Frank A. Weeks Mfg. Co. 
New York, N. Y. 














(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


| MASTER 
SPEED KEYS 


(no rubber to wear out) 


Write for our interest- 
4 ing proposition. 


Speed Key Mig. Co., Inc. 


299 Columbus Place 
Brooklyn ie Be 





DEALERS WANTED 


















MARCH ON 
~ js 


to greater sales volume! 


FREE! Pen displays that SELL. 
Colorful counter cards, win- 
dow displays. Get aboard the 
Spencerian band wagon. 
"“* Send for these sales helps. 
They are FREE! 















SPENCERIAN 
PEN COMPANY 


PEN COMPANY New York, N. Y. 











a AO) Gye 


Replacement Parts for Adding, Book- 
keeping, and Calculating Machines 


Write for our new catalog 


CLOYES GEAR WORKS 


17214 Reseland Read, N. E.. Cleveland, Ohio 














DutieG 
Brands 


DUPLICATOR INKS 


DU-WA-CO Duplicating Ink is more than 
just an ink. It : a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

y As color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


unham-GJatson 


Manufacturers of Ink Specialties 
644 SO. CLARK ST., CHICAGO 
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“mmo STANDS 


for All Adding and Bookkeeping 
Machines and for All Typewriters 


In offering TUSCO, dealers can recommend equipment fitted to the 
customer's ed 









uston ne The sturdy and efficient 100 line, of which No, 103 
(left is a member, is especially popular for standard typewriters, 
standard adding machines, portables, directories, ete 

The TUSCO Universal Stand (right) is adaptable to over 95 per 
cent of all office machines Its cast iron top is slotted and drilled to 
accommodate practically every type of office machine and fitted with 
pads in cups to reduce shock and deaden noise A mechanical equalizer 
compensates for unevenness in floor. Cam brake operated by toe touch. 
Carries heavy machines easily on 3-inch rubber tired casters. 

Full details and prices on request. 
TUBULAR SPECIALTY MFG. CO., 
1940 Stanley Ave. Detroit, Mich. 

Export Dept.: 36 Pearl St.. New York City—Cables ‘“‘Bunam.”’ 

REPRESENTATIVES Tusco 
Model 102 C. E. Ritter, 245! E. 78th St., Chicage (phone REGent 1110) Universal 






Western Wholesale Stationers, Ltd.. 307 E. Third St., 
Los Angeles, Calif. 


INDEX TABS| AC M E 


and specify G raffco when re-ordering. VISIBLE CARD EQUIPMENT 


V VISE INDEX TABS with steel vise grips and opaque N 0 


enim lorries VISIBLE LISTING EQUIPMENT 
® 














V CELLU-VISE INDEX TABS of spring steel and 
celluloid. 100 percent visibility. 


GUMMED CLOTH TABS. Two styles. Opaque 
style cut or in strips; plain or printed. Transparent 
style in strips only. 


GEORGE B. GRAFF COMPANY ACME CARD SYSTEM CoO. 


64 Washburn Ave. Cambridge, Mass. 8 So. Michigan Ave. Chicago, U. S. A. 
WORLO’S LARGEST EXCLUSIVE MANUFACTURER OF VISIBLE RECORD EQUIPMENT 


ee . = 
Have You | ic cememimeeen on 
os 


e*'* 


a Fri en d —or business acquaint- Efficient and economical. 
ance who might like to keep in touch pe col tneeniios 
with office equipment by reading on hand and properly 
Office Appliances? If so, send us 


arranged. The most ef- 
the name, address and business and 


ficient desk file on the 
market. Made in four 
we will send a sample copy with our 
compliments. 


sizes. A very profitable 
item for stationers. 

THE OFFICE APPLIANCE COMPANY 

20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 


< 


Illustrated manual for apply- 
ing. sent dealers on request. 









































Stanley R. Bristow 
24 Central Ave.West Orange.N.J. 















SELLING FAST / HA Ink Eradicator 


F ASTER and faster—orders con- 
tinue to pour in from all over 
the world for the new Borg Parcel 
Post and Office Scale. Faster than 
we can produce them! Faster than 
we can fill them! Each is shipped 
as quickly as possible—in the order 
received. 


makes 
ink 

















Such an ovation emphatically 
proves that here is a small, com- 
$ 50 3 pact, precision-built scale that fills from paper and 
a defnise need. A need no other white cloth like magic. Genuine HA is for sale at ALL leading 


postal scale has ever filled before! 
stationers. Be sure to have HA always on hand. 


H. A. INK ERADICATOR CO. 


= 0 R G P 0 =" ij A L =) A Ny 1707 Zerega Avenue New York, N. Y. 


MANUFACTURED BY THE SCALE DIVISION Cable: ERADICATOR 
GEORGE W. BORG CORPORATION, 469 E. Ohio St.,Chicago,U SA 
































A deck of Wiggins Book Form 
Cards fits inte the Compact 
Binder with no gluing, pad- 
ding, or stapling. 

Ask any of these paper mer- 
chants for samples or write to 
us for the stationer’s proposi- 


~- 


46 Wreeecen 


tion. 


New York City 
Richard ¢ Loesch 


Pittsburgh 
Chatfield & Woods ¢ . — : 
Cincinnati URE-PROFTIT business card orders with this 
TheChatfield Paper ( steck and binders get the stationer farther than 
Detroit these in which he must squeeze each nickel. 


saa Patrick Paper The John B. 


Grand Rapids W | q> GG | N S Company 


Paper ¢ 
1162 Fullerten Avenue, Chicago 
Book Form Cards Compact Binders 


Carpenter 
Houston 

L. 8. Bosworth Co.,1 
St. 

Tobey Fine 


Louis 
Papers, Ir 





Inspect the high quality and get the 
attractive prices of Browne-Morse 
office equipment and supplies. Put | 
your stock in order with merchan- | 
dise that sells. . . . . The Retail 
Trade is hitting a new high level. | 








Are You Prepared 10 casu w 


on improved business conditions? Write today. | 
Begin now to sell more with real profits. 


Browne-Morse Company 
MUSKEG ON, MIC HIG AN 














> Tre Ty J FOR DRAWERS, 
PROTECTION FILES, DESKS, ete. 

onpeR LOCK offers 
positive theft proof pro- 


tection for locking se- 
kind of 


curely every 

2 drawer, file or door. Can 
be instantly applied. No 
holes to drill. No nails 


or screws. No tools re- 
quired. Every store, 
office, factory and home 
a prospect. Write at 
once for full particulars. 





especially de- 


All purpose type, 
files, cash 


signed for drawers, desk 
registers, ete. 


ONDER [ Ock 53 W. Jackson Blvd... Chicago, Hl. 

















Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the rin 
ways right side up. No need hans 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to Iie flat when open at any 
point. The enlarged joint, nicely 
rounded and smoothed, keeps ring 
right side up in position to be in- 
stantly unlocked 

Order La, - your wholesaler. We also 
manufacture inexpensive |oose lea! metals. 


sour | T. Adams o BERS. Co. Si: 


PATENTED 
PES. 17.1920 JAN. tt, tone 
mov. 6. tea5 


Seven Sizes 
inside Diameters: 


No. 000,%."" Ne. I, 1%" 

No. 00,%"" We. 2, 1%’ 

Ne. 6%’ Ne. 4, 2%" 
Ne. 6, 3”" 


Se. Chicage Ave., 
Chicago, Ilinois . 
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Rosco & Ravenswood 


The glass is raised 
by one finger 
pushed thru the 
niche in the base. 







Ravenswood Office Specialties Co. 
1800-02 Newport Ave., Chicago, Illinois 











Card-cases, any size; loese-ieal envelopes, punched: 
menu covers, factory record protectors, ag holders, 
bill-fold envelopes, stamp containers, ete. Made of 
acetate (slow-burning) transparen‘ Ilul We 
build to fit your particuler need. Write us for details. 


MARKILO COMPANY, Mfrs. 
1633¢ S. Recine Ave. Chicago, U.S. A. 











In a range of 
role} (o) ¢-o bole Meh dost et-) 
providing almost 
Shel bbesbhizve Me k-lole) dea 
tive possibilities 


AWA LEATHER COMPANY 
. . . MICHIGAN 








Collier-Keyworth Company 


GARDNER, MASSACHUSETTS 


CK) 


Office Chair Irons 
and Hardware 
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WRITE OR TYPE SUBJECT ON INSERT- 


CUT TO SIZE 


CEL-U-DEX CORP., srooxtyn, n. y. 


MOISTEN ano APDLY- 











You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (*%"") 

with the New 
ACME No. 1 
Heavy Duty 
Hand Stapler 








. 










ACME 
STAPLE 
COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 











Sell Satisfaction 


in duplicator ink 


ROOCO 


Produces first class results on both 


open and closed drum types of 
stencil duplicators. 

It is well advised economy to use 
this high quality ink. Send for 


samples and prices. 


H. D. ROOSEN CO. 


Brooklyn, N. Y. 
Factory 
Foot 20th St. 


PE sEN CO: 
soe cas Chicago 
609 S. Clark St. 


4 











Only with 


iyi, 
“Teletalk 


can you meet all WW 


intercommunication requirements 


Webster Electric Sound Systems are licensed by agree- 
ment with Electric Research Products, Inc., under pat- 
ents owned by Western Electric Company, Inc., and 
American Telephone and Telegraph Company, Inc. 
WEBSTER ELECTRIC COMPANY 


RACINE, WISCONSIN, U.S.A. ¢ Established 1909 
Export Department: 100 Varick St., New York City Cable Address: ARLAB, N. Y. 





— 






Write for Free Tube 










Tis special 


adhesive holds with a 
sinewy grip —yet Grippit 
can never wrinkle paper . . . it strips 
off like adhesive tape . . . it is soclean 


that any excess rubs off, leaving work 
and fingers unsoiled 














Harriman-Welts Products Co., 200 Summer St., Boston 











THE AMERICAN 
ai. IN ~ 


MODEL 110 


5 MOVEMENTS IN 1 MACHINE 
PRICE $7.50 RETAIL 


WRITE FOR DISCOUNTS 





AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 






























Easy to put in use 
Safe and Secure 
Quick Reference 


F. B. 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat ——. binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
posts of various length provide 
capacity to meet your requirements 


$350 prcymnw.ten: 
F. B. Mfg. Co. 


sample and details 
1228 Intervale Ave. 










CLEANS 
UP 


in more ways 
than one! 


SPEED-MO No. 400 


TYPE BRUSH 
and CLEANER 


Use it on any kind of type... 
from clothing, shoes, gloves. 
now when light-colored clothing is being worn. 
Cleans up as a selling item, too. Neat profits, and 
steady repeat sales. Write us today. 


RIVET-O MFG. CO. 52 Jason St. 





use it to remove spots 
Especially good right 


ORANGE, MASS. 
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Every business needs a 
Every map needs dozens of © 5A AP f 
MOORE Maptacks os 

For that is the modern way to keep 
a visible geographic record of sales 
activities. And the modern way to 
sell MOORE Maptacks .. . also the 
easiest way ... is to display this at- 
tractive cabinet which will be sent 
FREE when your jobber gets 
your order for Maptacks. 


MOORE PUSH-PIN CO. 


f 


trrrerrere 
errecerrre | 
eterreceree 


e volvin Manufacturers of MOORE Push-Pins 
Aiateted Molds come and MOORE Pushiess Hangers 
plete assortment 113-125 Berkley St, Phila. 
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ot 





Let the Buyer Compare 
Your Typewriters 


—Use TURN-TABLE 


to vitalize your selling 


Three typewriters displayed 
and demonstrated easily and 
safely on this attractively fin- ies aii teins te 
ished, well constructed table. appearance; obtaina- 
’ . ble in various finishes 
It’s the focal point for the at attractive prices. 


typewriter dealer’s display. Cn. eS pees 


at once! 
INTERNATIONAL TYPEWRITER COMPANY 

























240 East 86th St. A New York, N. Y- 
Interleaving Sheets Mounting Cement 
Cushion Sheets Stencil Folder Boxes 


Parchment Wrapping Paper 
YOSHINO PAPER FOR STENCIL MANUFACTURERS 


Samples and prices furnished upon request. 


STENCILGRAPH 


701 S. Wells St. CHICAGO, ILLINOIS 

















Cole 


CARBONS & RIBBONS 


a complete and dependable service for 
the writing and copying needs of Amer- 
lean business. When you undertake to 
sell Codo, you join a group of men who 
combine quality and cooperation to 
make success. Codo Carbons & Ribbons 
are worth more because they give bet- 
ter results. And Codo salesmen earn 
more because they serve better. 


Code Mig. Corp. 
CORAOPOLIS, PENNA. 
New York Chicago 














IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 


First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include “METHODES” in your ad- 
vertising appropriation: It pays. 
Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 
Paris X¢ France 
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THE STATIONER’'S 


SCRAP 


BOOK 


OF IDEAS 


PRICE $100 POST FREE 


The most valuable moneymak- 

ing volume ever placed before 

the Stationer Trade—Contains 

nearly 200 hints in connection 

with every department of your 
business 


Press Comments: 

The book contains some 178 pages of common sense 
suggestions for commercial stationers and dealers in 
office equipment. It is conveniently divided into four 
sections, as follows: Organization; Adbverlising and 
Publicity; Selling Ideas; Window Display and Selling 
Ideas for Specific Lines. An inder in the front of the 
book classifies the subjects treated and gives the numbers 
of the pages where the stalioner may find suggestions 
on the particular phase of his business that he may 
be interested in at the time. The subjects run all the 
way from account books to window dressing and are 
wrilten in such a way that the volume is an excellent 
reference book. 

Office Appliances. 


The Scrap Book can be dip ped into almost anywhere 
and useful hints on a wide range of subjects, presented 
in a very readable form, will be found on every page. 

-The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 


It was a distinetly good idea to bring together such a 
series of approved ideas, and the volume should meet 
with a warm welcome. 

—The British Printer. 


A good idea in itself and admirably carried out. 
-The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C. ENGLAND 
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CYUNDER RATCHET RELEASE 
permits writing on ruled lines 
without disturbing cylinder 
ratchet relation 


~~ ee 
DUO-CASE with many unusvo: - Ls 
convenience features. y’ 


HINGED TOP-PLATE ond scien 
tifically designed dust shields 
protect entire machine 


TOUCH CONTROL odjusts 
key-tension positively, visibly 


SHIFT LOCK releases from 
either shift-key. Corrioge 
positively locked in lower 
cose 


~ 
FINGER COMFORT KEYS. With 

white -on- block lettering No 

curbs fo trip the fingers 


NEW QUIET. Entire mechanism 
hushed. Remarkably free from 
ali vibrations. 





POSITIVE PAPER GUIDE. En- 


sures correct 









OFFICE APPLIANCES 





MARGIN STOPS. Easily ac- 
cessible from front 






positioning 





















COMBINATION PAPER SCALE 
for easy poper handling ond 
visible margin setting 


TILTING PAPER TABLE for con- 
venience in arranging stops. 


AUTOMATIC PAPER LOCK. 
Speeds insertion of poper, 
rolls and holds it smooth for 
perfect type-impression. 


THREE LEVEL PAPER FEED holds 
poper in perfect contact. Long 
feed roll in rear. 


4 i IN 3 COLORS, 
- _— COLOR CONTROL. 


with locked stencil position. 


TABULATOR. Genuine office 
typewriter construction. 


NEW STREAM-UNE BEAUTY. 


No other PORTABLE provides you with all 
these GENUINE SELLING FEATURES! 


THE ROYAL DE LUXE is the dealer’s portable 
—designed and priced to sell and stay sold, to 
create new Customers. 

Good looking, of course—first impressions 
always count. Sturdy and long-lasting—as only 
Royal can build a typewriter. 

And what selling features! Know them as you 
know your own family! Use them all—talk them 
up to your customers—they mean easier, faster 


sales—more money for you! 


seu. THE ROYAL De Luxe worto’s Finest PORTABLE 





IN ADDITION, the Royal Portable is backed 
by genuine selling advertising—advertising that 
makes your store the point-of-purchase—builds 
business for you! 

Liberal profit-margin with a real Partial Pay- 
ment Plan that nets you large returns at once. 
Link to leadership. 

ROYAL TYPEWRITER COMPANY, INC. 
2 Park Avenue, New York City 


World's largest company devoted exclusively to the manufacture 
of typewriters. Factory: Hartford, Conn, 


p 
y, ; THAT’S WHY DEALERS FIND , 


THE HEYER LINE OF LETTERGRAPHS EASY TO SELL. 





I run many letter and legal 
size jobs and speed is essen- 
tial to me. Model 34, with 
its automatic inking and 
feed serves me perfectly. 


Most of my work is letter 
size in runs of a few thou- 
sand copies. Model 24B 
with its automatic inking 
saved its cost in no time. 











I only run copies occasion- 
ally and the Portable Letter- 


graph is fast enough for me. 
At such a low price I could 
not afford to be without it. 


The versatility and low cost 
of the Model 44 sold me on 
it. Its fast hand feed, auto- 
inking and full legal size 
handle my work fine. 


I don’t run a great many 
copies but I like to use 
colored inks. Model 24 is 
plenty big enough for me 
and is ideal for color work. 


I'm a club secretary and 
like thousands of others I 
have to send out a weekly 
notice. Lettergraph Post 
Card Printer helps a lot. 











Sell the Complete Portable Line 








































HEN you stock the complete Underwood line you 

know that it represents every up-to-the-minute de- 
velopment of a great industry. And depend upon it the 
public knows it too! 

Underwood has pioneered practically every outstanding 
typewriter development of the past 40 years and for more 
than 31 of those years Underwood has produced and sold 
more typewriters than any other manufacturer in the world. 


Every Underwood is backed by nation-wide, company- THE 


UNDERWOOD 
DE LUXE 
/ PORTABLE 


retailing at $78.50," 
with carrying case 


owned service facilities. 


Portable Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters... Accounting Machines... Adding Machines 
Carbon Paper, Ribbons and other Supplies 


ONE PARK AVENUE, NEW YORK, N. Y. 
Sales and Service Everywhere 
Underwood Elliott Fisher Speeds the World's Business 


THE 
UNDERWOOD 
JUNIOR 
PORTABLE 


retailing at $39.50," 4 
with carrying case 


THE 
UNDERWOOD 
CHAMPION 
PORTABLE 
retailing at $64. 50,* 
with carrying case 


THE 
UNDERWOOD 
NOISELESS 
PORTABLE 
retailing at $69. 50,* 
with carryimg case 


THE 
UNDERWOOD 
UNIVERSAL 
PORTABLE 


retailing at $54.50, 
with carrying case 











